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USING OMPEISNCT BASED WRTTTEK EVENTS IN THE D.E, OASSROCM 



Instructions for Coordinators 

PART I «hat is IDBOC? 

Uie Interstate Distributive Education Curriculun is a body of 
knowledge, attitudes and skills in the form of 500 LAPs (Learning 
Activity Packages) . The UVPs are tailored for seoonflaryr poet--oeoow3ary/ 
or adult individualized curriculuns. 

The lAPs have been divided into ten traaitional Distributive 
Education discipline areas of: Advertising, Ocxmunications, Dii^lay, 
Himan Ralations, Managemen t , Applied Mathanatics, Merchandising, Product & 
Service Ttehnology, Operations and Selling. 

The LAPS have the ce^iability of preparing students in any of 76 
occupations (69 core occi:pations) . T3ie 76 occupations span seven marketing 
institutions of Department Store, Food Store, Hbtel^lotel, Restaurant, 
Service Sta^iion, Variety Store and Vlholesaling. 

OCMPKimCY^lASEID CURRICULUM 
The TOECC curriculm is based on the research of Professor Lucy C. Crawford 
and staff, ^ibo interviewed 400 wotricers and managers to determine critical tasks 
performed by them in their jobs. This research \ms carried out betweer4 the 
years of 1965 and 1967 under a U.S.O.E. grant. Stibseguent validation was 
carried out in Wisconsin and Ndaraska. The result of their efforts pro du pe Ll 
a six-^lvme researdi paper viihidi identified 983 ccnpetencies (knowledge, 
attituJes, skills) of job performance required by T6 occupations investigatea in 
the seven marketing institutions above. The work enploysd the technique of 
critical task analysis, using six Virginia cities and towns as the field. 



In 1969, the Wlscxsnsin State Stqperintendent of Sdxols aegplnted a 
ocnmittee to work with Wayne Harrlsonr Consultant for Marketing and 
Distributive Education, to develop a curriculun. A total of 120 of 
the note oannon oorpetencdes were developed into lAPs. In 1971, a 
oonsortim of 11 states was fooned to meKiinize resources, Ihe Oonsortiun 
agreed to divide the 983 oGnpetencdes ancng the 11 states. When tiie 
work was ccnpleted in 1974 , 500 lAPs with properly sequenced ocnpetencies 
were available for printing. 

Eadi UP contains fron 1 to 14 conpetendes, averaging two per LAP. 
9m nunber of ocxipetencies required for mastery of the individual 
oo m pwtiq f i varies fron 109 (Wholesaling Order Selector) to 679 (Variety 
Store Manager) . Each occupation requires seme 59 cGnpetencies oGnmon to 
the other 75 jobs, as there are many conpetencies whidi are ccninon to 
two cr^: ware ocaqpations in the stutfy. 

PART II 

USIN5 IDEOC IN TOE OASSROOM 
JJSECC LAPS provide these major benefits to teachers: 

1. Eadi LAP is a '^taotal'* instructional package of performance 
objectives, learning activities, rescuroes and assessnent instmnmts. 

2. Curriculun Is broadened to include 983 ooRfsetencies required for 76 
distributive occi^tions. 

3. Prwldes more time to work individually vith students (counseling, 
assisting, etc.) . 

4. Determines ^t is to be learned and in %«hat order in relation to 
each student's occupational objective (&) 
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5. Provides the opportunity to receive ojuj u Uu. assistanoe in the 
nanagoient phases of learning system inplanentationr including 
grouping students. 

6. Provides for ccntinuous accounting of student achievenent. 

7. Many im references are identified and k^ed to learning activities. 

8. JDECC can organize teacher's materials fay ackUng them to or between 
lAPs. 

9. Flexibility to utilize in local curriculum all of the materials all 
of the time, part of the timer or part of the materials part of the 
time. 

10. C^pportunity to share respcnsibility for learning with one's students 
rather than having to do everything 

11. A systan to better articulate with higher levels of iwrlceting education. 

12. Helpful ideas are provided for the teacher. 

13. Detennine what is to be learned for students without Bpecilic career 
objectives. 

The IDECC system provides these benefits to the students: 

1^ Opportunity to choose instiniction for a nunber of occupations. 

2. QE^portunities to dhooae from a variety ol learning activities 
(lar^e group, email g£cap, independent) . 

3. Opportunities to work individually with the teacher regarding perscmal, 
job or learning problems, and future plans. 

4. Qpportonities to learn relevant ccmpetencies directly related to a 
Bpedtic job or occupational cluster. 

5. Opportunitite for iitmediate feedback on progress. 

6. (^sportunities to be evaluated against a standard rather than against 
a group*. 




7. Oi^portunitiM to leaxn at your owi pace and cp bade and 
Mlact altemati^m lasndng .vtivitiaa if objectlvM an not 
achisvttl on Initial trials. 

8. Mvanlaj B of hsving an Individaaliadcl caqpubancy reoord listing 
ocBiMbeneies adiiflmad and ^MLdi nay be proaentBd to iatutiMuLiwe 
■cniiiloyBrs* 

9. Oifiortanities to develop responsibility and initiative fay haodling 
one's oun learning. 

10. Opportunities to explore a variety of oocu|>atians through idea and 

skill dsvelopuBnt. 
U. Opportunity to nock with ssall group activities, anall peer groip. 



15 8108 IN asnc US idisc stsim 

1. Cbtain a ocnpxter printout.in tiw Learning Manager's Guide, 2k.l Edit. 
It oowars nony retail oocm»ations but not aU marketing occupa t ions. 

2. File UPs by TAP mnber or ooBpetaency ncnber. 

3. Detenaine which oonpetencles are needed by each student. 

4. 9m Learning ttoiyger decides Oiich cMp e t e nci es students need first. 

5. Lsaniing Manager decides itethor students can work individhiaUy or o^^ 

in a group. 

€• MHdnister pre test, if pra tests are used. 

7. Learning Manager signs the ocayet e ncy reoord of students vAo pass pceHaest 

BtuDnncs cnoose anocner imt* 
9. Students ite do not pass are given learning activities. 

10. Post**te8ts are adninistered. 

11. Students %<ho pass p o st - t e sts are given new oanqpetencies. 

12. Students «Ao do not pass post-tests are recycled throuc^ other learning 
activities in the Uff . 

13. When students pass, their oonpebency records are signed and another 
XAP is selsctad. The total process is then repeated. 

- 7 



14. StxdentB vmk in amll groups or individually ocnnon 
ocnpetendLes are esdiausted. 

15. If ti» stUKlent finishes all corpetencies for his career objective 
befbce the end of the ocxirser the Learning Manager ccuraels with the 
student and the decision is loade vtether: 

a. Hie student may graduate or take another courae, or 

b. The student may select a more rentnarative or just a different 
career objective \4hldi required nrHltlnnwl ccnpetencies. 

PJWT III 

REEATICNSHIP CP DBCA OCMPETITIVE EVENTS TO lEBQC 

rar those schools using the TDECC systan, the process of oonpetency 
dsvelopnent would {knoned according to each student's Identified career 
objective. Each student would ocnplete the lAPs %Aildi cocreqxnd to each 
of the cGRpetencles anradlable from that student's individualized plan. 
Tills may vary frcm 121 to 368 dlffteent ocnpetencles fdr the D.E. program. 

The EECA conpetltlve events contain tests over certain of these IDEBC 
oci njeL encles. The oonpetencles are further Identified on Master Brplcye^ 
lower leveVand Manager Owner (vqpper level.) 

The list of oonpetencles for DBCA ccnfjetency based ccnpetltlve events 
has been divided Into the foUowlng occupation categories: 

Petroleum 

Apparel tt Accessories 
Finance and Credit 
Food Marketing 
Food Service 
General Merdiandlsing 
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Bocddeta oontaining the IDEDC lAP nuniDerr curriculuoti aec±ionr 
ocnpetiency mxnber and cmpetenq/ otatement have been inclucled far each 
ooo:^tlai catecpry of the cxxipetitlve events and are available fxon: 

IDBCiC 

Ihe Ghlo State University 

1885 Neil Avenue - 119 Ttownshend Hall 

Oolunbus, CXiio 43210 

IDBOC LAPS can be used throughout the year, both fiSr large group and 
i n depe n dent study. Hcweverr students vAio need to be prepared for our state 
Career DeveXopnent Oonferenoe use them to refresh or develop ccnpetencies 
not yet taught. (Oxr CDC is the firke waekend in March) • Students 
preparing for a series of events, such as petroleun or food distributlonr 
knoir ocnpetencies* Scxne of these may not be taught until later in the 
spring and %9Duld pot the student at an unfair advantage if he wsre tested 
on those in mid-semester. The LAPs provide the student vith scne specif ijo 
materials to study the philosophy of the new ccmpetdtive events is to test 
a iBanpling of ooRpetencies noraally taug^ in a D.E. prograRi. lAPs and other 
individualized materialSr sudi as privaWy and publicly produced naiuals^ 
can be a great help to insure that the student is %iell-pcepared not only for 
the conpetitive events, but for his/her 
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NAYS TO USE THESE SAHFI£ IXSTS 

TeadierKStxirdiiiators can tate the sanple tests contained in this mamal 
in the foUowing ways: 

!• Guidelines to the types of tests aAninistered on the state and 
national level* 

2. Practice in test adhdnistratlon for both stucSents and teadiers. 

3. OoBopetitlon on the local level prior to state and national events. 

4. General achievement tests at the end of the s e ra&s ter ' or year. 
5* Refrestnent or developnent of ocRpetencies not yet achieved* 



O.E.C.A. 
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OCCUPATIC»JAL CATEGORY: ADVERTISING SERVICES 



INSTRUCTIONAL AREA: ADVERTISING 



1. Advertising Is any paid form of personal presentation and promotion of Ideas, 
goods, or services by an Identified sponsor. T F 

2. Advertising Is concerned primarily with the promotion of tangible goods. T F 

3. The basic distinction between advertising and publicity Is that the former Is 
delivered through space or time for which the advertiser has paid, while the 
latter Is delivered without charge as part of the news or entertainment content 
of the medium. T F 

4. Which of the following fundamentals must be observed by management when developing 
an advertising budget? 

a. The advertising budget Is the translation of an entire advertising plan 
Into dollars and cents. 

b. The budget must be constructed totally within the financial capabilities 
of the company. 

c. The budget must contain specific details on the allocation of funds to 
specific operations. 

d. No one method Is Ideal for all situations. 

e. All of the above. 

5. What are three major methods for deciding how much a company Is to spend on 
advertising? 

a. Task, fixed percentages, objective. 

b. Task, fixed percentages, subjective. 

c. Task, fixed percentages, unit of sale method. 

d. Fixed percentages, unit of sale, objective. 

e. All of the above. 



6. Your company goal Is to sell 100 units of your product per salesperson per year. 
Your sales force Is 100. One call In five develops Into a sale. You establish 
clearly from past experience that It takes about $30.00 of advertising revenue to 
generate fifty Inquiries or calls. How much money will need to be spent on adver- 
tising to realize company goals? 

a. $ 10,000.00 

b. $ 50,000.00 

c. $ 3o;ooo.oo 

d. $100,000.00 

e. None of the above 



7. As Advertising Manager of your company you have been given a budget for the next 
fiscal year of 3^ of gross sales. You have calculated that to do an adequate 
job of advertising you will need about $140,000. If this Is accurate, your company 
must gross approximately how much? 

a. $3,725,000 

b. $4,275,000 

c. $4,725,000 

d. $3,575,000 

e. None of the above 
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8. 



Generally, the advertising manager of a company will determine what portion of 
the total marketing effort Is to be carried by advertising. T F 



9. The detailed breakdown of the total advertising budget Is usually determined by: 

a. The sales and advertising departments. 

b. Account executive In charge of the account. 

c. The client buying the media. 

d. The specific media running the campaign. 

e. All of the above. 



10. Regardless of size or type of advertising agency, they all have three main functions: 

a. Organize, locate and sell. 

b. Creative, external and Internal. 

c. Internal, organize and locate. 

d. Internal, organize and sell. 

e. None of the above. 

11. Agency Income Is derived In two ways: 

a. Commission and fees. 

b. Flat rate and fees. 

c. Media cost minus discount and fees. 

d. Commission and flat rate. 

e. None of the above. 



12. The advertising media may be broken down Into four general groups. T F 

13. Surveys have Indicated that most men and women prefer whate type of media: 

a. Radio 

b. Television 

c. Newspepers 

d. Billboards 

e. None of the above 



14. On a typical city paper the advertising department Is divided Into which three 
functions: 

a. Seml-classlf led, classified, and display. 

b. Classified display, seml-classlf led, and classified. 

c. Seml-dlsplay , classified and display. 

d. Classified, display and display classified. 

e. None of the above. 



15. In general, newspapers have two basic rates, and they are: 

a. Agency rate and local rate. 

b. Local rate and national rate. 

c. National rate and agency rate. 

d. Base rate and agency rate 

e. None of the above. 



16. A column Inch Is: 

a. One column wide and ^ Inch deep. 

b. One half Inch wide and ^ Inch deep. 

c. One Inch deep and one Inch wide. 

d. Two Inches wide and one Inch deep. 

e. None of the above. 

-2- 
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17. If a paper's rate for General Motors Corporation was 94c per line, then a 19 
Inch ad would cost: 

a. $175.00 

b. $ 17.86 

c. $275.00 

d. $250.00 

e. None of the above 

18. The milline rate Is used to: 

a. Compare true cost per person for two newspapers. 

b. Compare actual ad rates of two different papers. 

c. Compare costs of ads In two different papers. 

d. Compare different ad structures based on available financial data. 

e. All of the above. 

19. If the Washington Post has a national rate of 98c per line and has a circulation 
of 1,245,000 people, what Is the true cost per person? 

a. 75c 

b. 70c 

c. 65c 

d. 80c 

e. None of the above 

20. In general, the cost of newspaper advertising depends on the: 

a. Base rate 

b. Efflc-?oncy of the paper 

c. Clrcuiatlnn 

d. Column Inch rate 

e. None of the above 

21. The American Broadcasting Company recently announced one of It's programs had 
a 26.8 rating. This means: 

a. 26.8% of all people In the U.S. saw the program. 

b. 26.8% of all people missed the program. 

c. 26.8% of the T.V. homes were tuned In. 

d. 26.8% of the total sets were tuned In. 

e. None of the above. 

22. When an advertisement Is Inserted In a newspaper at the regular advertising rate 
and no stipulation made as to position. It Is given what Is called: 

a. L.O.R. Position 

b. L.A.R. Position 

c. R.O.P. Position 

d. L.O.P. Position 

e. None of the above 

23. Which of the following media has the most flexibility? 

a. Radio 

b. Television 

c. Newspapers 

d. Billboards 

e. None of the above 
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24. Vlhlch of the following media Is likely to deliver your advertising message at the 
highest cost per reader? 

a. Direct Mall 

b. Dally Newspapers 

c. Outdoor Posters 

d. National Magazines 

e. None of the above 

25. The primary goal of retail advertising Is: 

a. To Inform people of products. 

b. To let people know of special sales. 

c. To persuade people to shop at a particular store. 

d. To cooperate with manufacturers and wholesalers. 

26. A split-run Is a: 

a. Method of selling used by retail merchants. 

b« Method of testing advertisements. 

c« Method of printing a bl-weekly newspaper. 

d. Method of newspapers for billing ads. 

e. None of the above. 

27. Calendars are often used for: 

a. Position advertising 

b. Retail advertising 

c. Teaser advertising 

d. Specialty advertising 

e. None of the above 

28. Promotional advertising focuses on the firm with the Intent of building store 
prestige. T F 

29. The newspaper with the lowest mllllne rate will often turn out to be the beut- 
T F 

30. The federal government » through which act has set up trade-practice rules for 
advertising and selling the products of many Industries: 

a. Wheeler-Lea Act 

b. FTC Act 

c* Securities Exchange Act 

d. ICC Act 

e. None of the above. 

31. The main reason for studying human relations In business Is: 

a. Gain cooperation of others 

b. More productivity 

c. Psychic Income 

d. Work satisfaction 

e. All of the above 

32. The best way to make an employee feel successful 

a. Watch their work habits closely 

b. Praise them after every job well done 

c. Occasional praise and constructive criticism 

d. A strong employee review system 

e. All of the above * 
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Your ad agency runs an ad in the Dally Sun for Sears, advertising skateboards 
for $6.00 Instead of $26.00. It was your mistake, what should you do? 



a. Tell them It's their problem. 

b. Print a retraction. 

c. Offer to absorb the loss. 

d. Offer not to charge them for the ad. 

e. None of the above. 

'34. To effectively communicate through an ad you must always have good copy. T 
35. A reader's attention Is difficult to secure because he spends less than 



glancing over an ad unless It gains his Interest. 

a. 3 seconds 

b. 2 seconds 

c. 1 minute 

d. 2 minutes 

e. 1 second 

36. Which of the following describe "good copy." 

a. Persuasive 

b. Simple 

c. Understandable 

d. None of the above 

e. All of the above 

37. The formula every good ad follows Is: 

a. X.A.A.S. 
b« B. X«L« S« 

c. A.I.D.A. 

d. S.A.L.E. 

e. I.A.D.A. 

38. Which of these rules bring about successful communication through radio 
commercials? 

a. Store name and location must be dominant. 

b. Copy must tell a story. 

c. Commercial must stress Immediacy. 

d. Message must be believable. 

e. All the above. 

39. Consumer demand Is how the customer communicates to America's businesses what 
he Is Interested In purchasing. T F 

40. What Is the main purpose of advertising? 

a. Computation 

b. Career Interest 

c. Organization 

d . Communication 

e. All the above. 
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41. A client of your ad agency Inforas you If their sales don't increase they will drop 
you as their agency. What should your first action be at this point? 

a. Inform your supervisor. 

b« Consult additional staff for help. 

c. Allocate more time to this client. 

d. Rework client's ad campaign. 

e. None of the above. 

42. Cooperative advertising is: 

a. an arrangement between several retail stores to cut costs. 

b. an arrangement between retailer and manufacturer to split costs. 

c. a good method of tie-in with national advertising. 

d. B & C 

e. None of the above. 

43. A media salesperson is employed by their particular advertising medium to: 

a. Provide up-to-date market information that helps advertisers plan. 

b. Plan contests and suinreys to help success of programs. 

c. Help the advertiser save money by using discount plans and rates. 

d. Supply helpful information on activities of competitors. 

e. All of the above. 

44. The purpose of advertising is to convince people to buy the products which the 
retailer has ordered the most. T F 

45. The ABC Statement is used to verify a publication's circulation. T F 

46. The milline rate is the most useful information to an advertising man because 
it: 

a. is used in television advertising to determine cost per second per 
million people. 

b. is used in radio advertising to schedule time slots at periodic 
intervals to get maximum coverage. 

c. . is used in newspaper advertising to compare the true cost per person 

between various newspapers. 

d. is used in advertising layout to determine cost per inch. 

e. None of the above. 

47. A salute by Macy's Department Store for National DECA week would be considered: 

a. conventional advertising 

b. promotional advertising 

c. institutional advertising 

d. industrial advertising 

e. none of the above 

48. Merchandise information is obtainable from: 

a. customers 

r 

b. sales representatives * 

c. competitors 

d. fellow sales workers 

e. all of the above 
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49. Which of the following Is not a customer benefit? 

a. Certs gives you breath as fresh as springtime. 

b. Johnson* s Baby Shampoo makes your hair ask to be touched. 

c. Mercedes has hand-^made parts that fit perfectly and last for a 
lifetime. 

d. Flair pens make writing easy and fun. 

e. All of the above stress benefits. 

50. Newspapers and magazines published for the employees are: 

a. called Internal information systems. 

b. called house organs. 

c. called direct mail advertising. 

d. called quarterly reports. 

e. none of these. 



51. Most companies advertise in the classified section of the paper. T F 

52. Run of the paper means the ad will be placed in the paper at the place determined 
by the newspaper. T F 

53. A column inch is: 

a. one column wide, 3 line deep. 

b. one inch wide, one column deep. 

c. one inch wide, 12 lines deep. 

d. ne column wide, 12 lines deep. 

e. none of the above. 



54. A promotional campaign Includes: 

a. personal selling 

b. advertising 

c. display 

d. B & C 

e. all of the above 



55. A double spread is two pages back to back. T F 

56. Which of the following is a way of obtaining a direct mall list? 



a. buy from a mailing company 

b. use charge customers 

c. telephone book 

d. A & B 

e. all of the above 



57. Which of the following is a way of presenting an exclusive item in an ad? 
a. omnibus advertising 
f b. one-item advertising 

c. group advertising 

d. all of the above 

e. none of the above 
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58. Bait and switch advertising Is deceptive but not Illegal. T F 

59. Prime tlnte on a radio Is around 7:30 in the morning. T F 

60. Which of the following are types of Interior displays? 

a. shelves 

b. kiosk windows 

c. shadow boxes 

d. A & C 

e. all of the above 

61. Which of the following are major factors In the cost of a 
newspaper ad? 

a. circulation 

b. potential bijyers In the circulation 

c. amount of advertising done by the business 

d. all of the above 

e. none of the above 

62. Which of the follo^rlng affects a store image? 

a. store layout 

b. advertising plan 

c. displays 

d. b & c 

e. all of the above 

63. Which of the following affects a store image? 

a. price line 

b. merchandise 

c. store employees 

d. a & b 

e. all of the above 

64. Prime time on television is 8:30 a.m. in the morning. T F 

65. A display should take the potential customer through the following 
steps A I D C A. T F 

66. A newspaper ad that is sixty column Inches could be 

a. 6" X 10" 

b. 5" X 12" 

c. 2" X 30" 

d. 4" X 15" 

e. all of the above 
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You are running a sixty column Inch, black and white, ad with an 
ROF advertising rate. How much would It cost? 



a. $ 85.80 

b. 134.95 

c. 88.50 

d. 137.65 

e. none of these 



68. A 30 column-Inch ad In black and two colors paid on the fifteenth 
of the month. 



a. $126.85 

b. 137.65 

c. 45.30 

d. 139.71 

e. none of the above 



69. Figure the cost of a 150 column Inch pre-prlnted Insert In double 
truck, black and one color. 



a. $204.00 

b. 206.05 

c. 132.60- 

d. 277.45 

e. none of the above 

70. You are buying 40 shortle radio spots on KSFI for the month of 
February. What would the cost be? 



a. $70.00 

b. 72.50 

c. 75.00 

d. 40.00 

e. none of the above 



71. You are going to nm twenty- 30-second spots on the radio at 7:00 a.m. 
paid on the 8th of the month. What would the cost be? 



a. $48.00 

b. 60.00 

c. 58.80 

d. 68.80 

e. none of the above 



72. You are planning a 60-secoad spot announcements and pay your bill 
on the 5th of the month. What would the cost be? 

a. $148.00 

b. 122.00 

c. 142.08 

d. 117.12 

e. none of these 
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73. Vocational advertising directs the message toward people other 
than consumers* T F 

74. The time factor In retail advertising Is not an important factor 
to consider. T F 

75* The operating revenue of an advertising agency comes from: 

a. commissions 

b. service fees charged to clients 

c. creative fees charged to media 

d. c & a 

e. a & b 

76. The usual rate of commission Is; 

a. 20% - 23% 

b. 10% - 14% 

c. 15% 

d. 18% 

e. could be all of the above 



77. The usual rate for creative work Is: 



a. 20% - 23% 

b. 10% - 14% 

c. 15% 

d. 18% 

e. none of the above 



78. A cash discount of 5 percent Is given by the medium If payment Is 
made within ten days. T F 

79. There are almost 4,500 advertising agencies, including branches, 
doing business in the U.S. T F 

80. The most popular way for a client to check on media ratings in a 
large city, such as Kansas City or St. Louis would be the 

a. local newspaper research staff 

b. atbltron 

c. Independent research 

d. all of the above 

e. none of the above 

81. When deciding on the media to use, most retailers use: 

a. cost guide formula 

b. circulation plus cost formula 

c. circulation formula 

d. all of the above 

e. none of the above 
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82. Direct mall and selected magazine articles can reach selected 
audiences with more precision than other media. T F 

83. For geographical selectivity the newspaper Is probably best. T F 

84. Magazines and radio deliver pre-selected audiences. T F 

85. Magazines are probably better for Immediacy than television. T F 

86. The Nlelson Company use the following device In program audience 
research. 

a. arbltron 

b. audlmeter 

c. trendlmeter 

d. surveymeter 

e. none of the above 

87. Mortality rates for new television shows In prlmle time run as high 
as 70 percent. T F 

88. Saturation spot campaign Is not recommended when a new market Is 
being opened. T F 

89. Outdoor advertising accounts for about one percent cf the total 
advertising budget. T F 

90. About 66 percent of outdoor advertising sales volime Is from the 
poster. T F 

91. A billboard with a 100 shoving means: 

a. 100 percent of the buying public will see the sign. 

b. about 100 percent of the buying public will see the 
billboard In a two week period. 

c. about 100 percent of the buying public will see the 
billboard In a four week period. 

d. 100 percent will see the billboard In a two week period. 

e. 100 percent will see the billboard In a four week period. 

92. The agency for checking on. good poster locations Is the: 

a. ABC 

b. ACL 

c. TAB 

d. KAB 

e. CAB 

93. The criterion of simplicity does not always apply when making 
commercials on complex Items. T F 
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94. The basic format for a radio show are: 



a. straight sell 

b. educational 

c. testimonial 

d. musical 

e. all of the above 



95. T.V. commercials go through about the same number of modifications as 
radio. T F 



96. Most retail copy leans toward the: 



a. specific 

b* general 

c. Informative 

d. all of the above 

e. none of the above 



97. The two types of fashion advertising are: 



a. hlgh-*style and volume 

b. volume and primary 

c. primary and high-style 

d. volume and hlgh**style 

e. hlgh-*style and appeal 



98» A significant Innovation In the use of direct mall Is the: 



a. computer 

b. fan-fold forms 

c. lower cost 

d. personal message 

e. all of the above 



99. "Public Relations" copy covers all nonproduct advertisements. T F 
100. The siibject matter of institutional advertising: 



a. the product 

b. the Idea 

c. the attitude 

d. the message 

e. all of the above 
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KSPI 



"AM & FM RATES 






1 Hour 




^JO.Zs 


V, Hour 




....1570 


»/4 Hour 




9.65 






6.05 


Spot — 60 Seconds 




3.05 






2.40 


•ShoMie 




1 75 


*Min'>ifiwm of 6 pr^ 4*y i^d 




»«i 0< so •hortr\ 


m.th'.n 30 diyi of 0:d»t T»fl trco^dt r* r 




Spot R«tt 




Prime Tim* 


6:30 a m. — 


6:30 «.m 




12 Noon — 


1;00 p.m 




5:00 p.m — 


6:00 p.n 




fcO second) 






30 seconds 




. , 3.00 



AM and FM Rate Schedule 

LOCAL 9.R — EFFECTIVE JUNE I, 1974 
PER MONTH DISCOUNT 



$ 50 to $100 
IIOI to llSO 
1151 to $200 
1201 to $250 
$25 ( and over 



2V. 
*\ 
4". 

lO*.. 



DilCOunt ipp'*»l Only e^ ^Ijtion Kitvl 
«nd if p«id by th» IO»h «l tK» month AppflTi^ fiqu'i* 
tpott «nd pr09r«mt only 



■REMOTE BROADCAST RATES"" 

|On Prtmittt) 

AI' Da» :9 to 12 a.m. and 

I to 5 p.rvi . . $230 0: 

9 to 12 a - . cjniv ... . • »S C: 

I to 5 f CI., ... 132.CC 

Tta«t.-num of iti minutas por hour from 
cnote location 



SPECIAL PROGRAMS AND FEATURES. 

One tlmc-*«gnal ^o^rly each day. 
per month 

One time-tignai alternating hourt each day. 
per month ... 



P«»ol on roqwol* OP OKLaHOMA STATC 
$205.00 UNlVERSllY AND STiLl WATER h;Oh 
SPORTS, m4ny eth»t ip«cii' p^o^*M•'^ 

ifid ftitu'ti. i««eludin9 iho't en ipe* 
1 05.00 br94dc«ltl. 



' Home 
I'OKIAHOMA 
/ UNtVtRSlTY 



originates the Cowboy Sports Network 




Country ol KS^M 



GOTHAM DAILY NEWS 

ADVERTISING RATES 

EARNED RETAIL RATE SCHEDULE 

Applicable only to local rstall firms or 
service establishments for' their own display 
advertising. Advertising not considered by 
the publisher as "local retail" will be charged 
at the general advertising rate. 

(Based on column inches useo per month) 

.nches Per Month Rate per inch 

1 24 168 

25-49 "^5^ 

50-99 143 

100 199 1 

200 299 

300 399 129 

400 599 1 26 

600 799 1 23 

At the e.-id L^f ''well caletidai I'lonlh, 
advertising will be charqed at the rate 
earned, according to ..bove schedule. If 
account is not |)a<d by the 10th of month 
following billing, iidverliser will be charged 1 
1 '2 percent per month on unpaid balance. 

PREPRINT INSERT RATES 

65 percent of earned ROP advertising 
rate. We reserve the right to accept or 
decline any preprinted material. 

EXTRA INSERTION DISCOUNT 

Any advertisements originating in a 
Sunday, Wednesday, or Thursday edition, 
may be repeated {withii. 7 days) in a 



Monday, Tuesday, or Friday editior*. 
without copy change, at advertiser's rate 
LESS 20 PERCENT DISCOUNT. 
Mechanical department time required to 
make copy changes for ElO insertions will 
be billed at $10 per hour. Advertisenients 
originating MofKlay. Tuesday, or Frid.iy may 
be repeated Sunday. Wednesday, or 
Thursday under same terms and discount. 
EID minimum, 5 in. 

MONTHLY CARD RATES 

26 Cc nsecutive Insertions 22.36 per inch * 
13 EOD 13.78 per inch 

For each change of copy requested 
before completion of month, a 5 percent 

charge will be made, with a minimum of S1. 

One change per month is allowed without 
charge after the first month. If a card 
advertisement is cariceled before one month 
.»xpiips. total iuj' il>t»r of inches of spac*' used 
will be charged to advertiser under the 
Earned Retail Rote Schedule. 
' .G5 per inscriiot^ '^ch 
1 06 pfr»r insertion per inch 

COLOR ADVERTISING 

When mechanical limitations permit, 
display advertisements may be printed in 
black and color for the following exVb 
charge: 

Black and one color 49. 

Black dnd twvo colors 92 35 

Black and three colors 136 55 

Double Truck, black a'^d one color . 73.45 
Double Truck, black arva t'AO colors .139 30 

Double Tfuck, black inAttiree colors , . . 203 6i 

No ad of less than 40 column inches 
accepted in color 



EKLC 



-14- 



OCCUPATIONAL CATEGORY: ADVERTISING SERVICES 
INSTRUCTIONAL AREA: OPERATIONS 



!• Corporate advertising refers to advertising by a business. T F 

2. To obtain maximum effectiveness of an advertising activity an agency should 
be cost conscious. T F 

3. An agency need not always coordinate their media plan. T F 

4. In most cases (75%), the media plan is accepted by the client. T F 

5. Agencies will use the following tools to measure advertising results: 

A. Simmons Report 

B. ASDS Report 

C. AAAA Report 

D. Arbitron 

E. None of the above 

6. In determining the relative utility of advertising, the agency must consider: 

A. Product life-cycle 

B. Origin of product 

C. Importance of product to prospective customers 

D. BSC 

E. A § C 

7. The primary functions of an advertising agency are: 

A. Classification, contact, demand creation 

B. Classification, contact, internal 

C. Creative, contact, internal 

D. Creative, contact, classification 

E. None of the above 

8. Any given ad agency can do an effective job without having knowledge of all of 
the available media. T F 

9. Consumer magazines are similar to ''Psychology Today". T F 

10. Trade magazines are similar to "Readers Digest". T F 

11. Most likely Sports Illustrated would charge more for a half page ad than TV 
Guide. T F 

12. A thirty second spot on the 1979 Superbowl would probably cost about: 

A. $75,000 ' 

B. $250,000 

C. $350,000 

D. $450,000 

E. $500,000 

13. Media should be analyzed by each agency in terms of character. T F 
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14. Media needs to be analyzed in terms of influence. T F 

15. Media does not have to be geared to the market in every case. T F 

16. An agency should determine the prime market area by looking at, among other 
factors : 

A. Income, style, location 

B. Income, type, location 

C. Habits, type, location 

D. All of the above 

E. None of the above 

17. An agency must: 

A. Measure different newspapers 

B. Measure different television stations 

C. Measure one television or radio station against another 

D. Measure one magazine against another 

E. All of the above 

18. The agency assumes sole responsibility for payment to the medium. T F 

19. If the advertiser fails to pay, it is the medium's loss. T F 

20. The medium will receive the appropriate discount through the agency. T F 

21. The agency attests that the rate for which they contract is the lowest rate 
currently available. T F 

22. The advertising is subject to the FCC approval. T F 

23. The medium must approve all plans. T F 

24. The medium can change the ad plan if they receive approval from: 

A. FAA 

B. FCC 

C. AAAA 

D. Medium's lawyer 

E. None of the above 

25. The medium can change the ad plan if they receive approval from: 

A. Station program manager 

B. The advertiser 

C. The agency 

D. The agency and advertiser 

E. None of the above 

26. All national television commercials are on film. T F 

27. All local television commercials are on: 

A. Film 

B. Videotape 
(Cont'd) 
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27. (Cont'd) 

C. Film and videotape 

D. None of the above 

E. All of the above 

28. Audio-tape is used with conunercials on: 

A. Radio 

B. Television 

C. Radio and television 

D. All of the above 

E. None of the above 

29. The agency department most responsible for coordinating all commercial work, 
including deadlines and legal approvals, is: 

A. Traffic 

B. Art 

C. Sales 

D. All of the above 

E. None of the above 

For checking and verifying purposes: 

30. Newspapers send clipsheets T F 

31. Newspapers send tearsheets T F 

32. Newspapers verify through sales representative T F 

33. Magazines send: 

A. Tearsheets 

B. Clipsheets 

C. Sales representative 

D. A § B 

li. dm: 

34. Television sends a sales representative T F 

35. Television sends an affidavit T F 

36. Radio sends clipsheets T F 

37. Radio sends an affidavit T F 

38. Outdoor advertising is checked by: 

A. National outdoor advertising association 

B. The agency 

C. The advertiser 

D. A § B 

E. B § C 

39. The agency need not check orders against invoices. T F 
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40. The medium bills the advertiser. T F 

41. The agency is always paid about 22% to 23% commission. T F 

42. The agency may be paid: 

A. By commission 

B. By fee 

C. By days on job 

D. A a B 

E. A 5 C 

43. Most print media allow a cash discount. T F 

44. The costs are determined by: 

A. The agency 

B. The FCC 

C. U. S. Government 

D. The medium 

E. AAAA 

45. Most corporations must rely on the agency to determine their prime market 
area. T F 

46. The reports dealing with printed media research come from: 

A. Nielsen 

B. Arbitron 

C. Simmons 

D. BSC 

E. A § B 

47. The reports dealing with broadcast media research come from: 

A. Nielsen 

B. Arbitron 

C. Simmons 

D. BSC 

E. A § B 

48. The agency account executive is responsible for originality in his client's 
ad plan. T F 

49. Each agency is most likely to have about: 

A. Six or seven departments 

B. Three or four departments 

C. One department 

D. As many as needed 

E. None of the above 
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50. An ad agency would be most likely to solicit the following clients: 

A. General Motors and Ford 

B. TWA and Smaks 

C. United and Continental 

D. Pepsi-Cola and Coke 

E. All of the above 

51. In 1978, the largest expenditures on advertising was by: 

A. General Motors 

B. Proctor and Gamble 

C. Ford Motor Co. 

D. AT5T 

E. McDonalds 

52. Today, the great bulk of advertising money is devoted to: 

A. Television 

B. Newspaper 

C. Radio 

D. Position Media 

E. Direct Mail 

53. The typical advertising budget has more money allocated to: 

A. Television 

B. Newspaper 

C. Radio 

D. Position Media 

E. None of the above 

54. In a large newspaper, such as The Kansas City Star, each additional color on 
an ad will probably cost about: 

A. $50.00 

B. $150.00 

C. $200.00 

D. $250.00 

E. None of the above 

55. Television time cost information is available through SRDS. T F 

56. Trade journal ads are usually specialized. T F 

57. In most newspapers, the agency will receive lower rates for national ads 
than for local ads. T F 

58. To do a complete and effective campaign for a client, cost analysis should 
not be considered. T F 

59. If an agency is careful in their analysis, research and media selection, they 

(Cont'd) 
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59. (Cont'd) 

should be able to determine within about 10% how effective their campaign 
was for their client. T F 

60. For print media the best type of ad is the: 

A. Split-run 

B. ROP 

C. Keyed 

D. Coupon ' 

E. None of the above 

61. Agency campaigns sometimes strive for product differentiation. T F 

62. Corporate ads often seek only identity. T F 

63. The agency wanting to be very personal and selective in their campaign 
would probably choose a great deal of: 

A. Newspaper 

B. Television 

C. Radio 

D. Direct mail 

E. Position media 

64. The most versatile medium is: 

A. Newspapers 

B. Television 

C. Radio 

D. Direct mail 

E. Position media 

65. Large agencies do not have division of labor. T F 

66. The job of making certain that the client is satisfied with the agency 
services falls upon: 

A. The agency 

B. The medium 

C. The account executive 

D. All of the above 

E. None of the above 

67. Any misunderstandings arising between agency and client will usually be the 
responsibility of: 

A. The agency 

B. The medium 

C. The account executive 

D. All of the above 

E. None of the above 
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68. The creative function within most agencies is usually: 

A. Divided into several departments 

B. Within one department 

C. Responsibility of the account executive 

D. Responsibility of top management 

E. None of the above 

69. Media directors are responsible for: 

A. Checking on media popularity 

B. Informing the media of agency changes 

C. Buying media time and space 

D. Informing media of new creative techniques 

E. None of the above 

70. After the campaign contract has been signed, the gathering of factual infor- 
mation (research) prior to the ad campaign is often: 

A. Done by the media research department 

B. Done as a specialized agency function 

C. Done by Arbitron 

D. Done by Simmons research 

E. None of the above 

71. Advertising agencies can grow in two ways: 

A. By hiring more personnel 

B. By recommending to top management that niore advertisements be done 

C. By buying out other agencies and merging 

D. By acquiring new clients and expanding current client business 

E. None of the above 

72. Catalogues, point-of -purchase materials, and direct -mail pieces usually in- 
volve only 11% to 12% commissions. T F 

73. If an agency "billed" $10 million with various media all on a commission 
basis, then its operating revenues from this phase of its activities would 
total about: 

A. $5 million 

B. $2.5 million 

C. $1.5 million 

D. $1 million 
li. $700,000 

74. It is a basic 4A qualification that all agencies must: 

A. Not be under any advertiser control 

B. Not solicit unfair ads 
(Cont'd) 
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74. (Cont'd) 

C. Not become involved in FCC regulations 

D. Not screen all ads i 

E. All of the above 

75 • There are about 6,000 agencies in the U.S. About one third of them are: 

A. One-person operations 

B. Have an average of about five employees 

C. Very large in nature, some employing more than 1,000 people 

D. All of the above 

E. None of the above 

76. 4A member agencies handle about 

A. 80 to 85% of all agency business 

B. 70 to 75% of all agency business 

C. 60 to 65% of all agency business 

D. 50 to 55% of all agency business 

E. 40 to 45% of all agency business 

77. 4A member agencies will initially: 

A. Study a possible client's product 

B. Analyze the market for a possible client 

C. Will advise client on how to get product profitably to the point of 
sale 

D. All of the above 

E. None of the above 

78. The media plan will usually consist of: 

A. Markets to be researched 

B. Why markets cost what they do 

C. Projected marketing plans for two years 

D. A § C 

E. B § C f 

79. The general all-around formula ftr a good media plan is called: 

A. Contracting plan 

B. All market plan 

C. Media characteristics plan 

D. 4A general media plan 

E. None of the above 

80. If an agency is a member of the National Outdoor Advertising Bureau, it will 
place all such advertising through the: 

A. 4A 

(Cont'd) 
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80. (Cont'd) 

B. SRDS 

C. NOAA 

D. NOAB 

E. None of the above 

81. The FCC requires that all stations: 

A. Maintain an official log 

B. Give the lowest possible rates to bigger agencies 

C. Maintain quality in their commercials 

D. None of the above 

E. All of the above 

82. The outside company hired by each agency to monitor all broadcast media is: 

A. Arbitron 

B. Nielsen 

C. Simmons 

D. SRDS 

E. None of the above 

83. When an advertising agency arranges for the wholesaler and retailer to 
share the cost of the advertising campaign, it is termed: 

A. Productive advertising 

B. Institutional advertising 

C. Cooperative advertising 

D. Promotional advertising 

E. None of the above 

84. Which of the following is a disadvantage of choosing a media representative 
over an ad agency? 

A. The representative has detailed knowledge of his media 

B. The representative has loyalty to his own media 

C. The representative would have more specialists to aid him 

D. The cost of media representative is less 

E. All of the above 

85. Which of the following could be an example of a specialized agency service? 

A. Broadcast media 

B. Printed media ' 

C. Specialty media 

D. Position media 

E. All of the above 
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86. Which of the following would most likely have an in-house ad agency? 

A. One-unit hamburger stand 

B. Large retail store (Jones, Macy's, Sears) 

C. Car dealership 

D. Wholesale distributor 

E. None of the above 

87. Which of the following time spans would most agencies which plan on a long- 
time basis utilize? 

A. 12 months 

B. 9 months 

C. 18 months 

D. 6 months 

E. None of the above 

88. An advertising consultant is most likely to do which of the following? 

A. Marketing research 

B. Creative work 

C. Sales promotion 1 

D. Package design 

E. All of the above 

89. What main factors do both advertising agencies and advertising managers 
usually consider when making media decisions? 

A. Competition 

B. Frequency and coverage 

C. Continuity 

D. Flexibility 

E. All of the above 

90. The advertising agency is responsible to the: 

A. Media 

B. Client 

C. Advertisement 

D. People 

E. All of the above 

91. Advertising agencies are compensated through: 

A. Commissions and fees 

B. Salary 

C . Reimbursement 

D. Base wage 

E. None of the above 
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Business people who plan an advertising budget in terms of anticipated sales 
must consider: 

A. Past sales 

B. Sales of competitors 

C. Present sales 

D. General economic conditions 

E. All of the above 

Budgeting strategy involves analyzing the advertiser's 

A. Business 

B. Competition 

C. Available media 

D. All the above 

E. None of the above 

Which of the following will not give advice to business people planning an 
advertising budget? 

A. Media representatives 

B. Advertising consultants 

C. Ad agencies 

D. Educational institutions 

E. None of the above 

A general advertising agency will perform which of the following services 
for clients? 

A. A complete study of the client's product or service 

B. An analysis of the present and potential markets for the product or 
service 

C. Present a complete advertising plan based on the advertiser's objec- 
tives for approval 

D. Supply the advertiser with cost information necessary on audiences » 
circulation, media choice 

E. All of the above 

Most larger agencies are organized into one of two main systems - the de- 
partmentmental system or the group concept. T F 

In order to be eligible for a media commission, an agency must be recog- 
nized by meeting which of the following qualifications? 

A. Freedom from financial control by an advertiser or the owner of a 
medium 

B. Financial resources sufficient to meet obligations to the media 
owner 

(Cont'd) 



97. (Cont'd) 

C. Personnel with sufficient experience and ability to serve general 
advertisers 

D. A, B, § C 

E. Mor.e of the above 

98. In the departmental system of organization, a team of specialists is assigned 
to an account executive, creating many small departments within the agency. 

T F 

99. Most agencies are located in smaller cities. T F 

100. Advertising agencies are the only businesses that will receive a discount 
from broadcast media. T F 
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OCCUPATIONAL CATEGORY! Advertising Services 



INSTRUCTIONAL AREAj Selling 



STUDENT INSTRUCTION SHEET 



PROCEDURES 

You will be given a maximum of one hour to design an ad layout 
for tennis clothing. You are to design a 36 column inch layout of 
any form, as long as it meets the 36 column inch requirement. 

The ad is for their pre-spring season. You will have the option 
to choose any or all of the products on the illustration and fact 
sheets to advertise, which include men's and lajdies* tennis clothing. 
You may cut out the illustrations and glue them on your layout as 
you wish. 

You may also design a logotype for J & S Sporting Goods if you 
so desire. 



MATERIALS NEEDED 

Pencils 
Glue 
Sissors 
Ruler 

Copy Paper (provided by staff) 
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OCCUPATIONAL CATEGORY i Advertising Services 
INSTRUCTIONAL AREAi Selling 



EVENT 

You are to design a 36 column inch ad layout for "J & S Sporting Goods" 
The ad is for their pre-spring season. .You may choose any or all of the 
products on the illustration shoet to advertise, notice that each item 
of clothing has two different sizes of illustration. You may cut the 
illustration out and glue them on your layout, as you wish. You may 
also design a logotype for J & S Sporting Goods. Infozmation concerning 
the illustrations is included on the attached "Fact Sheet". 



PACT 



SHEET 



Name of Store i 
Address! 

Phone Number! 
Store Hours! 

Services! 



J & S Sporting Goods 

67021 



1295 Broadway 
Central City, KS 



62^-0210 

Monday - Saturday lOiOO a.m. - 500 p.m. 

Sunday- liOO p.m. - 5'- 30 p.m. 

Open Thursday 10!00 a.m. - 8!30 p.m. 

Layaway plan 

Accept: VISA and Master Charge 
INFORMATION ON ILLUSTRATIONS 



Illustration 
A- 



B. 



G. 



D. 



Description 

Ladies Tennis Dress 

50^ cotton/ 50jS polyester 

Color! White 

Decorative Trim! Red and Blue 

Low neck 

Price! $27.95 

Ladies Tennis Dress 

55^ cotton/ k^o polyester 

Color! White 

Decorative Trim on side pockets! Green & Yellow 
Low neck 
Price! $29.95 

Men's Tennis Shirt & Shorts 
Shirt! 100% knit polyester; Colon White 
V-neck with ribbed band at bottom of shirt and sleeve 
Decorative stripes on neck and sleeve! Red/Blue; Green/Orange 

Yellow/Orange 

Price! $15.95 

Shorts! 100^ knit polyester; Color! White 
Elastic waist, with shirt gripper inside waist 
2 slant pockets; 1 back pocket 
Price! $12.95 

Men's Tennis Sweater, .Jacket & Shorts 
Sweater! 100% acrylic knit; Colors White 
Layered look, combination sweater shirt look 
2 button top 

Contrasting stripes! Orange/Yellow; Red/Blue 
Short sleeve 
Price! $23.95 

Jacket! 100^ acrylic knit; Color! White 
Spread collar 
Slant pockets 
Zipper front 
Ribbed sleeves 

Contrasting stripes, same as jacket 
Price! $25.95 

Shorts! SAME AS ILLUSTRATION '^D" 
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OCCUPATIONAL CATEGORY: APPAREL AND ACCESSORIES 
INSTRUCTIONAL AREA: DISPLAY 



Whenever merchandise is advertised, the buyer should see to it that there 
i8 a (an) of the merchandise in the store. 

A. Supply D- Copy 

B. Picture E. None of these 

C. Display 

An arrangement of merchandise at or near the point of sale to attract 
customers to buy is known as a 

A. Promotion D. Point of purchase advertisement 

B. Display E. All of these 

C. Advertisement 

Point of purchase displays are designed to attract customers to buy on - 

A. Contract D. Contact 

B. Impulse E. None of these 

C . Time 

Products that are bought by people to satisfy their needs and wants are 
called products. 

A. Utilities D. Market 

B. Consumer E. All of these 

C. Industrial 

Materials used to produce other goods or services are called goods. 

A. Personal D. Industrial 

B. Market E. None of these 

C. Consumer 

Showing merchandise so effectively that customers want to buy it is the 
primary function of 

A. Advertisements D. Sales 

B. Institutional displaysE. None of these 

C. Displays 

Window displays that are designed to sell merchandise are called displays. 

A. Promotional D. Seasonal 

B. Institutional E. All of these 

C. One item 

Displays that are created to build customer good will are known as 
^displays. 

A. Promotional D. Seasonal 

B. One item E. None of these 

C. Institutional 
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DISPLAY 

9. One article is displayed in a window display to indicate 

A. Seasonal appeal D. Promotional appeal 

B. Control shrinkage E. None of these 

C. Institutional support 

10. A window that shows all the appliances made by one manufacturer is a 
display. 

A. Line of goods D. Sale 

B. Related merchandise £. None of these 

C. One item 

11. Cutouts, stands and racks are typical items used to make up ^display. 

A. Impulse D. Open 

B. Assortment E. All of these 

C. Point of purchase 

12. When items of varying sizes are used in a display, m ust be considered. 

A. Size D. Shape 

B. Proportion E. All of these 

C. Color 

13. If the left half of a display is identical with the right half, the 
display has 

A. Proportion D. Harmony 

B. Dominance E. All of these 

C. Formal balance 

14. The combination of similar shapes, lines or colors into an arrangement 
that is pleasing to the eye is called ? 

A. Rhythm D. Contrast 

B. Harmony E. None of these 

C . Balance 

15. Which of the following is not an example of spatial arrangements? 

A. Pyramid 

B. Stairstep D. Circle 

C. Zig zag E. None of these 

16. Fixtures used to support or hold merchandise in a display are called 

A. Cubes D. Tables 

B. Props E. All of these 

C. Pedestals 

17. Fixtures specially designed to display hats are called ? 



A. Mannequins D. Millinery heads 

B. Stapling E. None of these 

C. Ribbons 
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DISPLAY 

18. In making signs, the essential supplies are paints and 

A. Inks D. Markers 

B. Letters E. All of these 

C. Signboard 

19. Each company participating in a trade show has a (an) where it 

welcomes visitors. 

A. Exhibit D. Contest 

B. Sweepstakes S. None of these 

C. Product sample 

20. In order that salesman may be able to answer any questions about the 
products, they should be supplied with 

A. Warranty information D. Sales manual 

B. Product information E. All of these 

C. Store policy on products 

21. A display within a store that is raised on a platform is a(an) display 

A. Open D. Shadow box 

B. Closed E. None of these 

C. Built up 

22. A secondary color is 

A. Red D. Green 

B. yellow E* None of these 

C . Blue 

23. Cool colors are the following with one exception. Which one? 

A. Blue D. Purple 

B. Green E. None of these 

C. Yellow 

24. Warm colors are used to create excitement. The following Is a warm color. 

A. Red D. Red-orange 

B. Yellow E. All of these 

C. Orange 

25. Which one is not a type of display? 

A. Shadow boxes D. Built up 

B. Hanging E. All are axsplay types 

C. Wall 

26. City and state agencies may educate and inform the ptitlic in 

A. Trade shows D. Industrial displays 

B. Promotional displays E. None of these 

C. Home shows 
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27. The feeling of completeness or oneness in a display is called 

A. Peace D. Unity 

B. Gradation E. None of these 

C . Harmony 

28. The focal point is the 

A. Center of display D. Emphasis 

B. Object being sold E. All of these 

C. Center of interest 

29. Which of the following is not important in fixed elements of planning 
displays? 

A. Budget D. Materials 

B. Space E. All are important fixed elements 

C. Seasons 

30. What is the title of a style that is popular for a short time? 

A. Craze D. Impulse 

B. Fad E. None of these 

C. Style 

31. The sign telling prices or special prices and information about a product 
in a display is called 

A. Portfolio D. Showcard 

B. Price ticket E. None of these 

C. Dennison Tag 

32. Which of the following is a hue? 

A. Pink D. White 

B. Red E. All of these 

C . Brown 

33. Which of the following is an element of proportion? 

A. Pyraniid D. Diagonal 

B. Step E. All of these 

C. Zl% zag 

34. A tone on tone cclor BchBinB Is 

A. One hue, varying 5ti intensity 

B. One hue, varying in value 

C. Two huej, next to cteich other, the same in intensity and value 

D. Three hues niixt each other 

E. None of these 

35. A complementary color scheme is: 

A. One hue, varying in intensity 

B. One hue, varying in value 

C. Two hues, next to each other, the same in intensity and value 

D. Three hues next to each -.other ^j/r 

E. None of these i't4-' 
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36. A monochromatic color scheme Is: 



A. One hue, varying In Intensity 

B. One hue, varying In value 

C. Two hues, next to each other, 

D. Three hues next to each other 

E. None of these 



the same In Intensity and value 
on the wheel 



37. The Intensity of the hue refers to: 

A. How much white has been added to the hue 

B. How light or dark It Is 

C. Where It Is on the color wheel 

D. How bright or dull It Is 

E. None of these 



38. The step concept refers to the: 

A. Balance of a display D. Setting up schedule for It 

B. Proportion of a display E. A and B 

C. Lighting effect 

39. Which of the following Is an element of rhythm? 

A. Repetition of shape D. Both A and C 

B. Texture E. All of these 

C. Radiation 

40. Coiitlnuous line movement refers to 



A. The rhythm of a display D. 

The point of eye contact E. 
C . Hamnony 



Texture 

None of these 



41. Red, yellow, and green are: 



A. Primary colors 

B. Achromatic colors 

C. Chromatic colors 



D. Complentary colors 

E. None of these 



42. Orange, violet, and green are: 

A. Primary colors 

B. Achromatic colors 

C. Chromatic colors 



D. Secondary colors 

E. Both C & D 



43. Black, white, and gray are: 

A. Primary colors 

B. Achromatic colors 

C. Chromatic colors 



D. Secondary colors 

E. None of these 



Line, shape, and size refer to : 




A. Props D. Balance 

B. Lighting E. All of these 

C . Harmony 
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DISPLAY 



45. Perfect symmetry may occur in: 



A. Formal balance 

B. Informal balance 

C. Step arrangement 



D. All of these 

E. None of these 



46. The elements of display include: 



A. Balance 

B. Merchandise 

C. Lighting 



D. Both B & C 

E. All of these 



47. A good display does which of the following? 



A. Builds prestige 

B. Publicizes the business 

C. Publicizes the product 



D. Educates the public 

E. All of these 



48. Which of the following is a phase of lighting? 



A. Primary 

B. Secondary 

C. Atmosphere 

49. Emphasis refers to: 



D. All of these 

E. None of these 



A. Bright colors only 

B. Initial eye contact 

C. Vitality 



D. An aspect of harmony 

E. None of these 



50. Harmony deals with: 



A. Space relations 

B. Agreement of parts 

C. Weights 



D. Boundaries 

E. All of these 



51. Vertical lines are: 



A. 
B. 
C. 



Strong 

Feminine 

Unstable 



D. Irritating 

E. All of these 



52. An effective display must have which of the following qualities? 



A. Balanced and straight 

B. Effective and attractive 

C. Bright and bold 

53. Real purpose of a display is to: 

A. Show 

B. Sell 

C. Advertise 



D. ^ubdued and calm 

E. ™one of these 



D. Communicate 

E. None of these 
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DISPLAY 

54. Which of the following questions should be used to evaluate a display? 

A, Does the display attract attention 

B, Does the display create desire 

C, Does the display convince 
C. Does the display sell 

E. All of these 

55. For a display man to know what appeal to use he must know: 

A. The when D. The what 

B. The hew E. All of these 

C. The why 

56. Which of these Is not a design classification for a display window? 

A. Comer D. Lobby 

B. Island E. Stair 3tep 

C. Ramped 

57. Which of these Is not a type of Interior displays? 

A. Ramped D. Ledge 

B. Close E. Built up 

C. Open 

58. What of the following cannot be used as a basis for a display? 

A. Price D. Fabric 

B. Color E. None of these 

C. Style 

59. Why are arrangements of merchandise varied In displays? 

A. Added grace D. None of these 

B. Change of pace E. All of these 

C. Best showing of merchandise 

60. Which Is not a type of merchandise arrangement? 

A. Pyramid D. Square 

B. Step E. Radiation 

C. Zlg zag 

61. What type of merchandise Is best suited for a pyramid arrangement? 

A. Scarves D. Yard goods 

B. Cologne bottles E. None of these 

C. Shirts 

62. What type of balance does the pyramid arrangement have? 

A. Isometrlcal D. Plain 

B. Symmetrical E. Unbalanced 

C. Straight 



DISPLAY 

63. Which arrangement is most artistic? 





A. 


Square 


D. Pyramid 








E. None of these 




c. 


Looped 




64. 


How many 


types of balance 


are there? 




A. 


Four 


D. Five 




n 

O m 


Two 


E • «One 




c. 


Three 




65. 


Which of 


the following is 


a dimension of balance? 




A. 


Height 


D. None of these 




B. 


Width 


F A1 1 of fhpflp 




C. 


Depth 




66. 


What size dresses should 


you use in a display? 




A. 


5^6 


D. 14 1/2 




B. 


7-8 


E. 11-12 




C. 


9-10 




67. 


Which feature is used as 


theme in a ready to wear display? 




A. 


Type 


D. Color 




B. 


Style 


E. All of these 




C. 


Material 





68. Which one would not be involved In displaying a ladies dress? 

A. Pressed D. Remove tags 

B. Loose threads removed E. Hide tags 

C. Button 

69. Which size is best to use when displaying men's suits? 

A. 28 D. 36 

B. 38 E. 40 

C. 30 

70. Through which stage should a good display carry the one looker? 

A. Computation D. Attention 

B. Satisfaction E. None of these 

C. Application 

71. Vertical lines are considered 

A. dramatic D. None of these 

B. Gentle E. All of these 

C. Soft 

72. Curving lines are considered? 

A. Arresting D . Abrupt 

B. Vigorous ^ E. All of these .9- 



CDir" vigorous 2'.. 

bM^ C. Soft 
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73. Horizontal lines are considered? 

A. Flat D. Abrupt 

B. Arresting E. None of these 

C. Gentle 

74. Informal balance is? 

A. Top heavy D. More weight on one side 

B. Has the same on each side E. None of these 

C. Deals with color 

75. When a complaint from a competitor has been received the Federal Trade Commission 
can? 

A. Require the offender to send a written promise to discontinue a 

disputed practice 

B. Send negotiators to recommend punitive action and obtain a 

signed agreement 

C. Accept a short cut settlement called a consent order 

D. Issue a cease and desist order to the offender stating what practices 

are to be discontinued 

E. All of these are possible choices 

76. Shopping and specialty goods, those items customers prefer to spend time on 
while making price and quality comparisons, are best located? 

A» Near the store entrance D. Cn an upper floor of the store 

B. At the end of the aisle E. None of these 

C. At the front of the department 

77. Closed displays are used mainly for? 

A. Fragile items D. Exclusive and rare items 

B. Expensive items E. All of these 

C. Items that can be easily shoplifted 

78. In selection of merchandise for window displays, the major factors to consider 
are? 

A. Sales appeal D. All of these 

B. Eye appeal E. None of these 

C. Time appeal 

TRUE-FALSE 

79. Merchandise label information should be turned into customer benefits for 
selling. 

80. A small store is likely to spend a greater proportion of its promotional 
budget on a public relations material than a large store is. 

81. Color is the presence or absence of light as it is reflected or not reflected 
from the surface of an object. 

82. Colors are wave lengths of light. 

83. Intensity refers to the range of grays from white through black, 
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DISPLAY- TRUE-FALSE 

84. Tints are those hues closest to white. 

85. Proportion is the equality of two things in weight, force and quantity. 

86. A diagonal line expresses strength and stability. 

87. Texture is the aspect of rhythm that relates to the individuals sense of 
touch. 

88. Props, such as ribbon, lend easy eye movement in a display. 

89. Radiation can be described as having a sunburst effect. 

90. There are three types of balance. 

91. A window display that emphasizes the spirit and meaning of Christmas, 
rather than attempting to make sales, it si good example of an institutional 
window. 

92. A display of merchandise placed so that the customer can see and examine 
it is a closed display. 

93. Yellow is the most effective color to use when displaying large quantities. 

94. Red is a good color to use to direct attention tc an important feature 
of display. 

95. The cube is particularly effective in high lighting merchandise dramatically. 

96. Dull textures in clothing decrease apparent size and conceal bulk because 
they absorb rather than reflect light. 

97. Clinging fabrics, V-necklines, vertical lines, dainty prints and sleeveless 
garments should be shown for tall, thin, figures. 

98. Advertising does not keep the consumers up-to-date and enables consumers 
to obtain a higher standard of living. 

99. Line is an element of display. 

100. Size of merchandise is not a big consideration in making a display. 



PARTICIPANT'S I.D.# 
JUDGE'S INITIALS 



OCCUPATIONAL CATEGORY: APPAREL 6 ACCESSORIES 
INSTRUCTIONAL AREA: HUMAN RELATIONS 



JUDGE'S EVALUATION SHEET 

RATING SCHEDULE POINT SPAN 

Poor 0 1 2 

Fair 3 4 5 

Good 6 7 8 

Excellent 9 10 

(CIRCLE POINTS) 

1. Did student properly identify all aallsnt characteristics of case study? 

012 345 678 9 10 

2. Was student able to identify true problem? 

012 345 678 9 10 

3. Did the student present. In the Judge's opinion, £ ,:tisfactory altemativesj? 

012 345 678 9 10 

4. Was the proper rationale given for the student's final decision among 
those alternatives? 

012 345 678 9 10 

MIDGE'S COWIENTS (any additional comments) 
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UUCUt'iiTlUNHL. L:ATt><jOKX : APFAKKti AND ACCESSORIES 



INSTRUCTIONAL AREA: HUMAN RELATIONS 

A large chain organization for whom Mr. Wright works has a policy of 
promoting employees to tlie management level when employees have had good 
sales records and profit showings. Those employees whose records are 
average are generally not proroted or assigned to smaller stores. Mr. Wright 
has been with the firm five years and has had consistently Improved sales 
records annually until this year. In his particular department there are 
many household Items. CIx months ago large sections of homes near the store 
were torn down to make room for a new super highway, and the customers 
living In those homes have beon forced to utowe to other neighborhoods. 
Accompanying his annual rep.'xt, he Included a statement about the changed 
character of the communl-^y. Not more than ten days after the report was 
submitted Mr. Wright was advlsad by a rol league that he and another employee 
./III be transferred to a smaller s-^ors within two weeks. His chances for 
a promotion will be greatly reduced If he goes to a smaller store. As this 
m•t^er Is of vital Importance to Mr. Wright, he goes to the Vice President 
and Interrupts an Imoortant mesMng. He dernnds ro knov. why he Is being 
trasf erred when his sales record has bei i so good. He explains why this 
past year sales were dcvn - through no fault of his own and management 
would realizethls If they hjd only looked a. ..Is report. The Vice President 
becomes very upset and trance Is the meeting If you were working at this 
btore rather than Mr. Wright what action would you ta^e? 



OCCUPATIONAL CATEGORY: APPAREL AND ACCESSORIES 



INSTRUCTIONAL AREA: HUMAN RELATIONS 

Sandy Long has recently been appointed to the position of Buyer for 
an entire department. She has sixteen employees working for her, plus 
three cooperative education students, each working approximately eighteen 
to twenty hours per week. On most occasions her department leads a I I 
others In gross sales. She Is very proud of her department and all of 
the employees under her supervision. After three weeks on the Job her 
assistant buyer resigns. She needs a replacement as soon as possible. 
After contacting the personnel office and conducting ten Interviews, she 
decides to hire Ann Reed. Ann was new to the area, but she had outstand- 
ing references. Her eight years experience as an Assistant Buyer In 
another city was also a valuable asset. As early as Ann's first week of 
work, Sandy knew she had made a good decision. The department looked better 
not only In terms of displays and neatness, but also sales were Increasing. 
After two weeks, sales had equalled the entire previous months record. 
About six weeks later, Sandy was looking at some sales reports when she 
noticed a very apprehensive customer approach. One of the sales staff 
was there Immediately to help. She heard the customer complain that the 
digital clock she purchased last week had broken down for the second time. 
She also said the salesperson who sold her the clock (also the one waiting 
on her) had mentioned a one year guarantee, however when she got home and 
opened the box there was no guarantee. She had called the store three 
times trying to get the matter fixed, but was given three or four people 
to discuss the matter with, but none of them had any knowledge about the 
clock or the guarantee. At that moment the Assistant Buyer rushed up to 
the salesperson and criticized her for selling a product under false 
assumptions. She also apologized for the salesperson to the customer and 
then took over the transaction, putting the salesperson In the background. 
At this point the customer was heard to say, "Well, It's about time I 
received some satisfaction from this store. I've stopped here two years 
and out of all the Items I've returned, this transaction has been the 
least painful." As the department buyer, what should you do? 
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OCCUPATIONAL CATEGORY: APPAREL & ACCESSORIES 
INSTRUCTIONAL AREA: MATH 



Student Instruction Sheet: 



Procedures: The student is to take the test in the 
allowed time. They are to provide their ovm pencils. 



Materials Needed: Scatch paper should be provide 
for the students to use during the test time. 



Additional Comments: The student can not use calculator 
during the test. 



^ # 
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OCCUPATIONAL CATEGORY: APPAREL AND ACCESSORIES 



INSTRUCTIONAL AREA: MATH 



1. Mrs. Thomas has decided to purchase several Items. The Items Include: 
2 shirts - $17.00 and $18.00; 1 scarf - $3.00; 1 belt - $5.00; 2 rings 
- $4.50 and $3.00; and 1 necklace - $5.00. The total price of this 
merchandise that Mrs. Thomas will pay (include a 3% sal^B tax) was: 

(a) $55.50 (b) $57. IT (c) $50.00 (d) $35.64 

(e) None of above 

2. Mrs. Williams has decided to put some items on layaway. The items includes 
1 dress - $35.00; 1 scarf - $5.00; and 1 pin - $6.00. Add $1.00 layaway 
fee and 3% sale tax. Figure a 20% Deposit upon which Mrs. Williams was 
required to pay. The deposit was: 

(a) $10.00 (b) $9.20 (c) $9.68 (d) $9.40 

(e) None of above 

3. Kathy Bates has received her employee discount privilege after six weeks 

of work. She viewed several items which she wished to purchase. The store 
policy states that the discount rate is less 25% plus 3% sales t^x rate. 
Kathy's selection included: 1 dress - $32.00; 1 blouse - $17.00; and 
1 skirt - $16.00. The regular sale price less the discount difference and plus 
3X sale tax was: 

(a) $48.75 (b) $50.00 (c) $50.21 (d) $55.21 

(e) None of above 

4. Kathy Bates has also decided to purchase several items and place then 

on her charge account. She realizes that only a 10% discount is allowed. 
The items include: 1 belt - $5.00; 5 pairs of hose - .99c/pair; and 
1 purse - $15.00. The regular sale price less the discount difference and plus 
3% sale tax was: 

(a) $23.81 (b) $23.13 (c) $22.45 (d) $20.00 

(e) None of above 

5* Mary Tell purchased 1 blouse - $16.00; 1 skirt - $18.00; and 1 scarf - 
$5.00. Mary paid the cashier with a (1) $50.00 and 7c change. Her 
correct change was: (Include 3% sales tax). 

(a) $10.00 (b) $9.80 (c) $9.90 (d) $5.09 

(e) None of above 

6. A buyer purchases some dresses at $22.50 each. The retal,l price is after 
he marks the dresses up to obtain a markup of 43% based on cost: 

(a) $32.18 (b) $39.47 (c) $35.00 (d) $31.18 

(e) None of above 

7. A buyer purchased 500 jackets costing $12. each to sell at $22.50 each. 
The initial markup percentage for these jackets was based on retail: 
(a) 40% (b) 45% (c) 47% (d) 25% 

(e) None of above 



EKLC 



58 



-15- 



8. A buyer of women's furnishings paid $ 18.60 per dozen for some wool 
scarfs. The markup was 48% based on cost. The selling price per 
scarf was: 

(a) $3.00 (b) $2.9H (c) $1.55 (d) $2.29 

(e) None of above 

9. A buyer has made a purchase of ladies umbrellas to be sold at a 
$5.00 price line. His department aims for a 30 percent markup on 
the retail price. Cost price of umbrellas was $3.25. The retail 
price was: 

(a) $10.00 (b) $15.00 (c) $5.00 (d) $5.50 
(e) None of above 

10. A buyer buys handbags at $45.00 per dozen and sells them at $6.00 
each. The markup percentage is based on retail: 

(a) 43% (b) 40% (c) 25% (d) 42% 

(e) None of above 

11. The actual stock on April 1 is $37,000 with "on order" in April 
amounting to $18,000. Sales are planned at $75,000 and on April 30th 
the stock is planned at $35,000. The open-to-buy for April is: 

(a) $75,000 (b) 55,000 (c) $91,000 (d) $50,000 
(e) None of above 

12. Sales of $12,800 are planned for July. The d^jpartment stock on July 1 
is $37,000. The stock at the end of July le planned at $40,000. 
There is an *'on order" of $24,000. The open-to-buy for July is: 

(a) $500. (b) $100 (c) $10,000 (d) $800 

(e) None of above 

13. The open-to-buy for a department with planned purchase of $56,000 and 
an "on order" of $19,000 is: 

(a) $25,000 (b) $75,000 (c) $37,000 (d) $36,000 

(e) None of above 

14. The Boys* Wear Department on Feb. 1 had a retail stock of $150,000. 
The sales planned for this month were $30,000. The stock sales 
ratio for the month of February is: 

(a) 5 (b) 6 (c) 8 (d) 4 (e) None of these 

15. For the year, the shoe departmt»nt has net sale., of $2,500»000. The 
average stock carried during this period was $1,000,000. Itie annual 
rate of stock turn was: 

(a) 3 (b) 2.5 (c) 2 (d) 5 (e) none of these 

16. The glove department's stock at the beginning of March was $67,5000. 
Sales for the month were $15,900. The stock-sales ratio for March 
was : 

(a)' 4 (b) 3 (c) 4.2 (d) 4.26 

(e) None of above 
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' 17. In the lingerie department, it was decided for the month of February 
that a stock-sales ratio of 2.5 would be correct. If the sales for 
February was planned at $12,000, the amount of stock to be carried on 
February 1st was: 

(a) $35,000 (b) $30,000 (c) $29,000 (d) $60,000 

(e) None of above 

18. The sales for October were $8,000; the stock October 1 at retail value 
was $24,000; the stock October 31 was $28,000. The stock turn for the 
month was: 

(iO 3 (b) . J (i ) '2 (d) .4 

(e) None ol' above 

19. A hosiery department planned sales of $2,000,000 and wanted to achieve a 
stock turn of 4. The average stock carried for the period was? 

(a) $500,000 (b) $8,000,000 (c) $600,000 (d) $200,000 

(e) None of above 

20. The planned net sales for a month are $9,630. The inventory at the 
beginning of the month was $8,216. The planned turnover for the year is 
12. The stock needed to be on hand at the end of the month to yield the 
desired turnover is : 

(a) $11,050 (b) $9,630 (c) $12,000 (d) $11,044 

(e) None of above 

21. The sales in the children's department for the year amounted to $416,000. 
The stock at the beginning of the year was $120,000 aL retail, and the 
end of the year, the retail stock figure was $140,000. The stock turnover 
for this period was: 

(a) 3 (b) 3.5 (c) 4 (d) 3.2 

(e) None of above 

22. The planned net sales for a four-month period are $81,600. The inventory at 
the beginning of the four-month p'*riod $30,180. The planned turnover for 
the year is 6. The amount of stock on hand at the end of four-month period 
to yield the desired turnover lis: 

(a) $51,420 (b) $50,420 (c) $50,000 (d) $60,000 

(e) None of above 

23. The Clothes Shop has the following information: 



Beginning Inventory 


$150,000. 


Sales 


135,000. 


Purchases 


75,000. 


Customer Returns 


1,500. 


Markups 


1,200. 


Purchases Returns 


10,500. 


Markdowns 


7,500. 


Discounts 


135. 


Ending Inventory 


71,475. 
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The amount of inventory shortage was: 

(a) $3,000 (b) $3,080 (c) $3,090 (d) $2,000 

(e) None of above 



^4. The net sales of Dept. 23 for the period under consideration are 

$100,000. The physical count revealed a $5,000 shortage. The shortage 
percentage for this period is: 

(a) 5X (b) 4X (c) 6% (d) 2% 

(e) None of above 

25. The seasonal plan for a department showed planned sales of $250,000 
with a planned shortage of 2.5%. The planned dollar shortage is: 
(a) $6,250 (b) $6,350 (c) $7,250 (d) $6,000 
(e) None of above 

26. A department showed the following figures for a six-month period: 

Net Sales $125,000 

Retail Purchases 105,000 

Open Inventory (Feb. 1) 175.000 

Markdowns 7,500 

Employee Discounts 3.000 

Physical Inventory 140.000 
The shortage in dollats and shortage in percent were: 
(a) $4,200 and 3% (b) $4,000 and 3.2% (c) $4,000 and 3.5% 

(d) $4,200 and 3.2% (e) None of above 

27. The net sales in a department last year were $365,000. Book Inventory 
at year end was $67,500. and the physical inventory was $66,000. The 
shortage percentage was: 

(a) .4% (b) 4% (c) .3% (d) .2% 

(e) None of above 

28. If the book inventory at the close of the year is $1,500 at retail, and 
the physical inventory totals only $1,250. If the net sales are $15,000. 
the perentage os shortage is: 

(a) 2% (b) 1.55% (c) 1.5% (d) .15% 

(e) None of above 

29. The merchandise plan for Fall shows planned sales of $35,000. and a 
planned dollar shortages of .7%. The planned dollar shortages for Fall 
was: 

(a) $215 (b) $245 (c) $225 (d) $24.50 

(e) None of above 

30. A new shop owner was reviewing figures with hJs accountant. Net sales 
for the first three months of business wns $87,000 rinci tho book Inventory 
was $72,000. It was noted that the i)hyslr.al Inventory was 2SiZ lower, 
than book inventory. The shortage percentage was: 

(a) 2.1% (b) 2.2% (c) 2% (d) 2.3% 

(e) None of above 

31. llie shortage in the hosiery department was $3,500. This is 5% of the 
department's net sales. The sales volume of the department was: 

(a) $322,500 (b) $336,000 (c) $350,000 (d) $300,000 

(e) None of above 
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32. Esquire shop received 6 1/2 doz. briefcases at $26.50 each on May 20. 
Terms were 2/10 and n/30. He paid hiB bill on May 29. How much did he pay? 
(a) $2,108.34 (b) $2,067.00 (c) $2,025.66 (d) $172.25 
(e) None of the above 

33. A shirt cost $12.50. The store wants an initial mark-up of 60%. What is 
the retail price? 

(a) $13.25 (b) $19.00 (c) $20.83 (d) $20.00 

(e) None of the above 

34. A radio cost $12.00 and sold at retail for $18.00. What is percent of 
markup on cost? 

(a) 33.3% (b) 50% (c) 27% (d) 60% (c) None of these 

35. What is the percent of markup on retail tor problem J4.? 
(a) 33.3% (b) 50% (c) 27% (d) 60% (e) None of these 

36. A salesman makes 3% on the first $2000 he sells and 6% on everything over 
that. In May he sold $6500 in goods. What is his commission? 
(a) $330.00 (b) $270.00 (c) $520.00 (d) $390.00 
(e) None of the above 

37. John receives a salary of $80.00 a week plus a 2% commission on sales. 
Last week he sold $2,250 in goods. What were his total wages? 
(a) $45.00 (b) $530.00 (c) $125.00 (d) $450.00 
(e) None of the above 

38. Edlins receive a shipment of goods. Their invoice had the following 
items: 12 shirts A $3.50; 24 socks @ .25c; 6 shorts @ .95c; and 12 
ties @ $2.10. What is his total bill? 

(a) $78.90 (b) $75.50 (c) $67.50 (d) $68.90 
(e) None of the above 

39. A salesman receives 6% commission on $60.00 sweepers; 10% commission on 
$80.00 sweepers; and 20% on $100.00 sweepers. During the last week he 
sold four - $60 sweepers, three - $80. sweepers and six $100 sweepers. 
What were his total earnings? 

(a) $316.00 (b) $158.40 (c) $257.00 (d) $195.40 
(e) None of the Above 

40. At the beginning of the second quarter, a clothing store had an inventory 
of $26,450 at retail. Purchases for the period amounted to $19,370. 
Sales for the period were $20,740, markdowns were $980 and employee 
discounts were $270.00 What was the inventory at the end of the month 
at retail? 

(a) $25,080 (b) $23,830 (c) $26,330 (d) $24,520 
(e) None of the above 

41. D&le's Clothing wants to stock a line of shirts at $15.00 per shirt. 
The-: must have an initial markup of 35% Wliat can he pay for each shirt? 
(a)' $10.10 (b) $9.09 (c) $11.11 (d) $12.00 
(e) None of the above 

42. If the owner's capital in a clothing store is $20,000, the amount he or 
she would need for fixed assets would be about $2,280.00 That represents 
what percent of initial capital? 

(a) 9.4% (b) 11.4% (c) 14.5% (d) 12.4% (e) None of these 
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43. The relationshop between an owner's working capital and inventory should 
not exceed 80%. Thus for $18,200 working capital, inventory maximum is: 
(a) $14,550 (b) $15,550 (c) $14,560 (d) $15,460 

(e) None of the above 

44. If your clothing store anticipates a $5,000 net profit, and a return on 
Investment of 8.13% is desired, an initial investment amount would be: 
(a) $51,800 (b) $70,110 (c) $71,500 (d) $61,500 

(e) $62,500 

45. Orje of your employees is to receive time and a half for overtime. She 
works a 52 hour week and her regular salary is $4.90 per hour. She also 
receives a 2 1/4% commission on all sales over $2,500. Her sales during 
her 52 hour work week amounted to $3,800. What was h\\c paid? 

(a) $313.45 (b) $213.45 (c) $310.55 (d) $312.55 

(e) None of the above 

46. The cost of goods sold is $65.00 A 45% markup reflects what price? 
(a) $118.81 (b) $118.75 (c) $117.18 (d) $217.18 

(e) $118.18 

47. With the following extensions what would be your total cut taken by markdovms? 
14 @ $19.00 to $17.99 10 @ $17.00 to $15.99 7 @ $24.00 to $22.99 

4 @ $26.99 to $22.99 

(a) $31.31 (b) $47.31 (c) $47.47 (d) $31.47 (e) None of these 

48. Find the total of the following sale including 5% sales tax, 

2 Radial tires @ $39.99; balancing of tires - $14.00; Oil change $12.50; 
4 qts. oil @ .68; windshield wiper blade @ $3.57; wash @ $5.00 
(a) $123.66 (b) $117.77 (c) $122.48 (d) $79.53 

(e) None of the above 

49. If you have a charge sale that has to be financed your annual percentage 
rate must be figured. If the amount financed equals $254.00 and the 
finance charge is $29.82 (figured on 12 months) what would the annual 
percentage rate equal. 

(a) 8.52% (b) 11.74% (c) 7.57% (d) 12% 
(e) None of the above 

50. Salespersons are paid a weekly commission based on total sales. The 
conmission rates are as follows: 3% on the first $1,000 of sales, 

5% on the next $1,000, 7 1/2% on the next $1,000, and 10% on all sales 
over $3,000. Find the total earnings for Mr. Cramer. His total sales 
for the week were $5,065.42 

(a) $506.54 (b) $390.30 (c) $425.00 (d) $361.54 
(e) None of the above 

51. Determine the selling price of 3 1/8 yards of upholstery cloth that sells 
at $11.62 a yard. 

(a) $31.25 (b) $34.86 (c) $36.31 (d) $38.42 

(e) None of the above 
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«91* The open-to-buy formula Is Open-to-buy * planned ending stock + planned 
•ales for the period - stock on hand at beginning of the period - 
aerchandlse on order. 

92. Capital turnover measures the number of times during a period that the 
Investment In merchandise Is returned In sales. 

93» If the stock turnover Is based on a two-month period, the turnover Is 
multiplied by 4 to determine the annual rate. 

94. If the desired annual stock turnove rate Is 12, the planned net sales for 
January are $10,000, and the opening Inventory Is $5,000, the amount of 
stock on hand at the end of the month Is $15,000. 

95. If a customer buys more than one Item, the sale clerk must multiply the 
quantity sold by the price per item to determine the total amount for 
such a sale. 

96. The sales check or ticket provides a written record to support each sale. 

97. In delivering a package to customer, the cost of sending a package by 
parcel post depends on the weight of the package and the distance it is 
being sent. 

98. In a COO sale, a customer pays cash when the merchandise is delivered. 

99. Custoners do not appreciate a cash register because it does not permit 
them to check the transaction at some later time. 

100. When you round $34,275 to the nearest cent, you get #34.27. 
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,74. The customer change should consist of the fewest possible coins and bills. 

75. In the most cash drawers, bills are placed to the frontof the cash drawer 
and the coinfi at the rear. 

76. A bill received from a customer should be put in the cash drawer before 
making change. 

77. The first step in accurate money handling is to arrange the money properly 
in the cash drawer. 

78. The difference between the amount of the sale and the amount received is 
called the change due. 

79. The selling price of an item should exceed its cost by an amount sufficient 
to cover operating expenses and still leave the desired profit. 

80. The mark-down occurs whenever merchandise is reduced, either from its original 
price or from a previously recorded price. 

81. The formula for figuring markdowns is $Markdown « Previous selling + 
New lower price. 

82. Stock shortage or inventory shortage is defined as the difference between 
the book inventory and the physical inventory. 

83. Stock turnover refers to the rate or number of times during any given 
period, that the dollar investment in inventory has been turned into 
sales. 

84. Open-to-buy is an arithmetic calculation, made at frequent intervals, 

of the amount of merchandise that can be received furing a period without 
exceeding the planned closing stock for the period. 

85» In computing stock turnover on a cost basis, the formula is Rate of 
Stockturn ■ $Cost of Goods Sold 

$Average Inventory(at cost) 

86. Markdown percentage is defined as the dollar value of net retail markdowns 
taken during a given period, divided by the dollar value of net sales 

for that period. 

87. Making change requires concentration, accuracy, and practice. 

88. The salesperson should realize that the recording of information in the 
cash register input must not need to be accurate. 

89. The 3% sales tax on dollar is 4c. 

90. The 3% sales tax on three dollar is 9c. 
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60. From the following figures, the book inventory for the period under 
consideration is: 

Opening Inventory $25,000. 

Net Sales 30,000. 

Customer Returns 1,000. 

Markdown Differences 4,000. 

Purchases 40,000. 

(a) $33,000 (b) $32,000 (c) $35,000 (d) $32,500 

(e) None of above 



Mark True or False 



61. The markup Is the amount of monoy which l\w merchant subatract from the 
cost of goods to arrive at the retail price from the article. 

62. The cost of goods includes the actual amount the merchant pays for the 
merchandise plus the transportation costs involved in moving the merchandise 
from the vendor to the store. 

63. The markup percentage is based on the retail price, not the cost price , of 
the article. 

64. Cost price divided by cost percuiitage equals retail prire. 

65. The retail price of an article that cost $57 and is to have a markup 
based on the retail price of 40 perce^nt is $79.80. 



66. Store X grants its employees a 20% discount on all merchandise purchased. 
If a salesperson buys a dress which retails $16.95, the amount she pays • 
is $13.56 (excluded the sales tax). 

67. Open^to-buy is the amount that the buyer needs to purchase in a given 
month to meet the planned sales and stock figures. 

68. Turnover is calculated by nultiplying the net sales in an item for a period 
of time by the average inventory in that item for the same period. 

69. The average inventory for the period is found by taking the sum of the 
beginning, ending, and intermediate inventories and dividing by the number 

of inventories taken. 

70. Turnover indicates how many times during the period that the merchant has 
sold that particular item. 

71. The cost is substracted from the retail price to determine the amount of 
initial markup. 

72. The markdown percentage is generally added to the retail price to find the 
cost of merchandise. 



73. Since a customer seldom hands a salesperson the exact amount of money for 
a purchase, it is important for the salesperson to be able to make change* 
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52. Store employees are given a 25% discount on merchandise not on sale. 
Jan bought a shirt at $12.95 and two pairs of shorts al $6.00. What 
must she pay including 4% tax? 

(a) $27.71 (b) $28.82 (c) $27.70 (d) $28.80 

(fc) None of the above 

53. Dale's sporting good store bought a gross of socks at , 36c each. What 
is the total cost? 

(a) $36.00 (b) $43.20 (c) $12.96 (d) $51.80 
(e) None of the above 

54. Dale's cash register had $187.50 cash in the drawer. $15.00 in paid- 
outs, and $2.50 void receipts. The total cash sales were $205.00. Was 
the drawer 

(a) $2.50 short (b) $2.50 long (c) even (d)$17.50 long 
(e) None of the above 

55. Sheila bought a sweater @ $34.00, 1 pair of slacks @ $15.95, and 

2 pair of socks @ $2.50. The state tax is 4%. What was her total bill? 

(a) $57.15 (b) $54.95 (c) $57.14 (d) $56.95 
(e) None of the above 

56. The total amount charged to the customer who bought 3 blouses at $9.98 
each, with a sales tax of 3% was: 

(a) $29.94 (b) $30.84 (c) $29.84 (d) $30.00 

(e) None of above 

57. During a sale, a store advertised a 25% reduction on any purchase. The 
amount that the customer pay for the raincoat that was marked $59.95 
was: 

(a) $44.69 (b) $14.99 (c) $44.96 (d) $45.00 

(e) None of above 

58. The gross sales were $876,500. The customer returns and allowances 
were 10%. The net sales were: 

(a) $788,850 (b) $87,650 (c) $789,850 (d) $778,850 

(e) None of above 

59. The cosmetics buyer placed the following order: 

3 doz eye liners, costing $24 per doz 

18 perfume sets, costing $5 each 
Shipping costs were $4, and the cash discount allowed was 3%. The 
total cost of the merchandise ordered was: 

(a) $160.02 (b) $156.00 (c) $162.00 (d) $161.02 

(e) None of above 
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OCCUPATIONAL CATEGORY: APPAREL AND ACCESSORIES 



INSTRUCTIONAL AREA: MERCHANDISING 

1. A pre-selected group of buyers Is a 

A. consumer panel 

B. consumer 

C. target market 

D. market 

£. a 1 1 of the above 

2. The ul.;?nate consumer Is the 

A. one who buys the product 

B» one who uses the product 

C. retail store 

D. retail buyer 

E. none of the above 



3. A cash discount stated as 2/10, net 30 Inciades which of the 
following provisions? 

A. a discount of 2 percent If bill Is paid written 30 days. 

B. a discount of 2/10 percent If bill Is paid within 30 days. 

C. a discount of 2 Dercent If 30 univs are purchased. 

D. no discount can be taken If paid on 30th day. 

E. none of the above. 

4. Specialty merchandise Implies that the product 

A. Is a particular brand the customer prefers. 

B. has no reasonable substitute. 

C. Is a particular style or model the customer prefers. 

D. of this type often found In Jewelry and Clothing Stores. 



5. A cooperative Is a store In which 



A. all customers cooperate by pricing their own products. 

B. store owned by consumers which attempt to provide members 
with discounts 

C. everyone cooperates. 

D. products are I Imlted. 

E. none of the above. 



6. Which of the following Is not a qualitative characteristic of 
customers 



A. leisure time activities. 

B. fashion consciousness. 

C. concepts of values. 

D. average Income for area. 

E. all of the above are qualitative. 
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Which of the following Is not found on tl^e monthly operating statement? 

A. expenses 

B. open to buy 

C. sales 

D. turn over 

E. a! I are found c the MOS 

A book of forms on which the retailer records pu hases, sales, returns 
and price changes for mercharJIse Is the 

A. merchandise Journals 

B. Income statement 

C. monthly operating statement 

D. merchandise classification ledger 

E. none of the above 

Policies must be established to determine buylrq practices In the area of 

A, excl usiveness 

B, fashion or taste 

C, quality of merchandise 

D, variety and depth 

E, al I of the above 

10. Which of the following Is a staple product? 

A. socks 

B. ski equipment 

C. tennis outfits 

D. Easter eggs 

F, iicne of the above 

11. The formula for open to buy Is 

A. planned ending stock plus planneo sales minus stock on hand 
minus merchandise on order. 

B. planned tending stock plus olanned sale^ plus stock ot. hand 
minus merchandise on order. 

C. planned ending stock minus planned sales pi 3 stock on hand 
minus merchanolse on order. 

D. planned ending stock plus planned salbs minus s-^-ock u» hand 
plus merchandise on order. 

E. none of the above. 

12. A middleman who does not take legal title to goods is a(n) 

A. merchant middleman. 

B. full service wholesaler 

C. agent middleman 

D. limited wholesalers 

E. none of the above. 
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MERCHANDISING 

13. Which of the following Is a reason to buy from a middleman rather rhan 
a manufacturer? 

A. less time lost In delivery 

B. poor Items replaced sooner 

C. product packaged to retailers specification 

D. they carry a larger range and variety of merchandise 

E. none of the above 

14. Which of the following Is an advantage of buying from a manufacturer? 

A. retailer receives a lower price 

B. sells a wider range of merchandise 

C. manufacturer Is conveniently located 

D. receive more Information about product 

E. al I of the above 

15. These hndlvlduals'analyse ;comt)dtltors merchandise and competitive prices 

A. fashion coordinator 

B. comparison shopper 

C. buyer 

D. merchandise manager 

E. none of the above 

16. Product characteristics reviewed when the retail buyer selects a 
product Include which of the following? 

A. price 

B. packaging 

C. brand name 

D. product stage 

E. a I I of the above 

17. Dating refers to 

A. a management rule concerning employees dating employees. 

B. placing dates on sales receipt. 

C. aetermlnatlon of the discoun/ or due date on an Invoice. 

D. a management rule concerning employees dating managers. 

E. none of the above. 

I*). Which of the following terms Is used when the retail store deducts 
the transportation costs from the Invoice? 

A. POB origin 

B. FOB origin, freight prepaid 

C. FOB destination 

D. FOB origin. Freight allowed 

E. none of the above 
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19. The equation used to find the cost of goods Is 

A. cost plus transportation 

B. cost minus discounts 

C. cost plus transportation minus discounts 

D. cost plus transportation minus discounts plus mark up 

E. none of the above 

20. Which of the following Is not an example of a fixed expense? 

A. salaries 

B. rent 

C. advertising costs 

D. taxes 

E. none of the above 

21. Which of following Is not an example of a variable - <pense? 

A. sales salaries 

B. del I very costs 

C. supplies 

D. utilities 

E. none of the above 

22. Which of the following Is not a reason for shrinkage? 

A. breakage 

B. sales 

C. spoilage 

D. deterioration 

E. none of the above 

23. Which of the following Is an external factor used In pricing? 

A. Federal legislation 

B. price I Ines 

C. Image 

D. leader pricing 

E. none of the above 

24. Most retail businesses have this price policy 

A. one-piece pol Icy 

B. variable price policy 

C. leader-pricing policy 

D. dual-price pol Icy 

E. none of the above 
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25. A small shop within a department store that capitalizes on current 
ideas, moods, or trends in fashion is called a 

A. Department store 
Variety store 

C. Specialty store 

D. Boutique 

E. none of the above 

26. Under this shipping arrangement, the manufacturer pays the freight 
costs and retains title to the goods until they are delivered. to 
the buyer. 

A. FOB origin 

B. FOB destination 

C. FOB origin, freight a I lowed 

D. FOB destination, charges reversed 

E. none of the above 

27. The buyer can tel( what items have sold well by studying past 

A. advertisements 

B. turnover 

C. income 

D. sales records 

E. none of the above 

28. A written record, completed by the salescierk, that carries a 
customer's request for merchandise that cannot be supplied from 
stock is cal led a 

A. rain check 

B. order slip 

C. want slip 

D. receipt 

E. none of the above 

29. Limiting the range of prices at which a particular type of merchandise 
is offered for sale is known as a (n) policy. 

A. price I Ining 

B. odd pricing 

C. round lot 

D. schedui ing 

E. none of the above 

30. Goods that carry the label of the retailer who sells them rather than 
the manufacturer's brand name are called 

A. publ ic brands 

B. local brands 

C. private brands 

D. popular brands 

E. none of the above 



MERCHANDISING 



31. Stores that buy large quantities of certain lines of merchandise 
often find it best to buy directly from 

A. manufacturers 

B. middleman 

C. agent middle men 

D. retailer 

E. none of the above 

52. A deduction from list price for people in the Industry is called a 



A. 


reduction 


B. 


cash discount 


C. 


trade discount 


D. 


markdown 


E. 


none of the above 


A contract between a buyer 


A. 


want slip 


B. 


receipt 


C. 


purchase order 


D. 


sale 


E. 


none of the above 


A projection, in dollars, c 


enti re store is a(n) 


A. 


quota 


B. 


merchandise plan 


C. 


sales plan 


D. 


merchandise goals 


E. 


none of the above 


Money used to buy assets Ij 


A. 


working capital 


B. 


stock 


C. 


owner's equity 




equity capital 


E. 


none of the above 


Current 


assets wl 1 1 turn ii 


A, 


one year 


B. 


2 years 


C. 


6 months 


D. 


5 years 


E. 


none of the above 
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37. The minimum amount of stock that should beon hand for each type of 
goods sold and the quantity that should be reordered are shown In the 

A. basic 1 1st 

Bo merchandise plan 

C. basic stock 1 1st 

D. reorder control 

E. none of the above 

38. The merchandising function adds which utilities to a product 

A. time 

B. place 

C. form 

D. price 

E. al I of the above 

39. In pricing merchandise, the buyer must consider the prices that are 
being charged for the same goods by stores. 

A. variety 

B. competing 

C. department 

D. retail 

al I of the above 

40. Sacrificing profits on a few Items In order to attract customers Is 
known as 

A. reduction 

B. sales 

r. discounts 

J. leader pricing 

E. none of the above 

41 . r^Irect check Is 

A. a check of merchandise against the Invoice. 

B. a check In which the checker does not receive an Invoice. 

C. a check In which a few random packages are checked against the 
Invoice. 

D. a check of v^hether the merchandise Is the quality ordered. 

E. none of the above. 

^2 Spot chec' 

A. check of merchandise against the i ivolce. 

B. a check In which the checker does no'^ receive an invoice, 

C. a check In which a few random packages are checked against the 
Invoice. 

D. a check of whether the merchandise (s the quality ordered 

E. none of the above. 
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43. A bill of 



A. Is the evidence that delivery has been made. 

B. a contract between the shipper and carrier. 

C. a log of all shipments received. 

D. none of the above. 

E. al I of the above. 



44. Pre-retal I Ing Is 



A. the marking of the manufacturer's standard price on a package. 

B. deciding upon the retail price of an Item when the purchase order 
Is prepared. 

C. the merchandise arrives at the store premarked with appropriate 
Information. 

D. al I of the above. 

E. none of the above. 



45. Pretlcketing Is 



A. the marking of the manufacturer's standard price on a package. 

B. deciding upon the retail price of an Item when the purchase 
order Is prepared. 

C. the merchandise arrives at the store premarked with appropriate 
Information. 

D. al I of the above. 

E. none of the above. 



46. A basic stock list Is 



A. the process of putting a retail price on each Item of merchandise. 

B. a form showing the minimum amounts of each Item that must be on 
hand. 

C. keeping sufficient guantltles of stock available. 

D. the list of Items needed to open the store each day. 

E. none of the above. 

47. Shop lifting Is 

A. theft of stock from the floor by a customer. 

B. theft of stock from the company by an employee. 

C. a person with an abnormal Impulse to steal. 

D. A 4 B 

^ P E. none of the above. 

( ) ( ) 48. If a salesman receives a P.M., It means he must work during the afternoon. 

( ) ( ) 49. Marking Information Is for the benefit of the customer as well as the 
salesperson. 
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T F ^ 

^ ^ ^ ^ 50. The invoice Is an official request for merchandise to be sent from 
the supp I ier. 

{ ) { ) 51. When an employee steals from a company, it Is called embezzlement. 
{ ) { ) 52. The best type of ticket to use on leather Is 

A. pin ticket 

B. ringseal ticket 

C. gummed label 

D. string ticket 

E. none of the above 

53. The best type of ticket to use on a shirt Is 

A. folding pin ticket 

B. button ticket 

C. hole pin ticket 

D. wedge ticket 

E. none of the above 

54. Which of the following are ways to protect against theft 

A. watch customers 

B. Ignore interruptions when making change 

C. store layout 

D. approach or acknowledge customers on entry into department 

E. al I of the above 

55. Resources for a perpetual -Inventory are 

A. sales check 

B. price tickets 

C. reserve requlstlons 

D. cash register tapes 

E. al I of the above 

56. Which of the following Is not a type of Inventory control? 

A. do I lar-control system 

B. unit-control system 

C. physic la Inventory pr!ce control system 

D. al I of the above 

E. none of the above 

57. Stock turnover Is 

A. a method of Inventory In which all records are kept on the 
basis of cost of merchandise. 

B. merchandise that has been In stock longer then average time. 

C. the number of times that the average amount of stock Is sold 
during a period of time. 

D. number of Mmes a quantity of stock Is turned Into sales during 
a period of time. 

E. none of the above. 
9^ • t -33- 
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58. Rate of stock turnover Is 

A. a method of Inventory In which all records are kept on the 
basis of cost of merchandise, 

B. merchandise that has been In stock longer than average time. 

C. the number of times that the average amounts of stock Is 
sold during a period of time. 

D. number of times a quantity of stock Is turned Into sales during 
a period of time. 

E. none of the above. 

59. Inventory control Is a system by which a retailer keeps track of his 
purchases, his sales, and the goods on hand. 

60. Physical Inventories are always done only once a year. 

61. A perpetual Inventory Is less time consuming than a physical Inventory 
system. 

62. A high stock turnover figure Is cause for concern. 

63. An Increased rate of stock turnover can decrease the need for mark 
downs. 

64. EDM dating Is 

A. the practice of allowing the buyer an extra number of days 
before credit terms begin. 

B. the practice In which the credit period begins at the end 
of the month of purchase. 

C. the practice In which the credit period Is based on the date 
appearing on the bill. 

D. the length of time for which sellers extend credit to buyers. 

E. none of the above. 

65. ROG dating Is 

A. the practice of allowing the buyer ten days before credit terms 
begin. 

B. the practice In which the credit period begins at the end of 
the month. 

C. the practice In which the credit period Is based on the date 
appearing on bill. 

D. the rate of goods for which sellers extend credit to buyers. 

E. none of the above. 

66. Trade discount Is 

A. the amount that the sel ler al lows the buyer to deduct from a 
bill If paid within a certain time. 

B. reduction In price given to those who buy before the usual 
sel I Ing season. 

C. the reduction In price given to retailers who buy In large 
quantities. 
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5, D. the seller paying for transportation. 

E. none of the above. 

s > Quantity discount Is 

A. the amount that the sel ler a I lows the buyer to deduct 
from a bill If paid with In a certain time. 

B. reduction In price given to those who buy before the usual 
sel I Ing season. 

C. the reduction In price given to retailers who buy In large 
quantities. 

D. the seller paying for transportation. 

E. none of the above. 

T F 

( ) ( ) 68. Title Is legal ownership of goods. 

I > ( ) 69. When goods are taken on consignment the buyer has title to the goods. 

( ) ( ) 70. Customer preferences may vary but all customers throughout the country 
buy at the same time during the fashion cycle. 

( ) ( ) 71. Volume Is an Important factor In pricing policy, and a neighborhood 
grocery store will usually charge a lower price for Its merchandise 
than a supermarket since the neighborhood store's sale volume Is likely 
to be higher. 

72. If the ABC Retail Store had kept an average Inventory worth $25,000 
last season from August to January and had sales for the season of 
$50,000, then the stock turnover for the season would have been 

A. 50 percent 

B. 2 percent 

C. I percent 

D. 3 percent 

E. none of the above 

73. Is the actual units of merchandise that a 

buyer can order for delivery during a given period of time. 

A. Safes-stock ratio 

B. Stock turn (unit basis) 

C. Open-to-buy 

D. Average unit purchase 

E. None of the above 

74. All the other figures In a merchandising plan must be based on 

A. anticipated sales 

B. stock on hand 

C. new business trends 

D. past records 

E. none of the above 
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T F 

( ) ( ) 75. A wholesaler Is more likely to require the retailer to order a 
minimum number of units than Is a manufacturer. 

76. If a pair of Jeans sell for $30 and the markup Is $12, the markup 
percentage Is . 

A. 60 percent 

B. 250 percent 

C. 25 percent 

D. 40 percent 

E. none of the above 

( ) ( ) 77. The pricing policy for some businesses Includes the use of the odd- 
cent price endings for merchandise In the belief that the customer 
and ends to concentrate on the dollar amount rather than the cents. 

78. If you purchase a $39.00 sweater at your place of employment using 
your 20% employee discount, how much will this sweater cost you? 
(without tax) 

A. $19.00 

B. $35.00 

C. $31.20 

D. $32.40 

E. None of the above 
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79. Which of the followiny is not one of the three basic 
fashion terms? 

A. Design 

B. Fashion 

C. Style 

D. Fad 

E. None of the above 

80. refers to the lines and characteristics of an article 

of clothing that make it different from others of the same 
general kind. 

A. Fashion 

B. Style 

C. Cut 

D. Proportion 

E. None of the above 

81. refers to styles being worn by fashion leaders, 

but not by the general public. 

A. Fad 

B. Stylish 

C. Fashion cycle 

D. High fashion 

E. All of the above 

82. Which of the following is not a major stage of the fashion 
cycle . 

A. Acceptance as high fashion 

B . General acceptance 

C. Creation by designer and presentation 
to fashion leaders 

D. Decline of obsolescence 

E. Variable opinion 

T or F 83. All fashions rotate through the fashion cycle at the same 
speed . 

T or F 84. The Retailer in the apparel field must try to anticipate and 
answer every question concerninq customer demands for fashion 
merchandise . 

85. A isalesporson benefits from knowing his merchandise becMuse 

A. it gives the customer confidence in 
the salesperson as an authority. 

B. it gives him confidence in his own 
ability . 

C. it gives him the information he needs 
to answer questions and objections. 

D. it enables him to do a better job. 

E. All of the above 
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86. v;hich of the followinc] is not_ a merchandise sellinq 
point? 

A. Suitability 

B. Durability 

C. Versatility 

D. Security 

E. Ownership 

87. Merchandise information is needed to make effective 

selling points. Which of the following is the least important 
information? 

A. Who produced the merchandise 

B. How to care for merchandise 

C. Materials used in the merchandise 

D. How merchandise will perform 

E. How the merchandise is made 

88. Whero can you learn merchandise i^^format ion? 

A. Merchandise labels 

B. Manufacturers 

C. Merchandise manuals 

D. Fashion publications 

E. All the above 

89. A Merchandise Manual may be prepared by a 

A. Large Department store 

B. Trade association 

C. Manufacturer 

D. Salesperson 

E. All of the above 

T or F 90. It is necessary for an apparel and accessory employee to have 
textile knowledge. 

91. When merchandising a large department store, you 
should arrange according to: 

A. Departments 

B. Size 

C. St les 

D. F.. )rs 

E. Al of the above 

T or F 02. You should alv;ays arrange clothing according to size. 

T or F 93. You should never hang shirts and sweaters on the same rack 
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94. The way your store is merchandised changes according to 



A. Sales 

B. Seasons 

C. Pro*iotional planning 

D. Styles 

E. All the above 

95. Wh:ch of the following has not affected the world of fashion? 

, A. Consumer purchasing power 

B. Location of retail establishments 

C. Increased travel and faster communication. 

D. Shortened work week 

E. Women in the labor force 

96. What city is considered the world capital of the ready- 
to-wear industry? 

A. New York 

B. San Francisco 

C. Paris 

D . London 

E. Kansas City 

97. In terms of merchandising, which of the following 

means a fashion that remains in style for an extended period 
of time. 

A. Fad 

B. Creation 

C. Classic 

D . Leader 

E. None of the above 

T or F 98. Chain stores and variety stores are now in the fashion 
business. 

T or F 99. Style obsolescence has nothing to do with planned obsolescence 

T or F 100. Merchandising is only important in the apparel emd accessory 
category. 
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BVALDATIVE ITEMS (CIRCLE TH 

1. Approached customer pr 
dredsed In business at 

2. Open sale with sultabl 
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TRBLE CP OOWnafIS 

1. Ccmiunlcatlons 1 

2. Hunan Belatioans 4 

3. Management 10 

4. Mathenatics 18 

5. Operatlocis 25 




OCCUPATIONAL CATEGORY: FINANCE & CREDIT 



INSTRUCTIONAL AREA: COMMUNICATIONS 



EVENT: 

You are a candidate for one of six managenient positions in the 
expansion program of the company for which you work. As a candidate 
for one of these six positions, you are to prepare a written report 
and have an interview with your boss to discuss the report. 

The report is to be used as the instructions, or policies, you 
would have your employees use when interviewing customers that are 
applying for personal loans. Your report is to include five items 
you consider most important when granting credit for a personal 
loan and the reasons each is important. Your reasons should pro- 
vide the general information needed by your employees to answer the 
questions that may arise from the credit interview. You are to use 
five of the following items in your report. 



1. 


Character 


2. 


Capacity 


3. 


Collateral 


A. 


Conditions 


5. 


Conf ormity 


6. 


Capital 


7. 


Consideration 



As soon as your report is completed, or the thirty minutes is upt 
you are to hand your report to the person xn charge of this event. 
As soon as a judge is available, the report will be given to him/her 
for immediate rating. You will then report to .that judge, who is 
to be considered as your boss, for an interview. The interview/ may 
include questions about your reasons for selecting items in your 
report, or may be about competencies included in this event. 
NOTE: YOU ARE TO WAIT HERE UNTIL THE JUDGE IS READY FOR YOUR IKTE • 
VIEW. 



OCCUPATIONAL CAYFROKYt FINANCE & CREDIT 



INSTRUCTVONAL AUEA^ COMMUNICATIONS 

Contestant N'.:)^«ilier 

EVALUATIVE INSTRUMENT i DIRECTIONS FOR WRITTEN RETOR T: 

DIRECTIONS: Read the competencies and hov' they are to be rated. When you are 

familiar with what the contestants are to accor.rplish, then read their reports 
and rate each competency according to hew well you feel it was handled. IT '^S 
IMPORTANT ALL REPORTS ARE RATED - BE CONSISTENT, RATE ALL IN SAME MANER. 

EVALUATION = WRITTEN REPORTS : 

Competency #1. Know that the ability to communicate skillfully in good English 
is essential to a person's business advancement. 

Excellent sentence Generally Good Fair structure. Poor structure 

structure. Well structure. Less than Five or more errors. Ten or more 

'organized, five errors. Well Some disorganization. errors, 

organized Disorganized . 

iO 7 1 4 0 



i: e: nc/ #2* Use written communications in forms and reports. (Are the 
contestant's reasons for using an item clearly expressed.) 





Excelletit 


Above Average 


Good 


Fair 


Poor 


No Ri 


Item 1, 


10 


8 


6 


■ 4 


2 


0 


Item ir 2. 


10 


8 


6 


4 


2 


0 


Item #3. 


iC 


8 


6 


4 


2 


0 


Item M. 


10 


8 


6 


, 4 


2 


0 


Item 


10 


8 


6 


4 


2 


0 



Competency #3. Know the approaches which can be used in assigning duties and 
delFyating authority so that everything is completely clear. 

Assignments defi* - Assignments not Assignments No assignment 

ite and clear. entirely clear. Questionable. attempted. 

:0 7 3 0 



Compplency #4. Handle cue*"omer's inquires for general information, 
Con^'^^stant 's instructions cover general information: 

txceJ.lent Above Average Satisf actory Fair Poor 

0 7 5 3 0 



TOTAL POIUiS FOR WRITTEN REPORT (80 Possible) ^ 



OCCUPATIONAL CATEGORY: FINANCE & CREDIT 
INSTRUCTIONAL AREA: COMMUNICATIONS 

EVALUATIVE INSTRUMENT FOR INTERVIEW: Contestant Number 



DIRECTIONS: Before starting to judge, confer with the other judges 
and select the topics th: t will be discussed with the 
contestants. Try to select topics that will conform 
with the competencies Ivsted below. 

Competency #5. Believe that the voice is an important medium through which 
selling is accomplis>ieJ. 

Believes voice is Voice is important Voice is seldom Voice doesn't 
important medium some of the time important medium make any difference 

8 5 3 0 



Competency #6. Be aware that the loice can be used to express conviction and 
convey confidence. 



Displayed confidence 
was ver> r )nvincing. 



Displayed confidence 
with ""air 'ixpression 
of conviction. 



Displayed some 
confidence, only 
fair conviction. 



Displayed little 
confidence and/or 
conviction. 



Competency #7. Know the situations in which 
commonly understood language 

Used technical tsrms Uncertain use of 

properly* well timed. technical terms 

7 4 



to use a technical language or 

Questionable use Improper use of 

of technical terms technical terms 

2 0 



TOTAL POINTS FOR INTERVIlW (20 Possible ) . . . . 
TOTAL POINTS FOR WRITTEN REPORT (From other page) 

TOTAL POINTS THIS EVENT . . . . 
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OCCUPATIONAL CATEGORY: Finance & Credit 
INSTRUCTIONAL AREA: Human Relations 



EVENT ITSELF (Written test, case problems, etc.): 



Description of Event : 

The student will be a manager trainee in the credit depart- 
ment of a large chain department store. Everyone who deals in 
credit with the store must come through the student's credit 
department, whether they are new or previous customers. Tne 
manager is off today and the student ^is in charge of the de- 
partment • 

A well-known local television personality wants to charge 
purchases totaling 3185.00. He doesn't have a store credit 
card and does not wish to fill out an application form because 
of the personal information requested. 

The student will have 15 minutes to review the instructions. 
After this time, the student will be directed to a ;;udge. The 
student will spend 10 minutes with the judge during which time 
he will be asked six questions. 



Store' s Policies : 

1. Everyone must fill out a credxt application before receiving 
credit. 

2. No credit to anyone under 18 years of age. 

3. Only store credit is accepted — no Mastercharge or Visa. 

4. A limit of $500.00 credit unless an okay is received by 
the manager. 

5. If a credit card is lost or stolen, it must be reported im- 
mediately to the manager. The customer is responsible for 
the first 850.00 charged and one-fourth cf all other charges, 

6. A 15% fee is added onto all late payments. 

7. The interest rate is set in accordance with state and federal 
regulations; it is currently 1^% ^er month. 
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OCCUPATIONAL CATEGORY: Finance & Credit 
INSTRUCTIONAL AREA: Human Relations 



STUDENT INSTRUCTION SHEET: 



Procedures : 

You will have 15 minutes to review these instructions. 
When your 15 minutes are up, you will be directed to a judge. 
If the judge happens to not be ready for you, wait by the in- 
struction table until advised the judge is ready. Do not go 
back and look at the instruction sheet as this will disqualify 
you. You will be with the judge f or *10 minutes and judged on 
your conduct during this time. When instructed that time is up, 
leave as directed. 



Materials Needed : 

You will need no special materials for this event. 



Comments : 

You, the student, are a manager trainee in the credit 
department of a large chain department store. Everyone who 
deals in credit with the store must come through the credit 
department. The credit manager is off today and you are in 
charge of the department. 

The following are your store's policies: 

1. Everyone must fill out a credit application before receiving 
credit . 

2. No credit to anyone under 18 years of age. 

3. Only store credit is accepted no Mastercharge or Visa. 

4. A limit of S500.00 credit unless an okay is recieved by 
the manager. 

5. If a credit card is lost or stolen, it must be reported im- 
mediately to the manager. The customer is responsible for 
the first S50.00 charged and one-fourth of all other charges. 

6. A 15!^ fee is added onto all late payments. 

7. The interest rate is set in accordance with state and federal 
regulations; it is currently lj5^ per month. 
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Application for your JUNE'S CHARGE ACCOUNT 



~ MISS LMl 



BMISS 



AflOMu — mu m t MO tmcT 





YtMl 



jL ^ f^-iSL 



win't CMftoru <» cwfiOTUi 



■mra 

fiWN □ 

TBI 



wmawo-i imon* Ui»i>cj>n t »^ n iw, if ttec»«) 



win*t iitfuoTU*t Monu 



fOSlTigil 



NOW txm imt 

TVARt 



NOW UM6 TMUl 

TfAtS 

MOWTWa 



LtSr OTNCft CNAMt KtOUHTt M OVTlTAIlOINQ UUMt 



mctious imiowua (ir itu mm s m. at amvii 



•AM MHS^MAnON 
RAM Of IMAO) 



TTPI Of AeCOUNTtD 
UVINGS □ 
IKCIM CNCCIIINC n 
MCULMI CNfCXIlM Q 



If TON NAVC A JIMC 8 CT ACCOUNT «tVt RVMUt 



■m THIS 9ACt ACOtTIOIUI. m^OtiaTlOt TO AID U> tN MfflOVINC TOUl ACCOUNT — 
MWRJM. lAMlNCiL NUttUI (if DCfflffTCllTL IMtt NO.. MClM UCUHTY NO, CTC. 



IHAIL INSTALLMEKT CREOrT AfiREEKCIIT 
JUNE'S CHARGE ACCOUNT 
I ifrtff with risptct to ill purdtts«s charied to my Charft Account 

(1) To pay th« uih uie pfict of all purchiMt and a finance Chartt. if applicable, as provM htrtta. 

(2) If full payment of th* New Balance at the and of a billing period is received within 27 days after Hs closlnx data, no Finanet Charge will ba added ia the 
ntit uilling period. If lull parr^nt of the New Bitance is not so mjCt. 9 finance Charge may b« imposed in tn« neit billing period Computed on the Prevloui: Balaoei 
of that period (ia^ the New BjtJ'^ct ol the previous period) without deducting paynitnts and c^^ediis. or adding purchases, made in th:t period. The finiace Caar^ajt 
commuted by apolying to such Pffv:oui BUance periodic rates of P«r month on the first J500 thereof (subject to a minimum charge of SOC W balance U batew 
S3S) and 1% on tha amount in otcess cf SSOO- corresponding to Annual "arcantni K<ta> of 13% and 12%. resptcthrely. 

(3) To pat at least I 6lh t^.e New 3a>inca shown on rich monthly billing statement (but not lass than SliX of the balartct, if kss) whWi piymert must b« 
rtcahrad within V days after iii c>oting date. 

(0 I understand thai you hrvc t^e ris^t to: (a) declare all or any part of my indebtedness to be dL*a and piyobla if I default In making any payment whea dot; 
Cb) charge attofney't fees net itccetfin£ 20% of the amount owing on the account, if referred (or collection to an attorney, not a salaried employee of june'sot eny other 
hoMari (e) change the terms of :pe jccscnt from time to time (consistent with applicable law) to ba offKtive not less than 30 days after ghring written nQtice. 

0) Te mil tuuthenad parchasit balnr mide ea ny account, to nport the less ir tkeft ef ay cntfit card iamdlatahr ta the Credit Office ef tie Haoat ^nc t 
itift ia panea ar by talepl^oRi. witft pnaipt canrinaitlan by letter. 

' (t) 1\t eradit card issued to ma is the property of juke s and wHI ba surrendered to it upON demand. * 

(7) JUNE'S may limit the amcvnf of credit to b« eitended hereunder or terminate this Kcount. upon giving me written notice thereof: but Mht'% may flvaH 
Hsalf of the terms of this agreerr.en until full payment of the entire balance with finir^ce charge to date of payment has been receivad. 

Ob ^JNE't waitcs any security interest in my property arising out of anr transaction billed on my Kcount. unless eipressly reserved in writing at tlmt of ult. 

(U m baytr May a1 aay ti»e pay the total ladebtednits under this afrtamefit. (2) Oe aat elfi tilt cradll agreeneat Nfero yai ned It or If II ctatafai 
lay blMk ^aca. O) Bayer it eatitled U a ceaiplitaiy filled la copy ef this agreement. 

Sallari RETAIL INSTAUMENT CREDIT AGREEMENT 

JUNE'S 
DEPARTMENT 
STORE 

ocrr. 
Aur. 
per. 





Buyer 




OaU 




Cl«rtr'tSi|Mt«r«) 






(AMrcu) 






City 




np Coda 





OCTT. NOl 


uutaimntum. 


imoTU looir.ML 



OCCUPATIONAL CATEGORY: Finance & Credit 
INSTRUCTIONAL AREA: Human Relations 



EVALUATIVE INSTRUMENT AND DIRECTIONS ( \nswer key, Judge's 
evaluation form, etc.): 

Judpie's Evaluation Form : 

Please conplete this form immediately following the student 
interview. Orly judge those items the student covers in the in- 
terview. Judre the student as if he/she were a manager trainee. 

Excellent - Kate in, top 1096 

Good - Rate in next 2096 

Average - Rate in next 40% 

Fair - Rate in next 2096 

Poor - Rate in next 1096 



1. The student's appearance and mannerisms helped create a 
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2. 



3. 



good impression: 


Excel 


Good 


Avr 


Fair 


Poor 




10 


8 


6 ' 


4 


2 


• 

student maintained a positive and objective point of view: 


a. At all times 


5 












b. Most of the time 


4 












c. Occasionally 


3 












d. Some of the time 


2 












e. , Little of the time 


0 












Question : 


Excel 


Good 


Avp 


Fair 


Poor 


a. . Student explains store 
policv 


5 


4 


3 


2 


1 


b. Student discovers 

(not told) customers 
objection 


10 


8 


5 


3 




c. Showed interer>t in 
custonsr 


5 


4 


3 


2 


1 



92 
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Question #2: 



a. Student reassures the 

customer 

b. Offers to help fill 

out application 

c. Explains why infor-^ 

mation is needed 



Question #3: 



a. Explains manager is 

off for the day 

b. Student offers to 

assist customer 



Excel Good Ave: Fair Poor 



5 


4 


3 


2 


1 


5 


4 


3 


2 


1 


5 


4 


3 


2 


1 


Excel 


Good 




Fair 


I'oor 


5 


4 


3 


2 


1 


5 


4 


3 


2 


1 



Question ^4: 



a. Student is understand- 

ingand business-like 

b. Student explains in* 

formation is con* 
f idential 

c. Student offers to 

assist customer 



Excel Good Avg Fair Poor 



Question #5: 





Excel 


Good 




Fair 


Poor 


a. Student explains ad* 
vantages of store 
credit 


10 


8 

. 1 


6 


4 


2 



Question #6: 





Excel 


Good 


Av^ 


pair 


Poor 


a. Student assures 

customer of con* 
f identiality 


5 


4 


3 


2 


1 



Scudent exercises self-control throughout the situation: 



a. 


At all times 




b. 


Most of the time 


4 


c. 


Occasionally 


3 


d. 


Some of the time 


2 


e. 


Little of the time 


0 



Student left you (the customer) with favoraDle impression 
of the store: 



a. Completely favorable 5 

b. Mostly favorable ^ 

c. Somewhat favorable ^ 

d. Unfavorable 1 



TOTAL FOR JUDGED EVENT 

100 possible 



OCCUPATIONAL CATEGORY; FINANCE & CREDIT 
INSTRUCTIONAL AREA: MANAGEME14T 



STUDENT INSTRUCTION SHEET: 



Procedures: 

You will have forty minutes to take this test. Work as fast and accurately 
as you can. If you do not know the answer to a question, go on to the next 
question. You may have time to come back to it. 

This test is divided in related s;iCtions. There are True-false and multiple 
choice questions in each section. Un the true-false questions mark "A" for 
True and "B" for false. On the multiple choice questions mark the letter on the 
answer sheet which matches the letter of the correct answer. 

Any talking, copying or giving answers to another student will result in 
you being disqualified from this test. 



Materials Needed: 

Several #2 pencils, test and answer sheet. 
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Finance and Credit Management 



Role of Credit in our economy 

1. The use of credit has had little effect on our economy* 

2. Over 90% of our country's population uses credit at one time or another • 

3. Credit has acted as a stimlus for our economy. 

4. The basic factor in credit is trust. 

5* Credit is good for conumers but bad for business. 

6. A person may rightly demand credit. 

7. A decrease in credit would increase sales. 

8. Stores are at an advantage not to offer credit to customers. 

9. Credit is bad for consumers but good for business. 

10- A drastic reduction in credit would have what effect on our economy? 

a. little effect B, increase production and consumption . C. decrease production 
and consumption D. increase business expansion E. none of -these 

11. All of the following reasons makes business want to use or extend credit except? 
A buy merchandise B. attract loyal customers C. increase sales D. increase 
collections expense E. none of these 



About Expenses 

12. Management is responsible for carrying out planned expense control budgets. 

13. Controlling expenses is an important factor in increasing profit. 

14. A decrease in expenses means an increase in net profit. 

15. A $251 dollar reduction in supples expense would: A. increase gross profit $251 

B. decrease gross profit $251 C. have no effect on gross profit D. affect only 
that expense account F.. none of these 

Neogotiable Instruments 

16. A negotiable instrument in usually transferrable. 

17. A negotiable instrument is either written or oral evidence of some contractual 
obligation and is usually transferable. 

18. Of the following, which are examples of negotiable instruments? 1. Checks 

2. pror.:issory notes 3. cashier's checks 4. money orders A. 1,3,4 B. 1,2,4 

C. 2,3,4 D. 1,2,3 E. 1,2,3,4 
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19, Two parties must understand and refer to the same things when making a contract 
in order for that contract to be valid, 

20, A contract for one party to provide counterfeit money in exchange for money 
could be enforceable in a court of law, 

21 • A contract must have all of the following to be valid except: A- agreement 
B. be between competent parties C. based on geniune assent D. about legal 
substance E. none of these 

22. In order to have an agreement there must be: A. an offer and a counter offer 
B. offer and acceptance C. an offer acceptance E. none of these 

23. Between which two parties can there be a contract? A. a 21 year old male and 

a 21 year old female B. a 17 year old male and a 60 year old male C. a 25 year 
old (while intoxicated) and a 40 year old D. a 62 vear old convict and a 
27 year old dancer E. none of these 

24. What happens when one party fails to keep his part or a contract? A. both 
parties are free of all obligations B. the contract is still valid C. the 
contract is breached D. the party at fault gets his hand slapped none of these 

25. A contract in which title to the merchandise does not pass to the buj^r until 
full payment has been made is: A\ conditional sales contract B. cha.' 'el 
mortage C. revolving charge D. open account E. none of these 

26. The statuate of limitations pertains to: A. the legal rate of interest 

B. the amount of damages you may collect C. the period of time in which one 
may bring suit D. the lady iji New York Harbor E. none of these 



Use the following four basic credit policies as possible answers for question 27-33. 

1. Liberal granting of credit and liberal collections. 

2. Liberal granting of credit and strict collections. 

3. Strict granting of credit and liberal collections. 

4. Strict granting of credit and strict collections. 



27. Which of the four policies would tend to increase sales the most? A. 1&2 
B. 3&4 C. 1&3 D. 1&4 E. none of these 

28. Which of the four policies would tend to increase sales the least? A. 1 
B. 2 C. 3 D.4 E. none of these 

29. Which of the four policies would probably increase expenses the most? A.l 
B. 2 C.3 D.4 E. none of these 

30. Which of the four policies would probably result in the largest amount of 
uncoil ectab^e accounts? A. 1 B.2 C.3 D.4 E. none of these 

31. Which of the four would probably result in the fewest uncoil ectable accounts? 
A.l B.2 C.3 D.4 E. none of these 

32. Which of the four policies would an exclusive, high quality store probably use? 
A.l B.2 C.3 D.4 E. none of these 

er|c ' 



Finance and Credit Management 



33, Which of the four policies would a major department store chain probably use? 
A.l B.2 C.3 DA E. none of these 



About Personnel 



34. Money is the only criterion for job satisfaction. 



35. Management should know the requirements of a job, both mental and physical, 
before a person is hired for that job. 

36. A person who is overqual ified for a job will be happy with that job. 

37. Skill is all it takes for an employee to perform well in his job. 

38. Motivation is as important as skill in making a good employee. 

39. Morale is a physical characteristic that some people have more of than others. 

40. A personnel policy is an established course of action to be followed consistantly 
in handling a problem dealing with employees. 

41. In order to develop employee pride, recognition of work... A. should be general, 
not specific B. should not be given generously C. should be for completion 

of work only D. shoulcf^be given fairly to those who merit it E. none of the above 

42. Employee pride in working may be affected by. A. attitudes of parents B. attitudes 
of friends C. attitudes of supervisors D. 'attitudes of one's self E. all of 

1(he above 

43. If a person has only the minimum qualifications for a job: A. the employee is 
responsible for improving his qualifications B. management should train him 
to improve his skills C. management should wait to see if he likes the job 

D. management should demote him E. none of these 

44. In order for a worker to be motivated and productive he must be: A. paid well 
B. be watched carefully C. doing a job he is interested in D. threatened 
occasionally E. all of these 

45. A worker who is dissatisfied will: A. affect only his job performance B. affect 
his fellow employees C. cause problems for his company's competitors D. help 
his company E. all of these 

46. The person in charge of training an employee: A. should know the skills he is 
trying to teach B, is not very important to the business C. should try to 
motivate the employee D. both A & C E. none of these 

47. Which of the following would increase employee morale: A. unsafe working 
conditions B. poor supervisors C. bossy supervisors D. average pay 

E. none of these. 

48. Which of the following would do the most to improve employee morale A, nore 
job satisfaction B. increased pay C. less work D. shorter hours E. none of 
these 
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49. A well organized personnel department needs: A. a well paid person in charge 
B. established policies and procedures C. good looking secretaries D. a large 
budget E. none of these 

50. Employee involvement in decision-making which affects them does what to morale? 
A. no affect on morale B. worsens morale C. improves morale D. has nothing 

to do with morale E. none of these 

51. A good supervisor wants all of the following except: A. his employees to feel 
important B. to care about their work C. establish good human relations with 
employees D. feel they are important to the company E. none of these 

52. A supervisor should be concerned with all of the following except: A. employee 
needs and wants B. employee feelings and attitudes C. employees liking him 

D. employee output E. none of these 

53. All of the following are rules a supervisor should follow except: enforce 
rules fairly B. praise in private, critize in public C. give credit to employees 
for a job well done D. praise in public, critized in private E. none of these 

54. The following are also rules a supervisor should follow except: A. blame 
employees for their own mistakes B. show respect for ei Ooyees C. maintain 
good communications D. involve employees in decision mai^iPQ E. none of these 

55. In order to be effective, a personnel policy should be wh.ch of the following: 

A. definate B. consistent C. flexible D. practical E. all of these 

56. Problems involving employee relationships occur: A. never B. always C. frequently 

D. seldom E. none of these 

57. The purpose of personnel policies is to: A. improve the business B. show the 
employee who is boss C. provide a basis for handling problems D. A & C 

E. B & C 

58. All of the following are areas needing personnel policies except: A. promotions 

B. dismissals C. evaluations D. hours' and wages E. none of these 

59. Which of the following is not a reason for company policies: A. maintain high 
morale B. reduces confusion or disagreement among employees C. provides 
basic guidelines for making decisions D. increases potential for business to 
make a profit E. none of these 



About Stocks and Bonds 

60. U.S. Treasury notes are issued with a 10 year maturity. 

61. Bearer bonds may be cashed by whomever has possession of them. 

62. Equity 1s another word for ownership. 

63. Blue chip 1s a term applied to stocks of strong, well-established companies 
with long dividend-apying records. 

64. A bull market exists when the broad trend of the market is down. 

65. Corporations split their ..ocks to lower the stocks price. 
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66. A stock warrant is an option grantc^d to the holder to buy additional shares of 
common stock. 

67. When interest rates go up, prices of preferred stocks go down. 

68. Muncipal bonds are attractive to investors in a high income tax bracket because 
these bonds are free from federal income tax. 

69. One of the following bond ratings is considered to be speculative: A, AAA 

B. BBB C. CCC D. ODD E. none of these 

70. One of the following is the best bond rating. A. A B. AAA C. BBB D- C 
E. none of these 

71. To determine the current yield of a bond, you would need to know: A, the market 
price and coupon rate B. the face value, coupon rate, and maturity date 

C. the market price and maturity date D. the coupon rate and maturity date 
E. none of these 

72. When computing market price, one way to determine the accrued interest on a 
bond is to: A. multiply the interest rate by the bond's face value B. divide 
the number of days and months involved by the bond's face value C. use the 
formula PXR=I D. use the bond interest table E. none of these 

73. "And interest" when applied to bonds means that the: A. buyer of these bonds 
will get extra cash B. seller must pay the buyer the interest C. accrued 
interest from the last payment date must be added to the price of the bond 

D. interest payment is deferred until the bond matures. E. none of these 

74. The market price of bonds is seldom quoted at $1,000 because: A. few people 
want to pay that much for them B. they are usually sold at the discount 

C. they are usually sold at a premium D. long-term interest rates fluctuate 

E. none of these 

75. The security behind general obligation bonds is: A. the general obligation of 
the voters B. the fair taxing power of the political subdivision which issues 
them C. the general revenue from all toll bridges D. the general revenue 
from all property taxes E. none of these 

76. A bear market means: A. A Merrill-Lynch bull is loose B. the market is up and 
has been going up for some time C. the market is down and has been going down 
for some time D. the Hamms bear is loose E. none of these 

77. A bull market means: A. the Merrill-Lynch bull is loose B. the market is up 
and has been going up for some time. C. the market is down and has been going 
down for some time D. the Hamms bear is loose E. none of these 

78. Preferred stockholders differ from common stockholders in that they: A. take 
a greater risk and receive greater returns B. are lenders, not ov/ners C. re 
entitled to payment of a fixed amount if dividends are declared D. can force 
the corporation into receivership E. none of these 
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79, The dividend of a 6% preferred stock with a par value of $100 would be: A, $60 

$600, C. $100 $6 E, none of these 

80, A bank announces a 2 for 1 stock split. The split: A, doubles the number and 
values of shares B, doubles the number of shares but does not affect their total 
value doubles the value of shares but does not affect their number doubles 
the number of stockholders £• none of these 

A $1,00 par common stock has a market value of $75. The earnings are $5 per 
share, and it has paid quarterly dividends as follows: 50(J, 75(t 75(t & $1.00- 
Based on these four dividends, what is the current return? A. 4% B. 5% 
C. 5 2/3% D. 6 2/3% £• none of these 

*f a stock is earning $8 per share and the price-earnings ratio is 16 to 1, 
hat is the stock's current market value? A- $8 B. $16 C. $64 D, $128 
. none of these 

83. bid price of a stock is the price at which: A. a seller can sell it 
B. a buyer can buy it C. traders dre willing to buy it on the floor of the 
New York Stock Exchange D. traders are willing to sell it on the floor of the 
New York Stock Exchange E. none of these 

S: Over the past 30 years stock prices have: A. equaled the rate of inflation 
6. kept abreast of the rising cost of living C. declined with the rising cost 
of living D. not served as a hedge against inflation E. all of these 



About accounting funtions 

85. The income statement discloses whether or not a corporation is making money. 

86. The FIFO method of inventory evaluation gives a low cost to items sold and 
therefore results in ahigher profit from sales. 

87. Many corporations continuously borrow money from banks, 

88. Cost of goods sold includes the outlay for inventories, wages, and supples. 

89. A corporation is in a good financial position for the year if its current ratio 
is 2 to 1. 

90. Corporations normally do not pay out all of their net income to their stock-holders 
in the form of dividends. 

91. A balance sheet follows the basic accounting equation 

A. assets = liablities. 

B. assets = liabilities - capitalization. 

C. assets = liabilities ~ stockholders* equity. 

D. assets = liabilities + stockholders' equity. 

92. Accounts receivable are 

A. debts incurred by the corporation's customers. 

B. notes due from banks. 

C. mortgages held by the corporation. 

D. overdue debts of the corporation. 
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93. Depreciation is terrned "accumulated depreciation" on a balance sheet because 

A, machines and equipment become worn out or obsolete, 

B, the rate of depreciation allowed by the IRS depends on the type of building 

C, it is not an out-of-pocket expense 

D, the rate of annual depreciation is accumulated oyer the years 

94. Accounts payable are 

A. a current liability 

B. a current asset 

C. a long-term liability 

D. a part of capital stock 

95. Depreciation is not 

A. an out-of-pocket expense 

B. deductible under IRS rules 

C. a bookkeeing item 

D. a decrease in the value of fixed assets 

96. Current ratio is computed by dividng 

A. current assets minus inventories by current liabilities 

B. current assets by current liabilities 

C. current liabilities by current assets 

D. current assets by liabilities and stockholders' equity 

97. One the the following indicates the profitability of a company: 

A. pretax profit margin. 

B. current ratio 

C. acid test ratio 

D. times-interest-earned ratio 

98. Net income on stockholders' equity is computed by dividing 

A. the stockhoders' equity by the net income 

B. the net income by the stockholders' equity 

C. the stockholders' equity by sales 

D. the net income by the number of outstanding shares. 

99. Earning per share is computed by dividing 

A. the net income by the number of outstanding shares 

B. the number of outstanding shares by the net income 

C. the gross income by the number of outstanding shares 

D. the number of outstanding shares by the gross income 

100. Dividend return per common share is computed by dividing 

A. the current market price of a share by the dividend 

B. the current assets by the current liabilities 

C. the book value per share by the dividend 

D. the dividend per share by current market price. 
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Multiple Choice: 



OCCUPATIONAL CATEGORY: FINANCE S CREDIT 
INSTRUCTIONAL AREA} MATH 



1. Add the following numbers: 76430 + 61732 + 720 + 32146 + 18 + 683. 

A. 177129 B. 277119 C. 182729 D. 171729" E. none of these 



2. If one dozen items cost $14.00, then 48 items cost: 
A. 691.20 B. 57.60 



3. 18% of 521.00 equals: 

A. 9378 B. 937.80 

4. 24 is is% of what number? 
A. 1,500 B. 240 



C. 56.60 
C. 93.78 
C. 150 



Add the following numbers: 6231 + 132 + 1326 + 2163 + 62 
A. 9915 B. 9814 C. 9124 



6. 26.7% of 300 equals: 
A. 80.10 B. 80.01 



80.001 



7. Change the fraction, 7/8, to a percent: 
A. 8.75 B. .875 C. .975 

8. Change the fraction, 2/5, to a percent: 
A. 42 B. 4.2 C. 35 

9. Change 75% to a fraction: 

A. 7/8 B. 3/4 C. 5/8 



D. 566.00 

D. 9.378 

D. 15 

326 + 2 

D. 9914 

D. 801.0 

D. .775 

D. 3.5 

D. 5/4 



E. none of these 

E. none of these 

E. none of these 
2 

E. none of these 

E. none of these 

E. none of these 

E. none of these 

E. none of these 



Use the following information for questions 10-13. Red Zombie, an employee 
for Ace Dept. Store receives a 30% discount on all purchases. He buys the 
following items with the prices listea. (1) doll house @ $12.95; (3) Cry 
Baby dolls @ 6.95; (2) tool boxes @ $40.99; (1) gum ball machine 0 $4.22. 

10. What is the total retail price, excluding ta\ of the purchases? 

A. 120.00 B. 72.25 C. 65.11 D. 115.50 E. none of these 



11. What is the net price Red will pay excluding tax? 
A. 45.58 B. 84.00 C. 50.58 D. 80.85 



none of these 



12. If the tax percentage is 4% what is the amount of tax Red will p-ay? 

A. 3.36 B. 33.60 C. .36 D. 1.82 E. none of these 

13. How much money, excluding tax, will Red Zombie save because of his discount? 
A. 37.00 B. 35.00 C. 42.00 D. 19.53 E. none of these 

Complete the following extensions. 



14. Zh yards @ .40 equals 

A. 1.00 B. .10 C. 10.00 

15. 1^ dozen ? .76/doz. equals 

A. .59 B. .76 C. .89 

16. 2h doz. @ .25 each equals 

A. .57 B. 9.00 C. 9.57 

17. 32 oz. steak 9 $2.79/1b equals 

A. 2.79 B. 5.25 C. 5.58 



D. 5.00 

D. .95 

D. 7.75 
D. 2.81 

10 P. 



E. none of these 

E. none of these 

E. none of these 

E, none of these 



Use the following information for questions 18—35. Jon Denton," manager of fiJzzy 
Dean's Department Store, has broken his calculator. He needs your help in pre- 
paring a report by giving him the answers to questions 18-35. Use the sales 
information below. 





Monday Tuesday 


Wednesday 


Thursday 


Friday Total 


DeptA 760.30 21.60 • 


476.20 


100.90 


1000.90 




B 720.30 273.40 


540.60 


542. 


10 


624.10 




Q 420.00 674.30 


532 


.10 


473.00 


932.20 




Q 375.00 550.00 


671 


.10 


472. 


20 


876.70 




E 41.25 100.60 


524.80 


872. 


70 


236.80 


Total 


18. 


Monday's total sales are: 

A. 2326.85 B. 2316.85 C. 


2316.75 


D. 


2316.86 


E. 


none of these 


19. 


Tuesday's total sales are: 
A. 1692.00 B. 1699.80 C. 


1619.90 


D. 


1619.91 


E. 


none of these 


20. 


Wednesday's total sales are: 
A. 3744.80 B. 3744.90 C. 


2744.80 


D. 


2745.80 


E. 


none of these 


21. 


Thursday's total sales are: 
A. 2460.80 B. 2460.90 C. 


2461.80 


D. 


2461.70 


E. 


none of these 


22. 


Friday's total sales are: 

A. 3670.70 B. 3670.60 C. 


37.70 


D. 


3770.60 


E. 


none of these 


23. 


Department A's total sales for 
A. 23590.90 B. 2360.80 C. 


the week 
2359.80 


are: 
D. 


2459.80 


E. 


none of these 


24. 


Department B's total sales for 
A. 2700.60 B. 2700.40 C. 


the week 
2700.50 


are: 
D. 


270.06 


E. 


none of these 


25. 


Department C's total sales for 
A. 3031.60 B. 3131.60 C. 


the week 
3032.60 


are: 
D. 


3029.60 


E. 


none of these 


26. 


Department D's total sales for 
A. 2944.90 B. 2945.00 C. 


the week 
2945.20 


are: 
D. 


2945.10 


E. 


none of these 


27. 


Department E's total sales for 
A. 1776.15 B. 1776.16 C. 


the week 
1776.25 


are: 
D. 


1776.14 


E. 


none of these 


28. 


What percentage of the total sales were 
A. 18.4% B. 19.4% C. 18.1% 


from Department A? 
D. 19.1% E. 


all of these 


29. 


What percentage of the total sales were 
A- 27% B. 22% C. 21% 


from Department B? 
D. 20% ,E. 


all of these 


30. 


What percentage of the total sales were 
A. 22.7% B. 23.7% C. 2.37% 


from Department C? 
D. 2.3% E. 


all of these 



31. What percentage of the total sales were from Department D? 

A. 22% B. 23% C. 24% D. 25% E. All of these 

32. What percentage of the total sales were from Department E? 

^' 22% B. 23% C. 24% D. 14% " E. all of these 

33. What percent of Thursday's sales were in Department C? 

A. 1.91% B. 19.1% C. 20.2% D. 19.2% E. none of these 

34. What percent of Department A's sales were made on Friday? 

A. 40.4% B. 24.4% C. 44.2% D. 42.4% E. none of these 

35. If the month's sales were $50,000., what percent of those sales were made 
this week? 

A. 2.25% B. 22.5% C. 26.2% D. 27.8% E. none of these 

Sam Snuff, owner of Snuff's Stuff, Inc., needs 130 wiffle balls for the Christmas 
season. He needs the merchandise soon. He has four possible sources from which 
to buy. They are summarized as follows: 



Supplier #1 terms 



ordinary dating 
bill due in 30 days 
45 day delivery 



Supplier #2 terms 



n/30 EOM 

45 day delivery 



Supplier #3 terms 



30 day delivery 
5/10; n/30 MOM 



price 
quantity 
50-75 
76-100 
101-125 
126-150 
151-175 
176-200 

price 



price 
$2.25 
2.20 
2.15 
2.10 
2.05 
2.00 



$2.75 with discounts of 
20%, 10%, 5% 

price $2.06 



Supplier #4 terms 

30 day delivery 
1/15; n/45 ROG 

36. Supplier #1 is giving a: 

A. cash discount B. chain discount C, 
E. none of these 



price $2.00 



quantity discount D.. seasonal discount 



37. Supplier #2 is giving a: 

A. cash discount B. chain discount C. quantity discount D. seasonal discount 
E. none of these 

38. Supplier #3 is giving a A. cash discount B. chain discount C. Quantity discount 
D. seasonal discount E. none of these 
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Supplier #4 is giving a*. A. cash discount' B. "chain dfscoi r<t C. quantity 
discount D. seasonal discount E. none of these 

The net price from supplier #1 would be; A. 266.50 B. 273.00 C. 279.50 
D. 286.00 E. none of these 

The net price, including discounts, from suppliers #2 would be: A. 357.50 
B. 355.70 C. 244.00 D. 244.40 E. none of these 

.The net price from supplier #3, including discount, would be: A. 253. bO 
B. 267.80 C. 255.30 D. 254.41 E. none of these 

The net price from supplier #4, including discountv, would be: A. 254.70 
B. 257.40 C. 260.00 D. 260.50 E. none of these 

If the balls are needed within iiO days the buyer should buy from A. #1 
B. #2 C. #3 D. #4 E. none of these 

If the balls are needed within 35 days the buyer should buy from A. H 
B. #2 C. #3 D. #4 E. none of these 

If the store buys from supplier #1 and his invoice was dated Nov. 16, and he 
receives the merchandise on Nov. 30, when would the bill be due? A. Nov. 30 

B. Dec. 16 C. Dec. 15 D. none of these 

If the store buys from #2, the invoice is dated Nov. 16 and he receives the 
merchandise on Dec. 1, the bill would be due on; A. Dec. 30 B. Dec. 31 

C. Dec. 16 D. Nov. 30 E. None of these 

If the store buys from #3, the invoice is dated Nov. 14, and the merchandise 
is received on DeC, 1 , what day do the terms start? A. Nov. 30 B. Nov. 15 
C. Nov. 14 D. Nov 25 E. none of these 

What is the last day to take advantage of the discount from supplier #3? 
A. Dec. 1 B. Nov. 30 C. Nov. 24 D. Nov. 25 E. none of these 

What is the due date if the discount is not taken? A. Dec. 15 B. Dec. 30 

C. Dec. 14 D. Dec. 1 E. none of these 

If the store buys from #4, invoice is dated Nov. 16, and merchandise is received 
on Dec. 1, what day do the terms start A. Nov. 30 B. Nov. 15 C. Dec. 1 

D. Dec. 15 E. none of these 

What is the last day to take advantage of the discount for supplier #4? 
A. Dec. 1 B. Dec. 15 C. Dec. 16 D. Dec. 30 E. None of these 

What is the due date if the discount is not taken? A. Jan. 30 B. Jan. 15 

C. Jan 14 D. Jan. 15 E. None of thse 

Ordinary dating means A. terms start when merchandise is ordered B. terms 
start on invoice date C. terms start when merchandise is received d! terms 
start at owners discretion E. None of these 

ROG dating means A. Terms start when merchandise is ordered B. terms start 
on invoice date C. terms start when merchandise is received D. terms start 
at owners discretion E. none of these 

EOM dating means A. terms start when merchandise arrives B. terms start on 
last day of the month C. terms start on the first day of the following month 

D. terms start or 15th of the month E. none of these 



57. MOM means A, terms start when merchandise arrives B. terms start on the 
^ , last day of the month C. terms start on the first day of the following month 

D. terms start on ]5th of the month E. None of these 

53. Anticipation is A. terms are anticipated by buyer - B. seller allows interest 
to be subtracted according to how early bill is paid C. buyer pays interest, 
if bill is paid early D. you anticipate this answer E. none of these 

59. Extra dating is A. buyer and seller start dating B. terms start as usual 
c. terms start whenever buyer desires D. allowing extra days before terms 
start E. none of these 

Use the following information for problems 60 - 71. Last years sales by month 
Jan = 2,480. Feb = 8,250 March » 7,000 April ^ 14,500 May r 12,450 June = 14,750 
July = 15,400 August = 16,400 Sept.= 17,800 Oct. - 21,700 Nov. = 29,300 Dec. = 37,250. 
Management expects the following changes in sales for the following year. Changes 
are expressed in percents. Jan = +4% Feb. = -.2% March = +12% April = +5% 
May = +7% June = -.5% July = +8.5% August = +14% Sept. = -2.7% Oct. = +10% 
Nov. = +6% Dec. = -1.5% 

60. January sales will be A. 257.90 B. 2597. iJO C. 25,979.20 D. 25792.00 

E. None of these 

61. February sales will be A. 8415.00 B. 800.50 C. 8085.00 D. 84150.00 
E. none of these 

62. March sales will be A. 6160.00 B. 7804.00 C. 6106.00 D. 7840.00 E. none 
of these 

63. April sales will be A. 13,775.00 B. 1522. oO C. 1377.50 D. 15,225.00 
E. none of these 

64. May sales will be A. 1332.15 B. 13,321.50 C. 14,442.80 D. 11,578.j0 
none of these 

65. June sales will be A. 14,012.50 B. 1401.25 C. 14,676.25 D. 1467.63 
E. none of these 

66. July sales will be A. 1478.40 B. 16,016.00 C. 16,061.00 D. 14,784.00 
E. none of these 

67. August sales will be A. 14,104.50 B. 14,104.60 C. 1869.90 D. 18,696.00 
E. none of these 

68. Sept. sales will be A. 22,006.50 B. 2260.()0 C. 22,606.00 D. 17,319.40 
E. none of these 

69. October sales will be A. 23,870.00 B. 1953.00 C. 19,530.00 D. 19,535.00 
E. none of these 

70. November sales will be A. 31,085.00 B. 27,524.00 C. 27,542.00 D. 31,080.50 
E. none of these 

71. December sales will be A. 36,691.25 B. 31,662.50 C. 42,837.50 D. 37,u08.75 
E. none of these 

72. An item costing $10. UO with expci.ries of $2.b0 would have to sell for what and still 
make a profit of $2.00. A. 16.:j0 B. 12.L.0 C. 14.50 D. 14.00 E. None of these 
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73. An item selling for $52.00 with expenses of $18.50 and making a profit of $6.00 

/ . cost at the stors A. 48.00 B. 275.00 C. 25.70 D. 27.50 E. none of these 

74. An item costing $25. CO sells for $50.00 with expenses of $32.50 will have a profit 
of A. 7.60 B. 5./0 C. 7.05 D. 5.07 E. none- of these 

Use the following graph to help answer questions 75-89 
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During what month was the dollar amount of profit the highest? A. September 
B. November C. May D. December E. none of these 

During what month was the percentage of profit the highest? A. September & August 
B. August & July C. August & December D. December & June E. none of these 

What is the total dollar amount of profit? A. 50,000 B. 52,000 C. 5,200 
D. 45,000 E. none of these 



78. What is the approximate dollar average of profit during the year? A. 466.67 
B. 4, 066.67 C. 433.33 D. 4,333.33 E. Several of these 



Which months had a dollar profit of $3500? A. June B. March C 
E. none of these 



The lowest amount of dollar profit was A. 3.00 B. 30.00 C 
E. none of these 

During how many months did the store make $4,500 in profit A. 1 B 

D. 4 E. none of these 

The monthly average percent of profit is A. 3.14% B. 

E. none of these 



May D. Pec. 
300.00 D. 3000.00 
2 C. 3 
4.13% C. 5.2% D. 
126,066.00 



4.3% 



What are the total sales during the year? A. 126,060.60 B 
C. 1,260,606.06 D. 1,250,000.00 E. none of these 

What percent is January's dollar profit less than the monthly average? A. 82% 

B. 25% C. 31% D. 69% E. none of these 

What is the difference in the percentage of profit between April & November? 
A. .5% B. .05% C. 5.': D. 50% E. none of these 

The dollar amount of sales for the month of August is: A. 

C. 90,000.00 D. 9000.00 E. none of these 



4,500.00 B. 900,000.00 
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•87. The dollar amount of sales for May is: A. $125,000.00 B. 12,500.00 C. 50,000,00 

D. 500,000.00 E. none of these 

88. The difference between the total dollar amount of sales of August and May is: 

A. 3,500.00 B. 4,000.00 C. 40,000.00 D. 35,000.00 E. none of these 

89. What is the difference in dollar profit between December and May? A. 5000.00 

B. . 500.00 C. 1000.00 D. 50.00 E. none of these 

90. AJd 937 and 9.3702: A. 94639 B. 9463.702 C. 946.3709 D. 946.3702 E. None 
of these 

91. Add 6231 and 427.6231: A. 6658.6231 B. 6685.6231 C. 70,000.00 D. 66.58 

E. none of these 

92. Add 732 and 37642 and 3824.04: A. 5000.00 B. 42198.04 C. 42198 D. 4219.804 
E. none of these 

93. Multiply 732 by 62.6: A. 45832.2 B. 45823.2 C. 4582.32 D. 45822.3 
E. none of these 

94. Multiply 73245 by 63156: A. 4625861220 B. 4625860020 C. 4625681220 

D. 4652681220 E. none of these 

95. Multiply 21432 by 98743:A. 2116257699 B. 2116259976 C. 21122659976 D. 2112658876 

E. none of these 

96 You need 150 items costing $25.00 each with terf^s of 5/10 n/30. The total price, 
excluding discount is: A. 187.130 B. 3562.50 C. 375.00 D. 3750-00 e. None of 
these 

97. The amount of the discount is: A. 187.50 B. 3562.50 C. 375.00 D. 3750.00 
E. none of these 

98. The price including discount is: A. 187.50 B. 3562.50 C. 3750.00 . D. 375.00 
E. none of these 

99. Another supplier gives you a price for the same item of 32.00 with discounts of 
10% 5%. The net price from this supplier is: A. 3898.00 B. 3889.80 C. 3898.90 
D. 3899.00 E. none of these 

100. Which supplier is cheaper? A. #1 B. #2 C. Same from both D. both E. 
none of these 



Section I: True - False 



OCCUPATIONAL CATEGORY; FINANCE & CREDIT 
I 

INSTRUCTIONAL AREA: OPERATIONS 



!• The •'three C*s" are the factors that a merchant checks to 

determine whether or not an applicant is a good credit risk. 

2. The credit interview gives the stor«? an opportunity to have 
its credit interviewer advise the customer of the advantages 
of having a good credit rating. 

3. The local credit bureau usually checks the application • 

4. Stores normally attempt to discourage credit use because it 
tends to decrease patronage of the store. 

5. The customers signature on the charge sales check only serves 
to prove the customer made the purchase. 

6# About 5% of all accounts receivable require garnishment or 
other formal or legal action. 

7. A store may determine an individual customer's buying habits 
by his credit billings. 

8. Credit' cards add little to the total cost of goods for consumers. 

9. Financial statements help to measure the firm's financial 
success. 

10. The income statement states the firm's financial position on 
a given date. 

11. The balance sheet measures the firm's success in making a 
profit. 

12. The cash flow statement shows where money has come from and 
where it has been spent. 

13. When opening the teller's \%'indow, there is a specific com- 
partment in the cash drawer for each denomination of coins 
and currency. From left to right, the fromt compartments 
ai*e for pennies, nickels* dimes, and quarters. 

14. When a customer is making a deposit at the tellers window, 
the first thing the teller should do after greeting the 
customer, is to mention the amount of deposit and amount 
received. 

15. When a customer is making cash deposit, the teller should 
place the money in the cash drawer immediately. 

16. It is not important for the bank teller to count back the 
change after a deposit. 

17. When taking large denominations of bills, you should always 
check both sides of the bill. 



18, When a store is choosey as to whom it chants credit and is 
stric': in its collection policy, it has liberal credit and 
strict collection policy. 

19, Strict credit and liberal collection policies is when credit 
is granted to all con-^Umers and there is no pressure in 
collections. 

20, The liberal C(-.llection and strict credit policy is used when 
a store grants ;jredit to anyone and there is no pressure in 
the collections of late accounts. 



Section II: Matching Multiple Choice 

A. Commercial Bank C Non-Commercial Bank E. Investment 

B. Savings Bank D. Trust Company Bank 

21. Permitted to perform bank functions in addition to quaranteeing 
titles and managing real estate. 

22. Specializes in accepting savings accounts. 

23. Confines its business largely to transactions with business- 
men and business institutions. 

24. Primarily interested in promoting the organization, financing 
and management of industrial concerns. 

A. Endorser C. .J)rawer E. Endorsee 

B. Co-signer D. Drawee 

?5. A person who guarntees that the loan to another person will 
be repaid. 

26. The person who endorses a negotiable instrument and transfers 
it to someone else. 

27. The person who receives a negotiable instrument. 

28. The bank that is ordered to transfer or pay the negotiable 
instrument. 

A. Prime Rate Cc Legal Rate E. Cashier's Check 

B. Certified Check D. Contract Rate 

29. The lowest rate of interest. 

30. The bank may charge this rate of interest in the absence of 
any agreement as to the interest rate. 

31. Check upon which the bank guarantees that there is money 
being held specifically to pay the check when presented. 



32. 



Check on the bank that issues it. 



A. Restrictive Endorsement D, Special Endorsement 

B. Blank Endorsement £• Qualified Endorsement 

C. Cashier's Endorsement 

33« Used when the endorser does not want to assume any further 
responsibilty for the negotiable instrument, 

34. The negotiable instrument is payable to and the funds are for 
the use of only one purpose as specified, 

35. The negotiable instrument must be signed by the person to 
whom it was sent before it can be transferred to anyone else* 

36. Permits the negotiable instrument to be transferred to some- 
one else without any restriction, 

« 

A, Intermediate Credit C, Revolving Credit E. Long-Term 

B. Short-Term Credit D, Installment Credit Credit 

37. Credit extended on account to be paid in 30 days to one year. 

38. Credit extended on account to be paid in 1 to 5 years. 

39. Credit extended on account to be paid in regular payments 
until goods are paid for. 

40. Credit extended on account to be paid in regular monthly 
payments depending upon amount of the unpaid balance of 
the account. 



Section III: Multiple Choice 

41. In our economy "the is where lenders and borrowers 

meet." (A) Bank (B) Finance Company (C) Buyer's Market 
(D) Credit Market (e) None of Above 

42. If our economy is operating at full steam, the creation of 
additional money can do little except: (a) decrease prices 
(B) increase prices (C) keep prices stable (D) make 
prices unstable .(e) None of above 

43. A personal check is written and signed by (a) the individual 
offering it (u) the person receiving it (C) the financial 
institution (D) B and C (e) wone of above 

44. The check that is most susceptible to fraud is (A) personal 
(B) government (C) two party (D) Traveler's (e) None 

of above 

45. A money order (A) can be passed as a check IB) is usually 
sent in the mail IC) can be sold in stores (D) all of 

EBsJC these IE) None of these , ^ -27- 



Unless presented with a current automobile operator's license, 
you should not accect as identification (A) library cards 
IB) Social Security* cards (C) birth certificates (D) all 
of the above (E) None of the above 

A big reason why stores get stuck with bad checks is because 

(A) people feel* they make too much profit (B) of employee 
apathy (C) people are dishonest ( D) of employer incentives 
(E) None of the above 

Most checks returned because of insufficient funds (A) are 
written by dishonest people (B) is the banks collection 
problem (C) clear the second time you deposit then 

(D) must be prosecuted immediately (E) None of the above 

The service charge per month for retail installment accounts 
is generally (A) 0% (B) 5% (C) 1.596 (D) 6% (E) 1856 

The credit plan that imposes a limit on the amount to be 
charged and requires a monthly payment depending on the 
amount owed is called the (A) Ready Credit Plan (3) Revolving 
Charge (C) Regular 30 day Account (D) Installment Account 

(E) None of the above 

A business firm determines the amount of credit to extend 

by the customer's (A) character (B) capital (C) capacity 

(D) all of these (E) None of these 

Information about applicants for consumer credit is secured 
by businesses from (A) banks (3) credit bureaus 
(C) employers (D) A and B only (E) A, B, and C 

Loans are granted by all of the following exceot: (A) banks 

(B) credit unions (C) finance companies (D) credit bureaus 
(E; None of the above 

The following business (es) rely on credit to assist then 
in business operations, (a) wholesalers (B) retailers 

(C) agents (d) manufacturers (E) All of these 

Dating, as related to business, refers to: (A) the practice 
of placing a date on the invoice that indicates when terrs 
will begin to apply (B) the socializing between males and 
females (C) the practice of placing the date of purchase 
on the invoice (D) the practice of placing the date the 
merchandise was shipped on the invoice (E) None of the above 

In evaluating a credit applicant v/hich of the following 
factors should be given the most weight: (A) ability to 
pay (B) business history (C) prospects for future 
tm associates (E) wealth 




In filling out his application, the potential credit cus 
tomer gives {A) job record (B) other credit accounts 
(C) marital status (D) employer {e} all of the above 




58. All of the followinc are classified as current asnets except: 
(A) cash (3) accrued income (C) interest income ( D) notes 
receivable (E) account receivable 

59. Notes that a business gives creditors, for which it will 
later pay cash, are called (A) notes receivable (B) notes 
payable (C) bonds ( D) stocks (E) none of the above 

60. The debtor of any credit transaction is the person (A) who 
borrows the money (B) who loans the money (C) who sells 
the good or service (D) .who is financially wealthy 

(E) None of the above 

61. Which of the following are/is considered a fixed asset 

(A) merchandise inventory (B) supplies (C) office equip- 
ment (D) both A and B (E) All of these are fixed assets 

62. Which of the following are/is considered operating expenses 

(A) salary expense Tb) delivery expense (C) .supplies 
expense ( D) only B and C (E) ^11 of these are operating 
expenses 

63. Which of the following are/is a current liability: (A) notes 
payable (B) allowance for bad debts (C) delivery expense 
(d) both A and B (E) all of these are current liabilities 

Initially credit was issued (A) only to wealthy customers 

(B) by small businesses needing increased sales to remain in 
business (C) at the customers request only (D) by large 
businesses to run small businesses out of business 

(E) None of the above 

65. In 1968 President Lydon B. Johnson signed the (A) Federal 
Credit Protection Act (B) Consumer Credit Protection Act 

(C) Truth-in-Credi+ . Act ( D) Federal Consumer Credit 
Control Act (E) Hone of the above 

66. The first state to have a law to protect consumers was 
(A) Kansas (B) Ohio (C) New York ( D) Massachusetts 
(E) Illinois 

67. The fastest growing type of credit today is (A) regular - 
30 day accounts Tb) installment credit (C) revolving 
charge (D) coupon book plans (E) None of these 

68. The customer's credit limit is established and 



64. 



equal to this credit limit is issued to the customer, 
(A) a regualr 30 day account (B) installment credit 
(U) an option terra plan (D) a coupon bock plan (F) None 
of the above 

69, The credit application includes space(s) for information 

on: (A) the name and address of the customer (B) how long 
he has lived at that address (C) whether he owns his home 
or rents ( D) A and C only (E) All of the above 
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An applicant's character refers to (A) his ability to pay 
(B) his income (C) the assets of the individual (D) hi 
willingness to accept responsibility (E) None of these 



s 



71 • An applicant's capacity refers to: (A) his ability to pay 

(B) his willingness to accept responsibility (C) the assetn 
of the individual ( D) length of time individual has held 
one 50b (E) None of the above 

72. An applicant's capital refers to (a) his ability to pay 

(B) his willingness to accept responsibility (C) the assets 
of the individual ( D) length of time individual has held 
one Job (E) None of the above 

73. Of the "three C's'' of credit, is considered 

the most important, (a) character CBj conditions 

(C) capacity (u) capital (E) None of these are more im- 
portant than the others. 

74. Cycle billing refers to (A) delivery of bills on bicycles 

(B) monthly billing of accounts ' (C) rotating the billing 
periods of customers (D) both B and C (E) None of these 

75. About of all store accounts receivable require some 

action by the retailer to enforce payment beyond the routine 

means of reminders* (A) 8% (B) 15% (C) 229^ (D) 80% 
(E) None of these 

76. A store may obtain records from charge accounts on (A) fre* 
Quency of shopping (B) effects of advertising on purchases 
Cc) relationship of purchases to each other in a similar 
category (D) A and C (E) All of the above 

77. The retailer must pay the credit card company a percentage 

of each sale normally (A) 1 to 3% (3) i to 2% (C) 3 to 6% 

(D) 2 to A% (E) None of the above 

78. If a credit card holder loses his credit card he may be 
held l-iable for (a) the first S50. (B) the first SIOC. 

(C) the first 5500. ( D) all purchases made before credit 
card company is notified (E) None of the above 

79. The federal act which regulates companies which review 
personal financial records is (a) Fair Credit Billing Act 
(b) Equal Credit Opportunity Act (C) National Credit 
Reporting Act (D; Fair Credit Reporting Act (E) None 
of the above 

80. The federal act which makes it "unlawful for any creditor 

to discriminate against an applicant because of sex or marital 
status is (a) Fair Credit Billing Act (B) Equal Credit 
Opportunity Act (C) National Credit Reporting Act 

(D) Fair Credit Reporting Act (E) None of the above 

81. This act allows merchants to offer discounts to customers 
who pay cash instead of using credit cards. (A) Fair 
Credit Billing Act (B) Equal Credit Opportunity Act 
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(C) National Credit Reporting Act (D) Pair Credit Reporting 
Act (£) None of the above 

82. This act states "a creditor shall not request information 
about birth control practices or family planning intentions 

(A) Pair Credit Billing Act (B) Equal Credit Opportunity 
Act (C) National Credit Reporting Act (D) Fair Credit 
Reporting Act (E) None of the above 

83. Each morning a supply of change for use during the day must 
be placed in the tellers window. This is called: (A) the 
days receipts (B) the bank (C) drawer of money 

(D) the working cash (E) None of the above 

84. When a bank teller counts back your change after a deposit, 
he' should start counting (A) with the amount of the deposit 

(B) with the amount the customer gave him (C) backwards 
from the amount given him (D) just give the customer 
back his change (E) None of the above 

t 

85. All of the following are characteristics of installment 
credit except (A) usually requires a down payment (B) the 
seller has the right to repossess the goods (C) the 

* customer owns the article at the time the sale is mkde 

(D) interest amounts must be stated in exact dollars 

(EJ All of the above are characteristics of installment credit • 



Section IVs Case Problem Multiple Choice 



® 




after date 



promise to 



pay to the order of 



Payable a: 



Dollars 



Value received with interest at 



Si 



No. Due (11 



PROMISSORY NOTE 



In the following questions, you will be asked to analyze 
the above promissory note. 



I 



86. Number one refers to (a) date on which note is due (B) date 
on which note is issued (C) date on vhich note is requested 
(D) date on which bank was founded (E) None of the above 

87. Number two refers to (A) date on which note is due 

(B) day on which note is issued (C) the amount the borrower 
promises to pay (D) period of time from the date of issue 
until note is to be paid (E) the person who promises to 
make payment. 

88. Number three refers to (aJ the principal IB) the principle 

(C) payee (D) maker (E) drawer 

89. Number four refers to (a) the principal (B) the principle 
(C) payee (D) maker (E) date note was issued 

90. Number five refers to (a) rate paid for the use of money 
(B) maturity value of note (C) amount borrowed (D) date 
note is due (E) None of the above 

91. Number six refers to (a) date on* which note is issued 
(B) days from date of issue until the note is to be paid 
(c) the one to whom a note is payable (D) date on which 
note is due (E) the payee 

92. Number seven refers to (a) the bank officers authorization 
signature (B) the maker (c) the payee ( D) the signature 
of the person who receives the note (E) None of the above 



Walker-V/ilson Company 
Income Statement 

For year ended December 31. 1975 



-Net sales 

Cost of goods sold 
Gross profit 

Less: Operating expenses 
Selling 

General and administrative 
Lease payment on office bldg. 
Gross operating income 

Depreciat ion 
Net operating income 
Add: Other income 
Hoyalities 
Gross income 

Less: Other expenses 

Interest on notes payable 
Interest on first mortgage 
Interest on debentures 
Net income before income tax 
Federal income tax (at 4C^) 
Net income, afer income tax, available 
to common stockholders 

Earnings per share (EPS) 



922,000 
40,000 
28.000 



$ 8,000 
25,000 
12.000 



$3,000,000 
2.5B0.000 
S 420,000 



90.000 
$ 330,000 
100.000 
$ 230,000 

15.000 
3 245,000 



45.000 
% 200,000 
80.000 

S 120.000 
8 ,P(J 
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Walker-Vilson Company 
Balance Sheet (thousands of dollars) 



Assets 

J)ec, 31, 1974 Dec. 51, 1975 



liabilities 

Dec. 31, 1974 Dec. 31, 1975 



28h 

irketatle 

securities 
jceivables' 
iventories 

Total current 
assets 
ross plant and 

equipment $1,610 
3ss*depreciation „ , 400 
3t plant and 

equipment 



S 52 

175 
?50 
355 

» 832 



1,210 



$ 50 

150 

\ 200 
300 

$ 700 



tl,800 

500 



1>30Q 



Total Aesits 



I2«042 



> 2.000 



Accounts payable $ 67 

Notes payable, 89^ 110 
Accruals 10 
Provision for federal 

income taxes 
Total current 
liabilities 
First mortage 

bonds, % 520 
Debentures, H 200 
Common Stock 

(600,000 shares) J600 $600 
Retained ea^ninfis 352 129 

Total net 
worth 



60 
100 
10 



JLJ2 

3 342 » 300 



500 
200 



000 



Total 
Liabilities 



J80 



i 

w 
I 
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Wtlker-Wllson Company 
Statement of retained earnings " 
For year ended December 31, 1975 (thousands of dollars) 



Balance of retained earnings, Dec, 31, 1974 
Add: Net income, 1975 



S380 
120 

«500 
100 

S400 



Less: Dividends to stockholders 
Balance of retained earnings, Dec. 31, 1975 



Given the above financial statements for Walker-Wilson Company, 
answer the following questions. 

93. The current ratio for the Walker-Wilson Company is (rounded 
to hundreds) (A) 2.4 (B) 2.33 (C) .43 (D) .48 

(E) None of the above 

94. The quick or acid ratio for the Walker-Wilson Company is 
(rounded to hundreds) (A) 1.33 (B) .75 (C) .67 

(D) 1.5 (E) None of the above 

95. The debt ratio for the Walker-Wilson Company is (rounded to 
the nearest percent) (a) 3356 (B) 1000S6 (C) 105^ 

(D) 50% (E; None of the above 

96. The inventory turnover ratio for the Walker-Wilson Company 
is (A) 12 times (B) 10 times (C) 8 times (D) 4 times 

(E) None of the above 

97. The gross operating income for the Walker-Wilson Company 
is (A) 8235,000 (B) 8230,000 . (C) $420,000 

<D) $330,000 (E) None of the above 

98. The Walker-Wilson Company had an increase in total net 
worth of (A) 81, 000 (B) 820 (C) 82,000 (D) 55500 
(E) None of the above 

99. The Walker-Wilson Comrjany had a gross income of (A) 8330,000 
(B) 8200,000 (C) 8120,000 CD} 3245,000 (E) None of the 
above 

LOO. Dividends to stockholders for the Walker-Wilson Company is 
(A) 8100 (B) -310,000 (C) $100,000 (D) 81,000 
(E) None of the above 
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OCCUPATIONAL CATEGORY! FOOD MARKETING 



INSTRUCTIONAL AREA: ADV1::rTISING 

Tlic compnny you work for is planning to open a new grocery store. 
The area they have chosen is an outlying district of a large city*. Tliiey 
have located within a small shopping center with eight other stores, n6ne 
of which are grocery. In fact, there Is no other grocery store In the 
general area. Within walking or short driving distance there are about 
3»000 families whose Incomes are estimated to be In the mid to upper In- 
come area. 

Because your store Is Just beginning business next month, you need 
to set up an advertising budget. Although you plan to spend .5% of sales 
each month on advertising, this month you have set aside an additional 
sum of $2,000 to be spent on promoting the new store. Although normally 
your advertising dollars will go to newspaper advertising,. this month* you 
Hill want to use some other types of media. You have checked within your 
community and found the following rates apply: 

Newspaper $500 riper page, $250 per half page 
Radio $25 per 30 seconds, $40 per 1 minute 
Direct mall 23c per unit 
T.V. $200 per 30 seconds 

Plan your advertising to make the best use of your money budgeted. 
You may use one or all of the media listed, or If you have other Ideas, 
you could present them. 

Grand opening day will be May 12. Good Luck! 
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Food Marketing 
Advert lain 6 



EVALUATION INSTRUMENT 



Judge will rate each participant on a scale of 1 - 10, with 10 being 
the highest and 1 being the lowest score. 



1. Was participant well prepared? (Ideas on paper, etc.) 

Yes No 

1 2 3 4 5 6 7 8 9 10 

2. Did participant have a good mix of media? 

Yes No 

123456789 10 

3. Did participant suggest additional media? 

Yes No 

123456789 10 

4. Did participant have knowledge of advantages of various media? 

Yes No 

1 2 3 .4 5 6 7 8 9 10 

5. Could participant defend his Ideas? 

Yes No 

1 2 3 4 5 6 7 8 9 10 

6. Would participant's selection of media reach the largiest number of 
people? 

Yes No 
■ 1 2 3 4'i 5 6 7 8 9 10 

7. Did participant's' Ideas have merit? 

Yes No 
12345 6 789 10 

Total 
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OCCUPATIONAL CATEGORY: FOOD MARKETING 



INSTRUCTIONAL AREA: HUMAN RELATIONS 



1, Learning to act on problems and situations Is called developing 
skills. a. Initiative b. judgement 

c. business d. production e. both a and c. 

2. "Getting along with others" Is the definition of 



a. cooperation b. judgement c. human relations 
d. job effectiveness e. Both a and b. 

3. The main object of good human relations Is to gain the 

of other people. a. respect b. Influence c. affection 

d. cooperation e. all of the above. 

4. Studies have shown that when employees are allowed to have coffee 
breaks, production a. remains constant b. decreases 
slightly c. Increases d. decreases e. None of the 
above • 

5. People most often loose jobs because a. they cannot do the 
work b. they fall to get to work on time c. they can't 
get along with people d. they do not produce enough 

e. None of the above. 

6. An employer gets a chance to size up a persons human relations 
abilities during a. the first week at work b. the Interview 
c. the first day of work d. None of" th« above. 

7. During the Interview, questions are always avoided that refer to 
a. Past work experience b. questions already asked on the 
application c. educational background d. reason for 
leaving the last job e. None of the above. 

8. Any advancement beyond a carry out boy or sacker will be evaluated 
by a. a proficient checker b. an executive from the home 
office c. your fellow employees d. your supervisor 

e. None of the above. 

9- Good human relations skills are not necessary If you work as 

a. a sacker b. a checker c. a stocker d. warehouse 
worker e. None of the above. 

10. If you want to tell a checker who has worked at your store for 

three years and this Is your sixth week, that she Is throwing 

merchandise too hard you must use a. courtesy b. kindness 

c. tact d. respect e. None of the above. 
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11. In order to Incourage a customer to return to your store It Is up 
to you to use a. tact b. courtesy c. good judgement 
d. Initiative e. None of the above. 

12. In a supermarket, the carry-out clerk Is Important because he Is 
the employee the customer sees a. first 

b. best c. last d. only e. None of the above. 

13. Getting along well with the customer Is referred to as 

relations. a. human b. customer c. good will 

d. employee e. All of the above. 

14. When applying for a Job In a supermarket the most Important trait 
In determining good character Is a. dependability 

b. enthusiasm c. Intelligence d. honesty e. None of the 
above. 

15. In food marketing and distribution It Is necessary to have a real 
In what other people think and feel. 

a. knowledge b. Interest c. aptitude d. touch 

e. None of the above. 

16. A person who does not let personal problems Interfere with Job per- 
formance Is said to be a. dependable b. enthtislastlc 

c. career minded d. Industrious e. None of the above. 

17. Most supermarkets promote people . 

a. Outside the store b. with college degree c. they know 
best d. from within the store e. none of the above. 

18. A cost conscious employee a. needs a raise more often 

b. Is thrifty with store time and supplies c. should be assigned 
to the task of marking stock d. needs very little pay to be 
happy e. None of the above. 

19. A loyal employer a. Is at work on time every day b. belongs 
to the Union c. does not tell anybody confidential Information 

d. shops at his own store e. None of the above. 

20. Misunderstandings and errors are most often the fault of Ineffective 
a. records b . bookkeeping c. communications d. employer 
relations e. None of the above. 

21. If you were stacking cans and one fell on your toe resulting in a 
trip to the hospital, the expense would be covered by 

a. Company policy on accidents b. Workmans compensation 

c. your health insurance d. companies employee Insurance 

e. All of the above. 

22. When an employee has lost his Job and cannot find work, the state 
pays him a. to find a Job similar to his old one 
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22. b. unemployment Insurance c. unemployment checks ot 3150 
per week d. unemployment refunds e. None of the above. 

23. The deduction from your paycheck used for pensions of retired 
workers or payment to support the dependants of a deceased 
worker Is called a. FICA b. State wltholdlng 

c. Federal wltholdlng d. Income tax e. None of the 
above. 

24. Division of work by different levels of responsibility and au- 
thority Is called a. horizontal division b. vertical 
division c. latteral division d. orlatlve division 
e. None of the above. 

25. If your store has clear out line of authority you will not have 
to answer to more than a. one Immediate supervisor 

b. one co-worker c. one subordinate d. one or two 
managers e. None of the above. 

26. When you are given more responsibility It should always be accompa- 
nied by corresponding a., pay b. authority c. ability 

d. work load e. None of the above. 

27. When you are In a position of high authority you are responsible 
for the acts of your a. managers b. company 

c. subordinates d. co-workers e. All of the above. 

28. An example of formal organization of communications In a super- 
market Is a. gossip b. the grapevine c. the 
bulletin board d. rumors e. None of the above. 

29. In order to know why another person acts the way he does you must 
make an effort to a. talk with him b. believe him 

c. understand him d. trust him e. None of the above. 

30. In order to have successful relationships with co-workers, you 
must a. accept the responsibility for your actions 

b. make excuses for them c. be loyal at all costs d. do 
a majority of the work e. None of the above. 

31. In the formal organization, communications are most often handled 
In form. a. written b. exclusive 

c. oral d. second person e. None of the above. 

32. A method of communication that Is usually faster than the formal 
coomunlcatlon system Is a. formal gossip b. the grape- 
vine c. written d. formal rumors e. None of the 
above. 

33. If you work In produce and one of your co-workers starts talking 
about the produce manager you should a. set the story straight 
b. be sure they have their facts straight c. not say anything 

d. Mk questions §• None of f h«« abov«. 
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34 • What is the intention of the department manager saying "make that 
dump cart overflow," You should a. ask him for more mer- 
chandise so you will have enough b. fill the cart as full as 
possible c. put some cans on the floor to make the cart appear 
overflowing d, tell him thats too many e. None of the 
above. 

35. You are the head checker and you see that on register 4, Sue and 
Bill are making slams at each other so you know you must 

a. go quickly and tell them to stop it b. make a judge- 
ment on its effect on the business then take appropriate action 

c. talk to the manager about the problem next week d. sche- 
dule them at different times e. None of the above. 

36. As a supervisor you must keep discipline among a. your subor- 
dinates b. your co-workers c. the managers d. your 
many customers e. None of the above. 

37. If you started as a sacker and now you are the manager of a large 
supermarket you can consider yourself as being beyond a. cri- 
ticism b . Improvement c. discipline d. satisfaction 

. .e. None of the above. 

38. As a supervisor you hear that many people are talking about co- 
workers and arguing with your suggestions » you are aware of a 
problem known as a. exhaustion b. morale c. per- 
sonal turnover d. productivity e. None of the above. 

39. Any clothing is appropriate for work if you work a. in the 
stockroom b. behind the counter all day c. up front at 
the register d. as a carryout e. None of the above. 

40. Joe works in the back room and has a habit of coming in 5 minutes 
late each day. As a supervisor you should a. fire him 

b. ask him to make up time lost c. tell him to correct the 
problem Immediately d. give him a book on company policy 

e. None of the above. 

41. If you have trained Sue to check very rapidly and accurately you 
should a. leave her alone b. check later to see how she 
is doing c. watch her daily for her first month at work 

d. check with the carry-out boy to see how she is doing 

e. All the above- 



42. The most Important thing an employee can do on a job Is called 
a. human relations b. job performance c. legibility 
d. loyalty e. None of the above. 

43. One of the most Important traits a person must have to work in a 
supermarket ie a. impathy b. apathy c. honesty 

d. loyalty e. None of the above. 
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44. You are head of paper products and find that all napkins are not 
being put out. As supervisor you must a. put more out even 

if you do it yourself b. insist on smaller orders c. con- 
vince your subordinates to put more out in the time aloted. 

d. design new ways to put out stock e. None of the above 

45. Gene will not work fast enough. As a co-worker you should a. ask 
him if he needs help b. show him how you do the job c. assure 
him he is improving d. incourage him to beat his own record. 

e. All of the above. 

46. Your best friend is talking about Larry and you know your friend is 
right t you should a. agree with him b. find a new friend 
c. tell him to shut up d. do your job as if you never heard 

e. None of the above. 

47. As a good employer you know that someone is always right and you 
should not argue. That person is the a. manager b. customer 

c. your co-worker d. your subordinate e. None of the above. 

48. Controlling your emotions is a sign of a. confidence b. ma- 
turity c. sincerity d. semantics e. None of the above. 

a. 

49. Personality is(acquired by study b. inherited c. a result of 
experience and environment d. changeable e. None of the above. 

50. First impressions a. are usually right b. are usually 
wrong c. are harmful d. are very helpful e. None of 
the above. 

51. If you are a democratic leader you will a. encourage participation 
b. demand fellowship c. rule with a free reign d. get more 
done e. None of the above* 

52. Staff functions are those that a. accomplish the primary goals of 
the business b. support line functions c. hire the needed 
staff of personnel d. Make work for line function e. None 

of the above. 

53. A good manager can effectively supervise a. any nuinber of people 
b. about five people c. a limited number of people d. anyone 
with a staff function e. None of the above. 

54. The employer-employee relationship is(a. one of dominance by the 
employer b. a partnership c. one of exploitation 

d. on an equal basis e. None of the above. 

55. The ability to analyze is important for a. only a boss in a 
business b. employees in supermarket operation c. people in 
constructured relationships d. managers in supermarket operation 
None of the above . 
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56. Finding the simple obvious and practical way of doing something is 

a. beating the system b. finding the easy way out c. co- 
mmon sense d. Judgement e. None of the above. 

57. A customer is yelling at you to do something about this wet lettuce 
You should a. get a towel and dry the lettuce b. look for 
a dry head of lettuce c. explain why it is wet d. Argue 
the point of having wet lettuce. 

58. To promote return business the most important person in the store 
to the customer is a. the manager b. the checker because 
of errors c. the stock boy because he can help d. the 
carry-out boy because he is the last contact e. None of the 
above. 

59. When you are finished with your job you should a. sit down 

b. see your supervisor c. look for more work to do 
d. punch out early e. None of the above. 

60. If you show skill in customer relations you a. know most of 
your customers b. are friendly to all customers c. try 
to help as many as you can d. do not leave one customer to 
help another e. All of the above. 

True and False 

61. Human relations in business are the same as human relations in 
private life. 

62. The primary goal of human relations in supermarkets is to avoid 
arguments with your co-workers. 

63. Increased production is one goal of human relations in supermarket* 

64. A good practitioner of human relations can be successful on the job 
even without any technical skills. 

65. The ability to get along with others is a natural trait that you 
either have or do not have. 

66. Hxjman relations off the job require less skill because less is at 
stake. 

67. How you relate to your supervisor » your co-vorkerst and your 
customers will require a conscious effort. 

68. A lower standard of human relations practices is required of non- 
selling employees of a business than of selling employees. 

69. Tact is the ability to say one thing and mean something else. 

70. There is a significant relationship between a person's appearance 
and his personality. 



True and False 

71. An attitude is the way you think or act that reflects your 
disposition or opinion toward a subject. 

72. A sincere Interest In others Is an emotional characteristic. 

73. Success or failure In what you do has little effect on your 
self-conf Idence . 

74. In the employer-employee relationship, the only concern of the 
employer Is having satisfied employees. 

75. Employers provide supervision primarily to catch the mistakes 
of employees. 

76. When a supervisor delegates a task to a subordinate, he Is no 
longer responsible. 

77. Employee grievances are usually caused by human relations pro- 
blems. 

78. It is possible for one leader to embody all three types of leader- 
ship-democratic, autocratic, and free-rein. 

79. The best way to handle a problem with your boss is to discuss it 
with his boss. 

80. In the human relations sense you are a member of many informal 
organizations . 

81. Natural leadership emerges in the informal organization. 

82. As far as human relations is concerned, as an employee you need 
only be interested in formal organization. 

83. Basically people are alike and can be treated the same way. 

84. If you have done a good piece of work, then you should claim cre- 
dit for it. 

85. The informal organization serves no useful purpose to the business 
manager . 

86. One key to human relations is to realize how people can differ. 

87. Management's concern and efforts to improve htiman relations have 
had little influence in increasing production. 

88. Management looks at leadership, communication, participation, and 
organization with the intent of improving human relations. 

89. The qualities that make up leadership are inborn. 

EKLC 



True and False 

90. Experience Is the primary element In most supervisory develop- 
ment programs. 

91. The abilities required of a good supervisor are the same as those 
required of a good operative employee. 

92. The ability to delegate authority and responsibility Is an ability 
required of supervisory personnel. 

93. A supervisor should be prepared to accept criticism from those he 
supervises. 

94. A supervisor should be aggressive, have a high degree of creativity, 
and be highly active. 

95. Employee participation refers to the level of participation by em- 
ployees In company-sponsored activities such as sporting teams and 
clubs. 

96. Employee participation results In Increased employee satisfaction 
and higher productivity. 

97. Food marketing Is the most highly union-organized field of employ- 
ment. 

98. Looking for hidden meanings In what others say Is the best way to 
find out what others really mean. 

99. In training others, If you show the whole job at once, It Is too 
confusing and will hinder the learning process. 

100. An organization , chart shows the way In whlgh' the work of an organi- 
zation Is divided. 



OCCUPATIONAL CATEGORY: FOOD MARKETING 
INSTRUCTIONAL AREA: MATHEMATICS 



1. The price of five cans of peaches at 2 for 49c would be: 

a. $1.A7 d. $ .79 ■ 

. b. $1.23 c. none of the above 

c. $ .98 

» * * 

2. At the Fancy Food Store the price of a 3/4 pound package of franks is 
59c.- At that rate, the price of one pound is? 

a. $.65 d. $.98 

^» e. none of the above 

c. $.79 

3. The Fancy Food Sto-e regularly sells bananas at 2 pounds for AOc.* The 
Btore offered a special on bananas at 2 pounds for 33c. If a customer 
buys a bunch of bananas weighing 20 ounces, the cost of the bananas will 
be? 

a. $.12 d. $.11 

e. none of the above 

c. $.05 

4. In the previous problem the savings to the customer would be? 

a- $-06 d. $.08 

b. $.10 e. none of the above 

c. $.04 

5. At the end of your work day at Fred's Super Mf^rket, you count the follow 
ing nnount of change in your cash drawer: $.15 in pennies,. $1.20 in nickels, 
$2.40 in dimes, $6.75 in quarters, 13 one dollar bills, 6 five dollar bills, 
9 ten dollar bills, and a check for $15.00. The detailed audit strip shows 
$6.25 pnid out, and $172.90 total cash recieved. How much is your cash over 
or short? 

a. $.25 over d. $.35 short 

b. $.35 over e. none of the above 

c. $.25 short 

6^ At the rate of 10 oranges for $':.45 how many could your customer buy for 
$2.25? . ^ 

a. 22 d. 35 

^5 e. none of the above 

c. 50 
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7. Your store sells tootsie rolls at 6 for 15c. How much would you charge a 
customer for 5 toosie rolls? 

a. $.10 . d. $.11 

b. $.15 . e. none of the above 

c. $.12 . ' 

• 8. The produce department of your store shows a net profit of 5%. Cost of 
goods sold were $48,000, expenses were $28,000, p,ross margin, v/as $32,000. 
What was the dollar amount of total sales? 

a. $80,000 d. $85,000 

b. $75,000 e. none of the above 

c. $90^000 

9. In the previous question what effect would the lowering of expenses to 
$23,200 have on net profit? 

a. Reduce net profit to A% d. Increase cost of goods sold 

b. Increase net profit to- 6% e. none of the above 

c. Reduce gross margin $A,800 

10. Expenses for your department amount to $19,200. Cost of goods sold is 
$44,800. Wliat amount of sales do you need to reach a break-even point? 



a. 


$75,000 


d. $45,000 


b. 


$6A,000 


e. none of the above 


c. 


$53,000 




11. 


If clothes line rope sells at 


17c a foot and a customer 


the 


cost will be? 




a. 


$.77 


d. $.75 


b. 


$.86 


e. none of the above 


c. 


$.94 




12. 


If a customer buys 13 pounds 


of celery and the price is 


total cost would be: 




a. 


$.81 


d. $.72 


b. 


$.91 


e. none of the above 


c. 


$1.01 





13; If a person buys $5.27 of goods and gives you $10.00, the change you 

should give him is: . 

a. 4 ones, 3 quarters, 1 dime, and 2 pennies 

b. 4 ones, 2 quarters, 1 dime, and 3 pennies • . 

c. 4 ones, 2 quarters, 2 dimes, and 3 pennies 

d. 4 ones, 3 quarters, 2 dimes, and 3 pennies 

e. none of the above 
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14. The cash register reads $278.95 and the paid outs are $4«62« The actual 
cash count Is $274. 18. This means you are: 

a. $.18 short d, $.17 short 

b. $.15 long « e« none of the above 

c. $.17 long 

15. The produce department has purchased merchandise that cost $7,500. The 
fixed dollar markup Is $400 and the residual markup Is 25Z. l^at Is the 
break-even point for the department? 

a. $17,000 d. $16,000 

b. $1,738 e. none of the above 

c. $173 

16. In balancing the audit tape against the register cash drawer, which Item 
must first be subtractec^? 



a. Cash fund d. Shortages 

b. Overages e. none of the above 

c. Refunds 

17. Tlie correct procedure for correcting overrlngs Is to: 

a. Re-rlng the sale d. Explain overring to customer 

b. Void the overring and have your supervisor sign audit tape 
c« Place overring ticket In register e. all of the above 

18. When starting the days business the salesperson should: 



a. Check the amount In the till d. Check paper on receipt and audit printers 

b« Place all bills face up e. all of the above 

c. Set the correct date on the 
register 

19. Customers checks are usually cashed: 

a. At the cash register d. By the manager 

b. In the credit office e. none of the above 

c. At the front desk 



20. Your store pays 2c for lOoz. bottles, 3c for 16oz. bottles, and lOc for 
32oz. bottles. If a customer returns 2-32oz., l-16oz. , and 6-lOoz. bottles, 
as cashier you would refund: 



a. $.25 

b. $.32 

c. $.22 



d. $.41 

e» none of the above 
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21^ If within the period of one month sales amounting to $175 were placed 
on the produce department keys when they should have been placed on the 
grocery department keys the following would be the result: 

a. a stock shortage in the grocery department 

b* the produce manager would buy an extra 0175 stock 

c. the grocery department manager would purchase $175 less than he should 

d. none of the above are correct 

e. a,b, and c are all correct 

22. On the facing page you will find a scale chart. The weight column 
shows produce being weighed. \Jhat is the weight shown? 

a. 1 lb. 12 o2. d. 1 lb. 9 oz. 

b. 1 lb. 11 oz. e. none of the above 

c. 1 lb. 10 oz. 

Complete the following computations using the scale whart, and the weight 
shown. 



23. 


Lettuce 2 lbs. for 39c: 










a. 


$.64 


d. 


$.32 






b. 


$.66 


e . 


none of the 


above 




c. 


$.33 










24. 


Grapes @ 55c a pound: 










a. 


$.93 


d. 


$.79 






b. 


$.46 


e. 


none of the 


above 




C. 


$.97 










25. 


Radishes (? 19c a pound: 










a. 


$.26 


d. 


$.30 






b. 


$.28 


e. 


none of the 


above 




C. 


$.32 










26. 


Mushrooms @ 94c a pound: 










a. 


$1.52 


d. 


$.80 






b. 


$.83 


e. 


none of the 


above 




C. 


$1.58 








\ 










27. 


Carefi'j use of the cash register will; 






a. 


become automatic in time 


d. 


cost the store money 


b. 


reduce inventory shortages 


e. 


none of the 


above 




C. 


not be important at the beginning ( 


of your job 






28. 


Tlic amount of money a store 


rccieves from the sale % 


goods 


a. . 


total sales 


d. 


gross sales 






b. 


net sales 


e. 


none of the 


above 




c. 


alloted sales 
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29'. A gross of flashlight batteries would be; 

a. 12 batteries d. a box of mixed batteries 

b. 36 or 3 dozen batteries e. none of the above 

c. a broken box of batteries 

30. The average net profit for supermarkets Is; 

a. 40% d. 4Z 

b. 352 e. none of the above 

c. 15% 

31* Cost of operation would Include; 

a. salaries d. break-even point 

b. purchases e. all of the above 

c. profit expected 

32. Calculate the exact amount of the following purchase: 1 broom @ $2.96, 
2 lbs. hamburger @ 99c 2 pound, 2 cans of com @ 3/69c. 

a. $4.40 d. $5.41 

b. $4>39 e. none of the above 

c. $5.40 

33. Equals gross sales less any returns or adjustments; 

a. gross margin d. net sales 

b. net profit e. none of the above 

c. operating expenses 

34. Amount of money left after a payment of all costs and expenses; 

a. operating expenses d. cost of p^oods sold 

b. net sales ^ e. none of the above 

c. net profit 

35. The amount the retailer actually pays for his merchandise; 

a. operating expenses d. net profit 

b. gross margin e. nono of the above 

c. net sales 

36. The pi'oduce department had a gross margin of $6,000 last month, operating 
expenses were $5,500 for the same period. The department showed a; 

a. $500 loss d. Increase In sales 

i>. ^500 picflt e. none of the above 

c. heed cost, of good sold to show profit or loss 
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37. In the previous problem gross marRin would have included; 

a. net sales less cost of goods sold 

b. the profit 

c. net sales plus cost of goods sold 

d. all expenses 

e. all of the above 

38. When planning mark-ups the retailer must estimate the following; 

a. total sales d. profit goal 

b. expenses for the period e. all of the above 

c. price reductions 

39. $2.79, $6.42, $7.21, and $1.98 The total of the previous figures is; 



a. 


$17.30 


d. 


$17.40 






b. 


$18.40 


e. 


none of 


the 


above 


c. 


$19.50 










40. 


15 grapefruit 


@ 2/39c would be; 








a. 


$2.93 


d. 


$2.63 






b. 


$2.54 


e. 


none of 


the 


above 


c. 


$5.85 










Find the total of the following figures 










23 


a. 


1178 








142 


b. 


1268 








621 


c. 


1278 






+ 


492 


d. 


1078 










e. 


none of 


the 


above 




362 


a. 


1010 








623 


b. 


1111 








112 


c. 


1000 






•f 


14 


d. 


1011 










e. 


none of 


the 


above 




3621 


a. 


1214 








408 


b. 


10214 








7123 


c. 


10244 






+ 


62 


d. 


11214 










e. 


none of 


the 


above 




6215 


a. 


6626 








382 


b. 


6666 








21 


c. 


6536 






+ 


8 


d. 


6615 










e. 


none of 


the 


above 



-16 

l38 



45. 21 


a. 


6929 








6284 


b. 


7019 










c* 


TA Oft 

7039 








X 701 




70Z9 










e. 


none 


Of 


the 


above 


46. 61 


a. 


994 








423 


b. 


984 








2o 


c« 


oo/. 
oo4 










a. 












e. 


none 


of 


the 


above 


47. 108 


a. 


1617 








826 


b. 


1517 








501 


c. 


1717 










d. 


lOlD 










e« 


none 


of 


the 


above 


48. 3682 


a. 


5190 








741 


b. 


5290 










c. 


CI ft 1 

^191 










d • 












e. 


none 


of 


the 


above 


49. 976 


a. 


2010 








. 315 


b. 


2111 










c« 


O 1 1 A 

2110 










d. 


O 1 O A 

2120 










e. 


none 


ol' 


the 


above 


50. 1824 : 


a. 


2760 








63 


b. 


2871 








961 


c. 


2870 








+ 23 


d. 


2771 










e. 


none 


of 


the 


above 


51. Five items priced 3/$100 would 


cost ; 








a. $1.66 


d. 


$1.69 






b. $1.67 


e. 


none 


of 


the 


above 


Cm 9l*DO 












52. Two items priced 7/$100 would ( 


cost 










a. $.50 


d. 


$.42 








b. $.25 


e. 


none 


of 


the 


above 



c. $.29 



53. 


IWo Items priced 3/17c would cost; 








u 

D« 
C. 


$.14 
$.13 
$.12 


d. 
e. 


$.11 

nunc 


^h<> 


above 


5A. 


Two ItGimt priced 3/19c would cost; 








D • 
C« 


$.1* 

$:i3 

$.12 


d. 
e. 


$.11 

n on o ft I 


the abpve 


55 • 


Four 


Items priced 3/19C would cost 








D« 
C. 


$.26 
$.27 
$.28 


d. 
e. 


$.29 
none of 


the 


above 


56. 


Four 


Items for $1.98 each would sell for; 






a. 

D« 
C. 


$7.82 
$6.92 

$7:81 


a. 

e. 


$7.92 
none of 


the 


above 


57. 


Three Items at 49o each would sell for; 






a. 

D« 
C. 


$1.50 
$1.48 
$1.49 


d. 
e. 


$1.47 
none of 


the 


above 


58. 


Nine 


Items at 79c each would sell 


for; 






a. 

D« 
C. 


$7.10 
$6.11 
$7.90 


d. 
e. 


$7.01 
none of 


the 


above 


59. 


Five 


Items nt 3/25c would sell for; 






a. 

D« 
C. 


$.43 
$.42 
$.41 


d. 
e. 


$.40 

none of 


the 


above 


60. 


Seven Items at 39c would sell for; 








a. 
b. 
c. 


$2.73 
$2.72 
$2.71 


d. 
e. 


$2.70 
none of 


the 


above 



TRUE AND FALSE 

1. T F The change fund must be deducted from the register before it 

can balance. 

2. T F Refunds are subtracted from the register drawer. 

3. T F The register tape and the change drawer must always match 

in business. 

A. T F An overring occurs when an item is rung up on the register 
for more than it is priced. 

5. T F Items rung up on the wrong department, but for the correct 

amount have no need to be corrected. 

6. T F The change making function on the new electronic registers 

completely eliminates the danger of giving the customer the 
wrong change. 

7. 7 F If an overring is not corrected, the register will reflect 

a shortage. 

8. T F Tlie change fund should be at least $50.00 

9. T F Money tendered should be deposited in the cash drawer before 

the customer is given change. 

10. T F All bottles that are returnable are marked as such. 

11. T F The honor system of bottle return is one of the best methods 

for a store to set up. 

12. T F Most stores have their own policies on returned bottlec. 

13. T F When risk of price reduction is great, higher-than-average 

markup is normal. 

lA. T F The number one factor which one should consider when setting 
prices is type of customer you tierce. 

15. T F Food stores are lucky in that they don't have to consider 

overhead as an expense. 

16. T F The equation, cost-markup«retall , is one of the most often 

used in business. 

17. T F Cereal companies sometimes put trading stamps in magazines 

to get people to try their products. 



Ul 
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18. 


T 


F 


Under certain conditions, merchandise ini{>ht be priced so low- that 
markup does not cover expenses. 


19. 


T 


F 


Multiple-pricing allows retailers to offer different prices to 
different types of customers. 


20. 


T 


F 


Gross sales are usually more than net sales. 

• 


21. 


T 


F 


Employees salaries are paid out of cost of goods sold. 


22. 


T 


F 


Gross profit Is the amount of money left over after expenses. 


23. 


T 


F 


Sales must be estimated when planning markups. 


24. 


T 


F 


Balancing of the cash drawer Is the responsibility of the head 
cashier. 


25. 


T 


F 


Multiple-pricing and group-pricing are the same. 


26. 


T 


F 


Although the register has the ability to show change due customer, 
the sales person must still count change. 


27. 


T 


F 


Sales registers provide fast and efficient recording of sales 
only If the operator Is properly trained. 


28. 


T 


F 


No one has to pay for trading stamps. 


29. 


T 


F 


Trading stamps are not legal In all states. 


30. 


T 


F 


Most suppliers quote prices on a retail basis. 


31. 


T 


F 


Initial markup and markon have the same meaning. 


32 


T 


F 


\^eu a business Is notified of a price change^ It Is not necessary 
to change shelf prices until your next shipment. 


33. 


T 


F 


The main reason the head cashier takes register readings during 
the business day, is to k3.ep employees honest. 


34. 


T 


F 


Cash register errors should be taken care of before the next item 
is rung up. 


35. 


T 


F 


Cashiers can prevent inventory shortages. 


36. 


T 


F 


Wlicn balancing the audit tape against the cash drawer shortages 
should first be subtracted. 


37. 


T 


F 


Five items priced 3/79c v70uld cost $1.32. 



Ii2 
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Six items at 23c each would cost $1.28. 
Seven items at 21c each would cost $1.47. 
Eight items priced 4/79C would cost $1.59. 



OCCUPATIONAL CATEGORY: FOOD MARKETING 
INymUCTIONAL AREA: OPERATIONS 



1. A bill of lading Is a contract between a shipper and a carrier. 

2. Merchandise Is ordered by using a written paper called a purchase order. 

3. Goods In a grocery chain are usually sent to the stores from a central 
grocery warehouse. 

4. Most grocery stores do not use a receiving room for incomJ.ng merchandise 
because It occupies to much room. 

5. In a supermarket, snack and bakery products arc delivered and stacked on 
shelves by the supplier salesman. 

6. Checklng-ln merchandise on the sales floor Is not a safety hazzard or 
Inconvenience to your customers. 

7. Well-filled racks and shelves make customers feel they are being offered 
a wide selection of merchandise. 

8. The term FIFO Is a stock rotation terra meaning First-In Flrst-Out. 

9. A stock Inventory Is the difference between the amount of merchandise 
that a store estimates It has and the amount It actually has. 

10. A kleptomaniac Is a shoplifter with an abnormal Impulse to steal. 

11. Shortchange artists seldom work In pairs because It Increases their chance 
of being caught. 

12. Shortchange artists pick on the more experienced cashier because It Is 
more of a challenge. 

13. Counterfeiting is a lying art. 

14. A manager or security person should be called after spotting a shoplifter. 

15. You should always thank your customers. 

16. The money given by the customer is always left on the change plate until 
the customer has received her change. 

17. While technically valid, a check written in penci' Is generally not 
acceptable and should not be cashed in your store. 

18. A check is acceptable when the name of the bank has been vritter* in with 
ink on the face of the check. 

19. Payroll checks may have the firms name printed, typed or writei^^n on the 
face of the check. 

20. Blank lines on checks are acceptable. 

21. The written amount and the numarical amount on a check must be the same. 

22. When you are bagging and In a hurry, it is okay to snap the bag open. 



23. Since bags are Inexpensive It is not necessary to worry about using 
a sack that Is to large. 

2A. When ever possible you should use the customers name when greeting 
them. 

25. Bad prJce marking can cause your store to lose a lot of money. 

26. Cans are usually marked after they are removed from their shipping 
cases. 

27. Most products In the supermarket have a clear space on their tops 
or on their labels where the price should be niarked. 

23. Any Ink may be used In price-markers, since they use a low grade of 
Ink* 

29. Cashiers will find that their cash count will balance each day. 

30. In Kansas you do not need to purchase a product In order to "cash In" 
a coupon. 

31. Temperature is an Important element when working with produce. 

32. Humidity Is not an Important element when working with produce. 

33. The purpose of a produce workroom Is to transfer produce from the 
delivery truck to the storeroom as rapidly and carefully as possible. 

34. A sales budget Is an estimate of sales Co be made during a specific 
time. 

35. There are two types of expense budgets, they are fixed and continual*. 

36. The front end operation In a supermarket Includes both the check-out 
counters and service counter. 

37. Checks with a company name rubber stamped on them are usually acceptable. 

38. Many stores limit the amount on a check. 

39. A customers drivers license Is a good form of check I.D. 

40. The duties of the courtesy booth are constantly expanding because 
customers demand more services. 

41. An Is a bill for the goods that specifies how and when the 

shipment was made and what the terms of payment are. 

a . Invo 1 ce d . ap r on 

b. purchase order e. none of the above 

c. packing slip 

42. Getting the Incoming merchandise from^ the receiving area to the sales 
floor requires that the food store develop a system that will 

a. properly receive the goods d. distribute .thi^ goods to the proper 

b. check the goods i' . . : selling area in the store 

c. mark the goods for sale /l^K e. all of the above -o-^- 



43. The marks the incoming merchandise. 

a. cashiers d. manager 

b. receiving clerk e. none of the above 

c. merchandiser 

44. Checking merchandise directly against the invoice is known as 
the . 

a. quanity check d. bulk check 

b. quality check e. none of the above 

c. direct check 

45. The determines whether the merchandise is of the grade 

ordered by the store. 

a. quanity check d. bulk check 

b. quality check e. none of the above 

c. direct check 

46. After merchandise has been marked, it must be distributed to 

areas. 

a. selling or storage d. Jobber area 

b. selling only e. none of the above 

c. storage only 

47. Damaged goods reports contain information pretaining to 



a. the date of the report d. amount of losS' or damage 

b. name and address of the shipper e. all of the above 

c. purchase order number 

48, The pre-marking service offered by some suppliers or vendors is called 



a. re-marking d. item marking 

b. non-marking e. none of the above 

c. pre-ticketing 

49. IVhich of the following steps is not included in re-marking. 

a. putting a new ticket on the merchandise 

b. remove old price 

c. show old price 

d. show only new price 

e. none of the above 

50. Stockkeeping in a grocery should be done by . 



a. the stock crew d. none of the above 

b. cashiers who are not busy e. all of the above 

c. management personnel 

51. When older merchandise is brought to the front of the shelf or to the 

top of the stack, this is called . 

a. basic stock list d. stockkeeping 

b. pre-retaillng X^P^* none of the above -24- 

c. rotating the stock ^ 



52* A rcaflonable stock shortage Is between 



a« 1«5 and 2 percent d« over 10 percent 

b. 2 and 5 percent e. none of the above 

c* 5 and 10 percent 

53. When a customer steals stock fromi the sales floor this is called 



a, Imbezzlement d, reverse sales 

b. shoplifting e, none of the abore 
c« stock shortage 

5A. \fl\ich retailing technique has not made shoplifting easier than it 

van o few years ago? 

a. self-service layout d, increase of night openings 

b. fewer store personnel e. none of the above 
c» open counter displays 

55. Reserve stock in a grocery store is usually kept , , 



a. under counters d. on the sales floor 

b. in drawers e. all of the above 
c« in stockrooms 

56. Which method is used by grocery stores to protect their stock. 

a. Employees trained in good stockkeeping procedures. 

b. Surveillance systems are set up. 

c. Employees are trained to spot shoplifters. 

d. Stores layout to discourage shoplifting. 

e. all of the above 

57. Which is not a good stockkeeping practice. 

a. handle merchandise carefully 

b. keep old stock in back because it makes shelves easier to stock 

c. dust and clean stock 

d. keep stock neatly arranged 

e. none of the above 

58. When you see someone shoplift you should . 



a. run up and grab him 

b. call your supervisor 

c. call the police 

d. do nothing because a false accusation could mean your Job 

e. none of the above 

59. When should you approach a shoplifter after spotting him? 

a. after the shoplifter leaves the store 

b. iiranediately 

c. after the manager returns * 

d. when the police arrive 

c. none of the above j[ 



60. Which of the following is not a safeguard in protecting the stores 
money. 

a. Walk away from the cash drawer when it is open. 

b. Always close the cash drawer when it is not in use. 

c. Never record a sale with the cash drawer open. 

d. When making change, do not allow the cash drawer to open all the way. 

e. none of the above. 

61. The Kansas State sales tax is . 



a. 3% 

b. 3 1/4% 

c. 3 1/2% 

d. 4% 

e. none cf the above 

62. There will be times when the check you are cashing is not made out 
to your store, but will be made out to the person who is cashing it. This 
is called . 



a. a travelers check d. a personal check 

.b. a two party check e. none of the above 

c. a business check 

63. When you must refuse to cash a customer's check for a good cause, you 
should . 

a. call the police 

b. use courtesy and tact and call the manager 

c. ask for his clout 

d. call over another cashier 

e. none of the above 

64. The first rule of proper bagging is to . 

a. keep the area clean d. don*t flirt with the customers 

b. don't wear your hair long e. none of the above 

c. don't chew gum 

65. Who is the real boss in any retail supermarket? 

a. the manager d. the D.E. coordinator 

b. the customers e. none of the above 

c. the other employees with seniority over you 

66. When a customer has a coiq^laint which is not a good tip to follow 



a. let the customer talk d. listen attentively 

b. encourage the customer to talk e. none of the above 

c. pre- answer their questions 



67. If you are indirectly responsible and "run" into a customer, you 
should . 

a. apologize to the customer 
b« assume the responsible 

c. try to work out a satisfactory solution, in keeping with store policy 

relieve the customer's embarrassment 
e. all the above. 

68. Wlien marking merchandise how would you mark an item "2 cans for 39c» 
correctly? 

a. 2.39c d. 2/for 39c 

b. 2/4/ 39c c. none of the above 

c. 2/39C 

69. As a general rule, all Items should be marked on the . 



a. side d. front 

b. top e. none of the above. 

c. bottom 

70. Items with interchangeable lids should be marked on their 

side d. front 

b. top of lid e. none of the above 

c. bottom 

71. Wliich is not a rule when re-pricing an item? 

a. remove old price, using a solvent on cans 

b. re-stamp all items 

c. clean the shelf 

d. initial the price change sheet 

e. all of the above 

72. Taking a cash reading means . 



a. taking the money and counting it 

b. taking stored totals from the registers and match them against the 
actual money 

c. racording your cash inventory for a certain period 

d. allowing the customers to read the cash amount on the amount tender 
key 

e. none of the above 

73. When balancing a register you try to • 



a. have more money than is recorded in the machine 

b. have less money than is recorded in the machine^ 

c. have exactly the amount that is recorded in the machine 

d. balance with your manager 

e. none of the above 

74. If the cash register totals call a certain amount of money, and 

their is not enough on hand it is said to be . 

a. over d« short 

b. balanced for the day e. none of the above 

c. temporarily balanced ^ -27- 



75, You should check your price marklnc equipment to see if it is in good 
shape . 

a« once a month d. when your supervisor tells you to 

b. before you start to use it e. none of the above 

c« cmce a week 

76. If marking stamps are not replaced in their base immediately after us^ 



a« they will soon dry out d. they will be broken or damaged 

b. they will be misplaced or lost e. none of the above 

c. they will be stolen 

77. Cash shortages are not important because • 



a. grocery stores make large profits 

b. it is hard to check up on cashiers 

c. the profit margin is so high 

d« managers don*t care because they trust their employees 

e. none of the above 

78. How many pennies are in a full roll? 

a. 25 d. 100 

h. 30 c. none of the above 

c. 50 

79. How many one dollar bills are in a package? 

a. 10 . d. 100 

b. 25 e. none of the above 

c. 50 

80. The cash register has two tapes that are printed by it. The one you 
give the customer is called . 

a. an audit strip d. a scotch tape 

b. a receipt tape e. none of the above 
€• a detail tape 

81. The tape printed for audit reasons is called . 



a. an audit tape d. a correction tape 

b. a receipt tape e. none of the above 

c. a simulation tape 

82. If a grocery store cash register had three department keys, they, would 
be _ 

a. meat, pork, grocery d. produce, fruit, vegetable 

b. dairy, grocery, milk e. none of the above 

c. meat, grocery, produce 

83. Why should a checker always verify his/her beginning change fund? 

a. to see if it is correct . ^-oQ 

b. to check the amount in the grocery department 

c. to verify the head cashiers debit aniount 

d. to practice counting money e. none of the above "^B- 



8'». The Ideal stock turn In a grocery store is 



ERIC 



a. 50 times a year d. 2 tlmca a year 

b. 12 times a year e. none of the above 

c. 6 times a year 

85« Wliich is not an advantage of increased turnover? 

a. total profits inrrease d. goods are more likely to be fresh 

b. decreases mark down e. none oS the above 

c. loT*ers total profit 

86. Which has the most rapid turnover rate? 

a. a Jewelry store d. a department store 

b. a grocery store c. all are the same 

c. a clothing store 

87. Net sa).es over average inventory equals • 



a. stock turn d. cost of goods sold 

b. average purchases e. none of the above 
c» goods available for sale 

88. When unloading larger pieces of meat you should . 



a. stick a hook in it and put it on a rail. 

b. carry it over your back so you won't hurt yourself. 

c. put it in carts 

d. use a crane 

e. none of the above 

89. The produce department accounts for a 



a. 7Z of the total dollar sales 

b. 20% of the total dollar sales 

c. 50Z of the total dollar sales 

d. over 50Z of the total dollar sales 
^. none of the above 

90. Gross profit on produce is , 



a. the highest. of any department 

b. about 20 - 30 percent 

c. decreasing as electricity rates go up 

d. are the same as SO years ago 

e. all of the above 

91. Which is not a major problem in a produce department? 

a. shrinkage d. damage 

b. spoilage c. none of the above 

c. timeliness 
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92. 



In the workroom produce Is unpacked and 



b. 



a. 



timed 
weighed 



d. packaged 

e. all of the above 



c. priced 

93. Which Is not a step In receiving produce? 

a. check the Invoice against the purchase order 

b. move Items Immediately to the cooler 

c. count each case or crate 

d. destroy damaged goods 

e. nons of the above 

94. Keeping accurate records In the grocery business Is Important because 
It . 

a. lets you know your costs 

b. lets you know what merchandise Is on hand 

c. lets you know what roerchandi^se Is on order 

d. none of the above 

e. all of the above 

95. As a new manager you want to set up a record keeping system. Who would 
you not go to? 

a. trade association d. data processing center 

b. wholesaler e. none of the above 

c. city manage^ on farm products sold 

96. The most controlable expense In a grocery store Is . 

a. advertising expense d. rent expense 

b. salary expense e. none of the above 

c. utility expense 

97. Most stores set budgets by . 

a. figuring a set percentage of last years sales 

b. Increasing last years by the cost of living 

c. by executive order 

d. all o£ the above 

e. none of the above 

98. Checks tands are found at the front of the store because of i 

a. convenience d. both a & b 

b. security e. both b & c 

c. design simplicity 

99. Which equipment may be found a: the check stand? 

a. order separators d. scales 

b. safety boxes e. all of the above 

c. bagging shelves 



a. bottle returns b. merchandise returns c. ^Jcll sandwiches and drinks 
Mnh checks for customers c. none. of the above 



100^ 



Which 




booths? 



OCTTFATEfmL CA'TmPYt Food Marketing 

INSrraKTnOWVL area: Selling/Human Rfelatlons 



Name of writer: Mark Buckley 

Oorplete Sdrr>l Name: Hutchinson Hlgih School 

Mrtess of SdT»l:. 13th and Severance 

City, Statfir Zip: Hutchinson, Kansas 67501 

Phone Nint«r: (316) 663-9022 

Year Dewlooed : 1979 



BRITF DFSCRIPnOJ^ OP EVFITP: 

The participant is an employee of a food store. A cus6otner 
approaches them with their purchases and the participant 
**checks them out." As the participant does this, he/she 
should follow all the rules of customer relations, speed 
and bagging. 



OCCUPATIONAL CATEGORY: Food Marketing 



INSTRUCTIONAL ARKA: Selllnc/ 

Human Relations 
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PROCEDURES TO RE EVALUATED 


TOTAL POSSIBLE 


STUDENTS SCORE 


Did bagger reach Inside bag 
and spread the corners? 


0-5 




Were canned goods and heavy 
or bulky Items placed In the 
bottom of the bag? 


0-5 




Was sharp edged merchandise 
placed evenly to prevent 
ripping or tearing? 


0-5 




Were fragile and crushablc 
Items placed at the top of 
the bag? 


0-5 




Were soaps » bleaches > ammonia, 
and odor causing merchandise 
bagged separately? 


0-5 




Were any Items thrown or 
dropped Into the bags? 


0-5 




Merchandise was not packed 
above the top of any one bag. 


0-5 




Smiled and greeted customer. 


0-10 




Called out prices. 


0-10 




Passed Items back to bagger 
firmly. 


0-10 




Computed the price of a single 
unit of a multiple priced Item 
correctly. 


0-10 




Counted change back to customer 


0-10 




Showed courtesy and considera- 
tion at all times. 


0-10 




Thanked the customer and asked 
her to come back again. 


0-10 




Is ticket correct? 


0-10 




{ . Mlxat amount of time was taken 
to check the order? 


I5j 
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1 
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11 
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15 
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17 


5. 


Product and Service Technology 


28 
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OCCUPATIONAL CATEGORY: FOOD SERVICE 
INSTRUCTIONAL AREA: ADVERTISING 



DESCRIPTION OF THIS EVENT 

This test contains some True/Fclse and some multiple- 
choice questions. In answering the True/False statements 
use the columns with the T or F above the columns on 
the answer sheet. In answering the multiple choice 
items, your multiple-choice answer will correspond with 
the column letter. Answer all questions on the IBM 
answer sheet* 



1 • Which is not a major type of information found in a restaurant 
advertisement 

a. The type of facility 

b. The general prices 

c. The Location of the restaurant 

d. The kind of food featured 
the phone number 

2. Advertisers that use catalogs, circulars, and handbills are 
said to be using advertising known as 

a. cooperative advertising 

b. promotional advertising 

c. direct advertising 

d. institutional advertising 

e. none of the above 

3. A piece of type that carries the name of a firm or a design 
symbolic of that Business is called 

a. an omnibus 

b. the Qcpjnnark . 

c. schettio 

d. the logotype 

e. all of the above 

4. Any paid form of nonpersonal presentation arid promotion of 
ideas, goods, or services, by an identified sponsor is called 

a. a display 

b. a sales demonstration 

c. an advertisement 

d. a promotional device 

e. all of the above 

5. The »C» in the A IDC A formula stands for 

a. Creativity 

b. Contrast 

c. Color 

d. Creditabil-ity 

e. Conciseness . -f ' 

6. Newspaper Advertising represents what percent of the total 
^ dollar amount spent annualy on advertising 



a. 20% 

b. 25% 

c. 30% 

d. 35% 

more, than 35% 

?• The arrangement of the copy and artwork on the printed page 
is called 
. a. printing 
b, editing 
c • layout 

d, advertising 

e, sales promotional device 

The most widely used method' of radio advertising consists of 

a, spot announcements 

b, segment announcements 

c, market segmentation adV.ertising 

d, time advertising 

e, none of the above 

9. V/hen an advertisement is submitted with no stipulation as to 
where it is to be placed in the newspaper, is called 

au ROP 

b. AWA 

c. N?D 

d. a classified ad 

e. none of the above 

10. Which type of advertisement contains a variety of unrelated 
items 

a. group advertisements 

b. omnibus advertisements 

c. multiple mat advertisements 

d. federicci advertisements 

e. none of the qbove 

Jeffrey Bayer is the advertising manager of TIFFANY »S GREASY SPOON, 
a chain of restaurants in south western Kansas. Recently, during 
the month of May, he directed an advertising campaign, which his 
boss, Bobby Schettina wanted to evaluate to see if the costs involved 
in the advertising campaign were justifiable. From the figures 
below you will be asked several questions. 



Sales for the month of May 
$420,000 

Advertising costs for May 
Newspaper $11,000 
Radio $ 1,000 

Television $ 2,000 

PROFIT MARGIN 10% 



Sales for the month of April 
$350,000 

Advertising Costs for April 
Newspaper $ 8,000 
Radio $ 500 

Television $ 1 ,500 



Important note : You are to assume 4ihat the general economic scene 

is stable, the competition is the same,gnd there 
are no new government policies that would affect 
business conditions. 
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14s From the figures on the proceeding page, could Jeffrey tell 
Bobbie that the campaign was a finiancial success. 

a. Yes 

b. No 

c. Undeterminable without more data 

d. Only for the month of April 

12* The gross profit was 

a. increased 

b. decreased 

c. remained the same 

d. undeterminable 

13i» The change in gross profit for april was 

a. $70,000 

b. -$70,000 

c. $40,000 

d. $2,300 

e. undeterminable without more data 

14. The change in gross profit fot May was 

a. $70,000 

b. J^63,000 

c. $40,000 

d. undeterminable without more data 

15# The increase; in sales for May was 

a. $4,000 

b. $14,000 

c. $70,000 

d. none of the above 



THE NEXT QUESTIONS WILL BE TAKEN FROM INFORMATION PROVIDED 

ON THE LAYC r SHEET ON THE NEXT PAGE. 
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Southern 
Fried Chicken 

. or 

1 Roasted Pork 

Gombread Dressing 



Our truly Sam-sational 
Something-for-Everyone 
Salad Bar 




16. Advertisement #1 is an example of which kind of ad 

a. omnibus 

b. display 

cv. institutional 

d. promotional 

e. all of the above 

17. The size of ad #1 is 

a. 4i inches by four inches 

b. 4i inches by two columns 

c. 18 column incht;S 

d. 9 colximn inches 

e. 4i X 4i 

Ifi. The type used in ad #1 is probably an example of 
a. Commercial type 
be Helvetica type 

c. San Serf type 

d. Roman type 

19. Advertisement #2 is an example of which kind of ad 

a. omnibus 

b. classified 

c. institutional 

d. promotional 

e. all of the above 

20. Advertisement #2 is probably 

a. 12 column inches 

b. 22 column inches 

c. 2 x 12 

d. 11 X 2 

e. 3columns by twelve inches 

21. In Advertisement #2, the $4.50 is probably 

a. 72 point 

b. 36 point 

c. 18 point 

d. , 9 point 

e. none of the above 

22. If the rate that the Western Kansas Times charged for these 

23. variety of ads was $3.00 for the standard agate line, and ad 

24. #1 was five inches deep and had the same size wide as on the 

25. layout sheet, and ad #2 was ten inches deep and had the same 
width as shown on the layout sheet, what would it cost. 

a. |840.00 

b. $ 60.00 

c. $1,680.00 

d. $120.00 

e. $ none of the above 

** PUT YOUR ANSWER DOWN ON LINES 22, 23, 2k and 25*** 



USING THE FOLLOEING ILLUSTRATION ANSWER QUESTIONS 26 




26, Location #S would be the location for the 
a. bread and butter plate 
b* the plate of toast 

c. cereal bowl 

d. the coffee pot 

21. Location # 1 would be for the 

a. saucer 

b. plate of toast 

c* bread and butter plate 
d. cereal bowl 

26. Location #3 would b6 the location for the 

a. cereal bowl 

b. breakfast plate 

c. the main course 

d. bacon & eggs 

e. all of the above 

29. Location #11 is the location for the 

a. coffee pot 

b. creamer 

c. coffee cup * 

d. all of the above 

30. Location #9 is the location for the 

a. syrup 

b. coffee pot 

c. water glass 

d. creamer 



31. Sales checks should to placed 

a. to the left of the customer paying 
D. to the center of the table 

c. by the cover of the host 

d. all of the above 

32. After every course, 

a. dishes are removed from the left and beverage glasses 
iTOm the right 

from^thrir '^t™"''^'^ the- right and beverage glasses 

glasses arcl dishes are removed from the ripht 
a. both glasses and dishes are removed from the left 

sidp''ir°Pfr glasses and dishes from whichever 

side IE most convenient. 

33. Wine glasses are placed 

a. beside the water glass 

b. above the water glass 

c. to the left of the water glass 

d. to the right of the watier glass 

e. above the main course aish 

34. Corked wine should be stored 

I: upsidfJo™'" ^ =""^isht 

c. standing up 

d. on its side 

e. bothc6' And d 

35. Which is an example of a proper garnish 

a. parsley — 

b. watercress 

c. an orange slice 

d. an onion ring 

e. all of the above 

TRUE AND FALSE 

^ IJ^i^®.''^"® """""^l whi^^ °^ yellow-green grapes and 

red wme comes from red .or purple grapis exclusively? 

37. T F Champaign is an example of a non-still wine. 

3S. T F Place and remove all food from the right of the guest 

39. T F Place and remove all beverages from the left of the guest 

40. T F. Place dishes on the table with the five fingers of the hand 

tht^Llt ^J^'^^^f" the plate grfcefuUy onto 

the table or underliner, is the proper way to serve. 

^ ^ in°nrHpr?^^S^ ^" °^ g"^^^ across one person 

in order to serve another 

^ ^*se??rhimlelf"^ "^"^^^^ °" ''^'^ ^^^^ ^° g"^^^ 



43. T F Place individual serving trays of bread and rolls above and 

to the right of the forks. 

44. T F Serve bufcer. cheese, and cut lemon with shaved ice 

45. T F Serve relishes, pickles, and olives with a fork or spoon 

J A T F qpt fruit imice. cereal bowls, and soup bowls and desert 
dishes on ^n un^erliner before placing then on the table 

47. T F Napkins are always placed to '.the left of the plate. 

43. T F Red & White; white; red and green; oran-e and black, are 
examples of the use of color to express symbolism 

49. T F Blue is a color used to express purity. 

50. ' T F When you ad darkness to a color, it is called tint 

51 . T F There are fcur primary colors 

52. T F Violet is a tertiary color 

53. T F Chroma is the same thing as intensity 

54. T F Hue is the pure color such as primary and secondary colors 

55 T F Displays that have and use thin vertical lines create 
an effect of hight and relaxation. 

56. 'Which of the following terms is not a term used in television. 

A. CU B. Network C. Spot D. storyboard E. All of these are i,v 

57. The most common type of printing method is: p rnirf tvne 
^ A. Uthography B. Gravure C. ReUef D. Letterpress E. Cold tjpe 

Numbers 58 to 62 have to do with 
■ the metal- type at the left. 
Match the terms in each question with 
the letter that refers to. that part 
of the piece of type. 




58. The groove is letter 

59. 
60. 
61. 
62. 



The point body is letter 

The serif is letter . 

The type face is letter . 
The nick is number . 
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63. The main purpose of the headline is: 

A. To create interest B. To create attention C. to stimulate desire 

D. To produce credibility E. To incite action t^j buy 

64# A paper mache or composition impression of an advertisement used in molding 
a stereotype plate for printing in newspapers is called A, Layout B« Matrix 

C. illustration D, Logotype E. pre pressed component ad 

65* The last S in KISS stands for A. Script B. Spot C. Stupid Serif E. Sign 

66. An agate line A. is I/I4 of an inch is a term used in measuring newspaper 
space C« Is less than a column inch D, All of these E. None of these 

67o Which of the followirg is not a strong point of outdoor advertising 

A» Can stimulate excitement Permanence C. Repeated message inpressive size 

E. Kone of the above 

68. The arrangement of copy and art on the printed page is called the 
A. Illustration B. Layout C. Script D. Copy E. litho-plate 

69» Which of the following is not a form of non-personnel' presentation of goods 

and services. A. Selling B. Advertising C, Display D« Direct Mail E. All of these 

70« The kind of advertising that seeks toconvince the customer that the advertiser 
is a good and desirable firm to do business with is called 
Ao Pioneer cilvertising B. Omnibus Advertising C. Product Advertising 

D. Institutional Adverti'^iing E. Promotional Advertising 

71. through 8O1. Match each of t^ie following advertising media by writing 

A. for periodicals B. For Mass Media C« For Direct Advertising 
D. For Indirect Advertising £. For all of the Above 

71 • Newspapers 
72 • Billboards 
73 • Circulars 
74 • Trade Journals 
75 • Radio 

76. Magazines 

77. Television 

78 • The Goodyear Blimp 
79* Catalogs 
80, Bus Cards 
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81. Which of the following is not one of the key elements in the definition of 
Advertising. A. paid form B. ideas, goods, and services an identified 
sponsor D. non-personal presentation £• non-paid form 

82. The 100?K media is A. newspaper B. radio C* television D. The Blimp E. none 
of the above 

83. When Roger Smith, a Kansas City reSturantur advertises with financial help 

of Red Crawfish, the parent company, this is ar example of A. National Advertising 
B. Locfl Advertising C. Regional Advertising D. Trade Advertising E. None of 
the above. 

84. through 100 Answer the following questions T for True, and F for False* 

84. The type of advertising that is directed toward the person who will use the 
good or service is kncvr as consumer advertising. 

85. The customary commission allowed by artvertisir.{T media to advertising agencies 
is 20$. 

^6. Advertisinc is en unnecGStiary expense passed on to the consuPacro 

87. Kore than 90 business in America spend more than $10, 000000.00 annualy, 

88. Bait advertising causes little concern iince the American Association of Advert- 
ising Agencies was foundjci, 

89. The NAB is an asr.cciatior which has developed comprehensive advertising codes. 

90. Aitvertising produces immediate sales arid helps the advertiser to get nearer to 
the constMer. 

91. The most appealing color combination is black and v^ite. 

92. The throe prijnarj' colors are yellow, red a/id green. 
93 • The simbol ^ stands for paragraph. 

94 . Most small resturants rely on advertising agencies for help in preparing ads. 
95* Newspapers are an example of periodical mass mediae 
96. All mrrrurement in advertising is based on agate typeo 
97» Most local car dealers advertise or national television. 
9^. Prime time is from 6:CC to 11:00 on the East Coast* 

99. If you were an advertiser foD a national resturant chain you would have better 

results advertising in car and driver magazine than in gouruiet because car &driver 
has a larger circulation at a lower price. 

Word of mouth advertising is the most important type of advertising for most 
reputiable resturants. 



100 
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Occupational Area: FOOD SERVICE 
Instructional Araa: M^NAGEMENT 



STUDENT INSTRUCTIONS; 

PROCEDURES; You vdll have five minutes to road Tiffany's management , 

policies and procedures memo. You wlii be piven a (3x5) file card 
upon which you vdll be permitted Jot down notes. You ni' ' take '. 
the file card '-'ith you to the Judges table, but you are expected to 
use it as a reference not a script o 

The Judge will be an employee which has Just beer, hired as a 
waiter/waitress. It will bo your responsibility to explain 
the policies ^nd procedurss of the ccmpiny that are expected 
of him/her. You will have only five minuLes to do so, and 
will also have to answtr questions asked of the employee. 

•"fJOTE Do not use the card (3 x 5) to read from it is £ reference. 
MATERIALS NEEDED: T\/o sharp pencils for notes, pencil sharpener. 
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Tiffany^s 



Managers, Waiter /Waitress Policy 4c Procedures 
Guide 3/3C/79 



COKPANY PHILOSOPHY 

Tiffany's was founded by . ohn . Kc Intosh in 1923, with the intent of serving the 
finest .home made food wept of Bonner Springs, east of Topeka, The accent of 
our operation is on fast food at a low price of the best quality available^ served 
by the highest/jkilled per??onnel in KansaSo. 

ORGAKIZATIOiN'AL CHART 



I 
I 



{BUS EOY/GIRLj IWAlTERAVAITRZSSi 



PERSONNEL P0UCIE3 



I. Health Examination 



II. Health Insurance 



All employees must have a physical examination anually 
by the company physician at Tiffany'y expense. 
All employees must hold a valid health certificate 
and have a current chest X-ray certificate. 

Tiffany's is a member of Blus Cross/Blue Shield and will 
subsidize 90^ of the cost of insurance. The remaining 
K% vd.ll be paid by the employee. 



III, Sickness 



(short terw) Employees who, due to il]j;e38 are unable tc work are 

required to notify the managment atleastfive (5) hours 

of their scheduled tima that they are suppossc to 

report for work. Failure to call can result in terininati 

(long term) In the event that an employee becomes ill for any length 
of time, longer than one week, his or her employment 
will be considered terminated unless a doctors excuse is 
presented within the first week of illness*. 



IV. Leave of Absertce 



V# Payment of Wages 



Any employee who, for personal or health reasons without 
a medical excuse, are absent from work,njay be granted 
no more than thirty days leave without pay. This is up 
to the discretion of the manager^ Any absence longer 
than thirty days will constitute termination. 

Waiters, waitresses, and buspersons will start at the 
beginning rate of no less chan $3.30 per hour. 

Employees wil± be evaluated every 90 days. New employees 
are cor .idered automatically under probation, and may 
be terminated without notice or severence pay within the 
first nine'f'y days of employment , JImployees, after 
evaluation, will "be t^ntiinatod, continued on probation, 
or given a raise. 



Eb.ployees will be paid on the 1st & I5th 
kil hours recorded on tKe jpmployees time 
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cf each month • 
card from the 



1st t.o the 15th, will be paic on the 30th. 
All !iours recorc'ed on the employees timn card from the 
16th to the 30th will be paid on the 15th of the month. 



VI. Overtime Employees who work more than 40 hours a week -/dll recieve 

a bonus rate of pay at 1 1/2 times their normal 

rate of pay. 

VII. Vacation Pay Employees that have continously been employed by Tiffany's 

for more than 12 months, are entitled to two weeks paid 
vacation based on the weekly average pay received during 
the proceeding 12 months. 

VIII. -Jniform & Grooirdng All personnel are expected to arrive to ^work on time, free 

fiom body odor, dressed in uniform and ready to work. 
Employees will not be permitted to clock-in until ready 
for' work, 

a it re s s/Bus-girlb 
Black dress shoes and stockings (without runs). 
Hair neat and combed, no earings, or heavy makeup. 
Black jumper with white ruffled "blouse and western string 
tie (black) Black apron provided. 

V/aiter/Bus-boy 
Black dress shoes and socks, (shoes shined) 
Hair neat and not longer than collar length. No beards. 
Black d ress slacks, white formal ruffled shirt with black 
western string tie. 
Red vest (provided by Tiffany's) 

IX. Telephone There is a pay phone located in the loby for personnel use* 

This phone may be used during breaks onlyif an emergency 
arises. The hous§ phone is restricted for business use 
and may not be used by employees without permission, 

SET-UP DUTIES 

Each waiter/waitress will be assigned a station consisting 
of between 10 to 1$ chairs (four tables) changed on a 
rotating basis daily. The waiter/waitress should set up 
his pr her side stand with the following items: 
J) Plates, silverware 5) Fresh Coffee 

2) Cups & saucers 6) Ice water & Glasses 

3) Salt, Pepper, sugar, &cream 7) Candles, Polish silver & Glasses 

4) Tablecloths & Napkins 8) Butter & Condiments 

' V SIDE DUTIES 

Each waiter/waitress is required to do side duties to be 
determined by the head waiter waitress, (cut up bread, bring 
out butter, fill condiment bottles, etc.) 

HANDLING CUSTOMERS 

Remember that the customer is a guest, be tactful, get the 
manager rather than arguing. Check on the customer often 
and thank them for allowing you to serve them and ask them 
to come back. (Other poi] Lcis will be given during trainira) 
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student Number ^ 

GRADING SHEET 
Poor Fair 

1) Appropriate Appearance 2 4 



2) Ability to put the employee 

at ease* 2 



3) Voice & Politeness 2 



4) Enthusiasm & Attitude 2 



5) Clarity and Conciseness of 

policies ard procedures, U 



6) Ability to handle questions 2 



7) Overall presentation: illustrating 
and shovdng the importance of each 
policy and procedures • 4 



8) Concluding and greeting- the employee 

2 



Occupational Category : tvuu bbKViUij; 
Instructional Area: MANAGEMENT 



Average Good Excellent 
6 8 10 



4. 6 8 ip 

4 6 p 10 

4 6 8 1Q 

8 12 16 20 

4 6 8 10 

8 12 16 20 

4 6 e 10 



TOTAL 



OCCUPATIONAL CATEGORY: FOOD SERVICE 



INSTRUCTIONAL ARE: SELLING 



You are to assume the role of headwaiter/waitress at Tiffany's. 
It is Tuesday night and business will be slow. The chef has just 
informed you that he made too many orders of prime rib and baked 
potatoes. If these items are not sold they will have to be thrown 
away. Tiffany's operates on a narrow profit margin. It is your 
duty to help the restaurant by suggesting to customers that they 
order the prime rib and baked potato dinner. 

Your first customer after this notification has just finished 
looking over the menu and has given you there order of Cornish 
Game Hen with rice, tossed salad and a half bottle of white 
wine. 

You will be evaluated on your ability to tactfully persuade the 
customer to order prime rib and baked potato. 
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STUDENT 9 

Participant Rating Sheet 



THE WAITER7WAITRESS \ ^ ^ ^ PARTICIPANTS 





. J. 




1 


1 


1 


approached the customer 
correctly for the selling 
situation 


10 


8 


6 


4 


2 


was groomed properly 


5 


4 


3 


2 


1 


spoke clearly and 
distinctly 


10 


8 


6 


4 


2 


determined customer 
needs 


10 


8 


6 


4 


2 


was interested in customer's 
problem 


10 


8 


6 


4 


2 


met objections tactfully 


20 


16 


i: 


8 


4 


used suggestive selling 


20 


16 


12 


8 


4 


closed the sale effectively 


10 


8 


6 


4 


2 



POINTS 100 TJTAL JUDGED POINTS 
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OCCUPATIONAL CATEGORY: FOOD SERVICE. 
INSTRUCTIOHAL AREA: MATH 

PART I 

For the following prcbleres use the menus at the end of the test 
to calculate the blllr. . 

1. A. party of fovr hrd the following order t 

a. Pllet mlgnon,; baked potato, buttered peas, sliced pickled 
beet, greer apple pie. 

b. Cream of a^pr.ragus & mushroom soup, saute calf's liver, 
mashed potatoes, cauliflower au gratln, coffee parfalt. 

c. Chicken, rloe^ egc;plant, sherry wine Jelly with whipped 
cream • 

d. Salmon steak, buttered peas, cauliflower, sherbet, 

1. $13.^5 2. iL2.89 3. $13.89 ^. $13.50 5. None of these 

2. A party of U<y^: 

a. Florida shrimp cocktail, onion soup, roast leg of lamb, 
baked potato, peas, v>?y.llla Blanc Mange, 

b. Chopped beefsteak, mat:;ied potatoes, peas, sherbet, 

1. $6.15 'i:- ^6A0 3. -M5 ^. $7.^0 5. None of these 

3. Two people camr^ fox^ limchi 

a. Club sa^'dwiCP: Oi.aa-colaf Ice cream eclair. 

b. Chilled v«!a:e'-i;ij Juice, llverwurst sandwich, chocolate 
Ice cream sod*- • 

1. $3.70 2. $3.75 3. $3. BO ^. $3.65 5. None of these 

Three people for lunch 1 

a. Sliced h9Xt< :i£ndwlch, coffee, strawberry pie a- la mode. 

b. Sliced, r.^gs on toast with pimento cheese sauce, hot 
chroci'ite • 

c. SwedUiTi meatballs, buttermilk^ 

1. $4.80 2. $4.60 3. $4*70 4. $if.79 5. None of these 

5. Using problem #1 what would be the change from a $20 bill, 
1. $6,iO 2, $6.12 3. $6.13 ^. $7.11 5. None of these 

6. Using problem #2 what would be the change from a $20 travelers 
check. 

1. $13.70 2. $13.60 3. $12.60 4. $12.50 5. None of these 

7. Oslng problem #3 what would be the change from a $10 bill. 
1. ^7.25 2. $6.25 3. $6.15 ^. $7*15 5. None of these 

8. Using problem $4 what would be the change from a $10 bill. 
1. $6.31 2. $5.21 3. $6.21 $5.31 5. None of these 
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notice line numoer l is extensiuu y unu quersLxua 
to these questions will have to be computed by the student on 
scratch paper. On the bottom of the page is a list of answers. 
You are to choose the correct answer and then bubble it in on the 
computer answer sheet. DO NOT WRITE ON THIS CHART. 



INVENTORY 
Description Quantity 



Cost 
Price 



Extension, 




TOTAL 

9) 1. -.$6.25 2. $7.25 3- $7-75 4. $6.7.5 5. None of these 

10) 1. $1,000 2. $150.00 3. $250.00 4. $1,500- 5. None of these 

11) 1. $256 2. $240 3. $166 4. $140 



2. $20 3. $120 4. $220 

2. $46 3. $66 4. $56 

2. $23,503. $2S 4. $32 

2. $1S0 3. $200 4. $400 

16) 1. $26.90 2. $27.25 3. $25 4. $2S 

17) 1. $324 2. $314 3. $224 
16) 1. $95 2. $S5 3. $105 



12) 1. $140 

13) 1. $25 

14) 1. $26 

15) 1. $300 



5. None of these 
5. None of these 
5. None of these 
5. None of these 
5. None of these 
5. None of these 
5. None of these 
5. None of these 



4. $214 
4. $100 

19) 1. $3S 2. $37 3. $37,504. $36.50 5. None of these 

20) 1. $1,096.25 2. $1,196.25 3. $1,136.25 4. $1,296.25 5. None of these 



ERIC 



-18- 



PART II 



DIRECTIONS: Below are ten customer checks. For each check 
compute the subtotal and tax to be charged to the customer. *Note , 
sales tax is on a dollar. Note -Round off to next penny if half or more. 



sales tax is on a dollar. 

21 r, 22 f, 25 [ 



TIFFANYS 



SUB. 
TAX 
TOT. 



24 F, 25 f, 26|riFFANYS 

Jl A. SQuae 

j 01 r 6^'- 



SUB. 

TAX 

TOT. 



21. The subtotal is 
A. 8.65 B. 9.84 



22. The tax total is: 

A. 30f B. 31* C. 32f D. 33* E. 



C. 8.85 D. 8.55 E. 8.44 

34t 



23. The total bill is: 

A. $8.83 B. $8.84 C. $8.85 D. $8.86 E. 



$8.87 



24. The subtotal is: 

A. 6,45 B. 7.45 C. 7.25 D. 6.25 E. 7.35 



25. The tax total is: 

A. 23* B. 24* C. 25* D. 26* 



26. The total bill is: 

A. 6.68 B. 7.49 C. 7.71 



D. 



E. 27* 
7.91 F, 8.12 



1,70 
1. 10 
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2 7 f, 2 8 r, 2!) 



TirPANYS 
I /a- C/'J 

/ /»/♦' i 

/ /.i ^ 

/ S/1 OJ 

i in ICC 

SUB . 

TAX 

TOT. 



i'. .5 'j' 
t.U> 9 



27. The subtotal is: 

A. 7.39 B. 7.49 C. 6.89 D, 

28. The tax total is: 

A. 24<t B. 28<t C. 26t D. 

29. The total bill is: 

A. 7.12 B. 7.41 C. 7.50 D. 

30. The subtotal is: 

A. 13.60 B. 13.70 C. 14.50 



TIFPANYS 

2 ^ ^. C H IK .-5". 30 

^ Cop hl6 



SUB, 

TAX 

TOT. 



n 



31. The tax total is: 
A. 45.^ B. 46«t C. 

32. The total bill is: 
A. 14.08 B. 13.99 



47<t D. 48<t 
C. 14.98 



U 



7.89 E 
3U E. 
7.60 E. 
14.60 

49«t 
13.46 



6.48 
27<t 
7.65 

E. 14.70 



None of these 



33fj34f,35 



TIFFANYS 



SUB. 

TAX 

TOT. 



36fj37fi38 



TIFFANYS 




2 C P-i . 








/ Tr. %TR. 








1 T eA 








SUB. 




TAX 




TOT. 





33. The subtotal is: 
A. 21.66 B. 21.89 



C. 22.66 D. 22.89 E. 23.69 
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.34. The tax total is: 
A. 67i B. 76<f C, 



77^ 1). 72<f E. 55<f 



.35. The total bill is: 

A. 22 .42 B. 24.14 C. 22 . 86 n. 22 .66 F.. 

.36. The subtotal is: 

A. 18.10 B. 18.20 C. 18. .30 i). 18.40 



23.95 
18.50 



37. The tax total is: 

A. 64* B. 65* C. 66* D. 67* E 



38. The total bill is: 
A. 18.74 B. 18.85 



39Q40f.41 



TIFFANYS 










■70<f 


Z CH. ^iT. 




Z '7-<-^P 


70<l 






SUB. 




TAX 




TOT. 





18.96 D. 

42f,43r,44 



. 68* 
19.07 E, 



19. 18 



TIFFANYS 



SUB. 

TAX 

TOT. 



39. The subtotal is: 
A. 10.48 B. 9.48 

40. The tax total is: 
A. 32* B. 33* C. 



C. 10.38 D. 9.38 E. None of these 
37* D. 38* E. None of these 



41. The total bill is: 

A. 10.80 B. 9.82 C. 9.81 D. 10. 8i E. None of these 



42. The subtotal is: 

A. 8.80 B. 8.90 C. 



9.80 n. 9.90 E. None of these 



43. The tax total is: 

A. 30* B. 31* C. 34* D. 35* E. None of these 



44. The total bill is: 

A. 10.24 B. 10.25 C, 



9.10 D. 



9.11 E. 



10. 14 
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45f,46547 



ERIC 



TIFFANYS 




1 C t** . C ^-^ 








j 6 =>Tn. (r>) 




/ r fec-^-- 




j 1 »o c, 










) 1 o' 


SUB. 




TAX 




TOT. 



48f,49f,50 



TIFFANYS 



L 



i p O c »o , 
a sr. CHB. 

«•/ re A 
SUB. 

TAX 

TOT. 



45. The subtotal is: 

A. 14.64 B. 14.69 C. 15.24 D. 15.29 H 



15.69 



46. The tax total is: 
A. 58* B. 56«^ C. 



47. The total bill is: 
A. 15.25 B. 16.71 C. 

48. The subtotal is: 
A. 31.84 B. 31.94 C. 

49. The tax total is: 

A. 1.15 B. 1.11 C, 



57* D. 5U K. 52* 

15.21 D. 15.80 H. 16.20 
32.84 D. 32.94 E. None of these 



1.09 D, 



1.12 



50. The total bill is: 

A. 34.00 B. 33.00 C. 34.09 D. 34.10 



1. 10 



E. 34.11 



51. 16+94+ 71+ 39+65+15= 

A. 200 B. 400 C. 500 D. 300 C 



400 D. 
400 D. 



52. 96+14+53+57+12+68= 
A. 200 B. 300 C. 

53. 17+21+72+45+21+24= 
A. 200 B. 300 C. 

54. 34+25+51+18+61+11= 
A. 100 B. 200 C. 

55. 51+37+42+23+14+33= 
A. 100 B. 200 C. 



56. 18. 09+. 78+4. 46+12. 26= 

A. 34.59 B. 34.49 C. 35.59 



57. 10.10+1.21+15.57+7.75= 

A. 34.73 B. 34.53 C. 34.63 D. 33.53 E. 



PART III 

600 

500 E. 600 
500 E. 600 
300 '). 400 E. 500 
300 D. 400 E. 500 

D. 35.49 E. None o£ these 
33.63 



-22- 



58. 1.75+16. 29+1. 25+75. 03« 

A. 94.42 B. 94.22 C. 93.42 n. 93.22 E. 94.32 

59. 17.26+9.04+40. 76+. 39= 

A. 67. 45 B.66.45 C. 67. 55 I). 66.55 I:. None of these 

60. 9+5*7+6+10+12= 

A. 47 B. 45 C. 59 I). 49 !•. 55 

61. 7,259-367= 

A. 6,892 B. 6992 C. 6 ,792 I). 6,902 T; . None of these 

62. 19,864-5,976= 

A. 12 , 888 B. 14 ,888 C. 13 ,988 I). 13 , 888 E. None of these 

6!^. $18,965. 25-9 ,876. 37 = 

A. $9,108.98 B. $9,188.98 C. $9,180.98 D. $9,088.98 
E. $9,088.88 

64. 9,627-519= 

A. 9,108 B. 9,008 C. 9,118 I). 9,018 E. None of these 

65. 24,719-6,348= 

A. 18,471 B. 18,371 C. 19,471 I). 19,371 E. None of these 

66. 8,572-398= 

A. 8,274 B. 8,284 C. 8,174 n. 8,074 E. None of these 

67. 41,587-6,453= 

A. 35,134 R. 35,234 C. 34,134 0. 34,234 E. None of these 

68. $16,399.28-5,489.49= 

A. $11,919.79 B. $10,919.79 C. $11,909.79 D. $10,909.79 
E. None of these 

69. 38,473.32-9,485.86= 

A. 28,987.56 B. 28,988.56 C. 28,988.46 D. 28,987.46 
E. None of these 

7i). 39 ,283. 45-3 , 847. 38= 

A. 35,436.10 B. 35,436.07 C. 35,436.17 D. 35,446.10 
E. None of these 
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PART IV 



As manager of Tiffany's in order to determine the retail selling 
price of your food on the menu. Below is a chart of 15 items that 
you sell, and their cost to you. You must compute the mark-up based 
on the cost and determine the retail selling price. Choose the 
answers on the bottom that correspond to the chart. 
*Note any fraction of a penny raise to the next penny. 



ITliM 


COST 


I MAUK-IJI' 


MARKUP 


SHLLINf, PRICE 


COKIi 


12*/can 




(71) 


(72) 


Beer 


3n*/can 


32'j 


\. ' ■-'J 


("74 1 


Orange Juice 


c 

o . 


A n / on 1 


^6% 


(75) 


(76) 


Tomato Juice 


A 


1 n / on 1 
11)/ gd 1 


36% 


(77) 


(78) 


Pineapple Juice 


4 


fSn / an 1 


40% 


(79) 


(80) 


Lemonaid 




on / an 1 


40% 




(82) 


Prune Juice 


2 . 


19/gal. 


4 5% 


' r 


(84) 


Imported Beer 


8. 


15/case 


49% 


(.8S) 


(86) 


Wine 


7, . 


90/bottle 


62% 


(87) 


(88) 


fiTOund Rppf 

VIA V/ \i»t & MJ \^ \^ A. 


1 . 


19/lb. 


R 1 S; 

O i. 0 






Fish 




49/]b. 


65% 


(91) 


(92) 


T-Bone Steak 


2 . 


89/portion 


75% 


(93) 


(94) 


Filet 


3. 


09/portion 


70% 


(95) 


(96) 


Strip Steak 


3. 


19/portion 


70% 


(97) 


(98) 


Ice Cream 


in. 


59/Tub 


45% 


(99) 


(ino) 








Answers 






71. A. 12* B. 


9* 


C. 15* D 


. 18* H. 


None of these 


72. A. 15* B. 


19* 


C. 27* 


U. 24* E, 


None 


of these 


73. A. 8* B. 


9* 


c. 7n* 


D . 1 1 * E , 


None 


of these 


74. A. 38* B. 


39* C. 40* 


n. 41* I 


None 


of these 


75. A. 2.57 B 




2.58 C. 2 


.59 D. 2, 


,60 E. 


Mone of these 
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8.20 B. 8.19 C. 8.18 n. 8.17 E. None of these 
14.76 R. 1.47 C. 1.48 n. .14 E. None of these 
28.8f> B. 4.24 C. 4.57 1). 5.58 E. None of these 

1.8f) B. 1.85 C. 1.83 1). .19 E. None of these 
4.79 B. 6.44 C. 6.4b I). 6.43 E. None of these 
.?8 B. .27 C. 2.75 n. 2.76 E. None of these 

7.17 R. 7,18 C. 9.66 D. 9.65 E. None of these 
1.00 B. .99 C. .98 D. .97 E. None of these 

3.18 B. 3.17 C. 3.19 D. 3.16 E. None of these 
4.02 r.. 3.99 C. ^.01 ]>. .T.pc ], . >.!onc oT rbrso 
12.16 B. 12.14 C. 12.15 D. 12.19 E. None of these 
2.39 B. 2.40 C. 2.41 D. 2.42 E. None of these 
6.31 B. 6.32 C. 6.30 D. 6.33 E. None of these 

.96 B. .97 C. .9? D. .99 E. None . v these 

2.16 2.18 C. 2.15 D. 2.17 E. None of these 
.30 B. .33 C. .31 D. .29 E. None of these 

.81 B. .80 C. .82 D. .79 E. None of these 

2.17 B. 2.18 C. 2.16 D. 2.19 E. None of these 
5.05 B. 5.06 C. 5.07 D. 5.04 E. None of these 
2.17 B. 2.16 C. 2.15 D. 2.14 E. None of these 
5 . 24 1.. 5 . 25 C. 5.23 D. 5.26 E. K .ne of these 
2.25 B. 2.22 C. 2.23 D. 2.24 E. None of these 
5.41 B. 5.42 C. 5.43 D. 5.44 E. None of these 
4.70 B. 4.72 C. 4.76 D. 4.78 E. None of these 
15.36 B. 15.35 C. 15.37 D. 15.38 E. None of these 
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I 



LUNCHEON 
Appetizers 

Chilled Vegetable Juice .20 Soup of the day .20 

Luncheon Entrees 

SW'^MSH MEATBALI-3 TN BURGUNDY on Steamed Rice with But to rod 1.^0 
Peas and a Tossed Greens Salad with French Dres:.!,,^, 

HOT PASTflAKI SANDWICH with Old Fashioned Cole Slaw and i^i;, 
Dill Pickle - „ „ 

SLICED EGGS ON TOAST WITH PIMENTO CHEESE SAUCc, 1^10 
Buttered Peas and Chilled Tomato Slices 

Salads and Sandvrlches 

SLICED HAM SANDWICH with Cream Cheese and Chives on 
Pumpernickel 

SLICED LTVElWUnST WITH BACON and Horseradish on Rye Brcvid ,90 
*CLUB SAMDWICH(Sllced Breast of Turkey, Bacon, Tomato and i.^O 
Lettuce) on Toasted Cheese Bread 
*Made with Mayonnaise 

Desserts 

Coffee Bavarlam Cream vrlth Chocolate Sauce .30 

Burnt Suo-ar Layer Cake with Maple Cream Fro.stln?; .30 

Stewed Prunes .25 Chilled Bartlett Pear.s ".35 

World-Famous Ice Creams 

Vanilla, Coffee, Chocolate or Fruit Cordial .30 
Ice Cream Eclair vilth Hot Butterscotch Sauce and Almond :j .55 
Strawberry and Rhubarb Pie .35 Apple Pie .30 

any dessert served a la mode .20 additional 

Beverages 

• Special Blend Coffee, Cup .15" Sahka, Cup .15 

Orange Pekoe Tea, Pot .25 
Luxuro Hot Chocolate with Whipped Cream .;>^ 
I^lllt ,20 Buttermilk .20 Coca-Cola ,20 



Ice Cream Sodas, Assorted Flavors .k5 



k% Sales Tax per dollar 
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Tiffany's Greasy Spoon 



Dinner 

Choice of Appetizer and Desert with Complete Dinner 

Florida Si:rln,p cocKtall .75 -55 additional on Club Dinner 

Fresh Pineapple and Oranp;e Coclctall ,j55 
-iV '^r-a^o Jm^-- .?0 " .20 Chilled Vegetable Juice 

* Cream of AKparac;us and Mushroom Soup 

Onion Soup with Pnrmesan Cheese Croutons -35 

oompiete 
Club 

a la carte Dinner 

Roast Le^r of Lumb with Fresh Mint Sauce " 2M 3.00 

Broiled Filet Mlgnon ^'i^ 3*^q 

Barbecued Breast of Chicken ^--^^ ^ . 

Broiled Salmon Steak with Lemon Butter 2. +5 ^-^^ 

Saute Calf's Liver with Broiled Bacon 2.«5 ^-^^ 

Grilled Chopped Beefsteak 

The above a la carte and club dinners served with a choice of 

two vegetables and a salad. 



Cauliflower au gratln 



Fruit Sherbet 
or 

Sliced Pickled Beet and Watercress Salad 



Assorted Hot Breads Desserts 

Old Fashioned Apple Pudding with Golden Sauce .30 
Sherry Wine Jelly With Whipped Cream »p 
pumpkin Pie with Pecan Whipped Cream .35 ^.^^^^^ ^PjJ^ [^ver'^ake .30 
Vanilla Blanc Mange with Red Raspberries .35 Chocolate Layer Cake .;)u 
Stewed Apricots .30 Vanilla or Chocolate Ice Cream .30 
Toasted Crackers with Gruyere Swiss Cheese .^0 



Coffee Parfalt .55 
k% Sales Tax per dollar 
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3C 



Occupational Category: Food Service 
Instructional Area: Product & Service 

Technology 




THE POLL' WiNG EIGIIT QUi:STIONS ARl: TRUI: AND FALSI:: 

1. The Standing Rib Roast comes from section D. 

A. True B. False 

2. The Rolled Rump Roast comes from section M. 

A True B. False 

i. The Chuc's Roast comes from section B. 
A. True B. False 

4. The Round Steak comes from section L. 

A. True B. False 

5. The Sirloin Steak comes from section K. 

A. True B. False 

6. Rolled Shoulder comes from section G. 

A. True B. False 

7. Flank Steak is prepared from section I. 

A. True B. False 

8. Corned Beef comes from U. S. Choice Corn Fed Cattle. 

A. True B. False 

Questions 9-13 select the correct answers from the following 
and match the item with which it goes best. 

A. Lemon, tartar sauce B. Soy sauce C. Sugar, lime, lemon or orange 
D. Boiled or steamed rice E. Chocalate Sauce 

9. Iced Tea 

10. Shrimp Creole 

^ 11. Small serving of sponge caket'S^ 

§^ 12. Fish 



Occupational Category: Food Service 
Instructional Area: Product & service 

Technolopy 



13. Chow .-nein 

14. how .nany oypc uf ;;ulad dressing are there 

A. One b. Two C. Three D. Four F. None of the above 

15. Knowing that differ, t foods use different dressings which 

one of the following u:-. spoonable , . ^ ■> j • «u^^ 

A. Marinade .or moats - ' "< vegetables. B. Ingredient binder lor sandwches 
C. Coating before bakii.. hicken U. Answers B&.C F. Answers A&G 

16. There are four basic s... .. .-s which uses flour 



A. White B. Tomato C. GrcV 

Questions 17-24 deal with cookin, 
times the or' t':at goes best wit*; 



A. 6-12 minut.-:- 
E, 45-60 n.:: 



E. 10=15 miv:. 



U. Dessert E. ArJJ 

mes, please select from the following 
• item. 

'■-10 minutes D. 10 minutes 



17. Eggs cooked '"de" 
16, Steak — rare 

19. Broiled Fish 

20. Casseroles 

21. Ccrn-on-the-cob 

22. E^.;f plant 

23. Spinacn 

24. To;n2r. ;es 

25 One of the following is classified incorrect! / as a major mineral 
'a. Calcium B. Phosphorus C; SSodium D, i on E. Iodine 

26. One of the following vitamins is not classifir.a as a fat-soluble 
''A^'^VU^min K B. Vitamin C C. Vitamin A D. Vita, .a D E. Vitamin E 

27. Which of V,he following is not a food ha^.ard 

* A. Malnutrition B, Food Contamination C. Food Additives 
D. Product Dating E. NoriC of tl.r ie 

26. Most bread products are l^aavened which of he fol'owinp is not 
A. Crackers B. Matzos C .Pizza U. A Sr. R E. None of these 



V.4 
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INsfKUCTioNAL'AREA: PRODUCT & SERVICE 

TECHNOLOGY 



Which of the followinR items commonly used in food service must 
be 'efri gcrl ted a?ter opening? A. Catsup B. Mushrooms (canned) 
C. Syrup D. Ma/onaise E. (Both B&JD) 

A apace 21, x. M inches within which one place is set with china, 
linen, silver, and glass, as a definite unit is called: 
A. Table setting, B. Dinner for one, C. Counter space,, D, Cover 
E. Al] of the above. 

An assigred group of tables or counter stools for the service 

cf which the waiter/waitress is responsible is called. 

A. Section B. Station C Area D. Cover E. None of the above 



Which of the following items are usually kept on J^^^^jj-^^^^^J^-^Ig 
A. linen B. condiments C. butter D. All of these E. Nont. of the.e 

Of the lollowing list of foods, which ^ould you. not sr.ggeso for 
ar individual on a lov^ colesterol diei,? A. Lobster b. Li7 3r 

C. Fxsh D. 'A&O E. ih&B) 

Which of the following itetis would you suggest to someone on a 

lev/ cholerterol :'.iet? n ih!u\ v lb.Krr) 

A. Gelatin desert B. Sherbet C:. Angle Food CaKe D.(A&B) E. (A&c; 

Which of the frllowirfr items v/ould you suggest for so.:.eone on a 
low sodium diet not to eat? A. Oysters B. Okra C.bauerkraut 

D. None of the aboue E. All of the above 

Shrimt, prep red i.. the Creole manner witn tomatofs, ^^i^ns, and 
rice is called: A. St imp Newberg B. Shrirop a la King C. Krafeldu 

D. Jainbal:iya E.»Vampum 

Potato&s .iv. grat:-n has which ci' the following ingredients? 

A. Onions B. C-j-i flower C Wine O.Dry mustard h, cheese 

Mayonaise to which chili sauce and vorchestershire sauce is 
added is called A Holadaise sauce B. Waldorf sau«;e C. French 
Dressing T. Brr-B-Q i>auce E. Thousand Island dressing. 

A brovm sauce flavored with vegetables is called: A, Bordelaise 

B. Tarter C.Winfield sauce D. Vinaigrette E. None of these 

Browned •cub.'.i cf baef served with a highly seasoned gravy is called: 
A. Salsbury steak cubes B. Ragout C. Beef ala mode D. Chitlingb 

E. Steak cubes bc-'delaise. 

A desert served v.ith brandy and kirchwasser and ignited is called; 

A. Creps B. Baked Alaska C Cherries Jubilee D. flarabe E. All of tho; 

Which of the- following is not a cheese? A. Caraembert B. American Chedd; 

C. Parmesan D. Roquefort E. None of these. 



OCCUPATIONAL CATEGORY: FOOD SERVICE 
INSTRUCTIONAL AREA: PRODUCT fic SERVICE 

TECHNOLOGY 



43, Comrr.ercially, frozen shrimp is sold by which of the following 
measures? A. Weight B. Number C. Scoop D. Sizes- E. (A&B) 

V. Whirh of t-^*^* rnllowinK is the highest profit item in a restaurant? 

A. Blackeyed peas B.Boston Baked beans C, Baked potatoes D. asparagus 
E. Undeterminable 

45* The most frequently used method of using stock in the restaraunt is: 
A. FIFO B. LIFO C. FILO D. LILO E. BIDO 

46. Food Managment is: 

A. A college career B. A goal 0. A trade journal D,(A&B) 
E. None of these 

47. Jumbo epga must be at least how many ounces per dozen? 
A. 2402. B. 28 C. 32 D. 36 E. Grade AA ■ 

48. Which of the following is not a grade of beef? A. Fair B. Choice 
C. Good D. Cutter E. Canner 

49. Which of the following is not a Vitamin C source 

A. Carrots B. Oranges C. Tomatoes D. Raspberries E. Green Peppers 

50. The reason you clean individual spoons after each use in a 
short period of time is 

A. Mold will not grow B. Because the manager says so 
C. Flavors will not be mixed D. All of the above E. none of 
these 

51. Which of the following is not the responsibility of the 
waiter/waitress 

A. Setting tables B. Meeting guests C. Preparing salads 

D. Serving guests E. Cleaning tables 

52. Which of the following is not one of the closing duties 

of a waiter/waitress 
A. Filling salt and pepper shakers B. Fold napkins 
C. Fill icebins D. Set up tables E. B 5 C 

53. Which of the following is an entre 

A. Eggs B. Dessert C. Bread D. Salad E. Soup 

54. Carte Du Jour is 

A. Serving tray B. Table for serving desserts C. dessert of the 
week D. Menu of the day E. None of the above 

55. A La Mode is 

A. Pudding B. With Meat C. With ice cream D. Stewed fruit 

E. Pie 

56. Saute is 

A. Ready to go B. Cut in half C. Served on skewer D. Baked 
E. Fried in Fat 

57. Ambrosia is -*--^U 

rnir>" A. Bananas B. Dessert C. Chicken D. Fish E. Pie 

hiyc -31- 



Occupotionol Catepory: Food Service 
Instructional Area: Product & service 

Technology 



Select from the followinr list of parnir.hes which one should be used 

"'i^ Waie'rc^esf or p.r .ley B. Oranpe slice lemon slices or peels grated 
J. Cioutono i;, Whipped Cream E. I'resh Mint 

58. Shortcake 

59. Lamb 

60. Soups 

61. Fish 

62. Fluffy cake frosting 

63. Creamed or mashed potatoes 

64. Fruit Cup 

65. Scrambled Eggs 

66. Sandwiches 

A?"second cook B. Pastry chef C. Soup Chef D. Assistant 
Pastry chef H. Head chef's first assistant 

68. A short knife with a thin pointed hlade that is used to remove 

bone from rav; meat is , 1 • r r -r-; nn 

A. Doning knife n. Cleaver C. Honer IK Butcher knife h. lairing. 

knife 

69. A utensil used to scrape down a butcher block is called 

A. Skimmer B. Dough cutter C. Gizmo 0. Retardinator t. Table 
Shiv 

70. A flat long narrow piece of wood with a handle on one end used 
to place piz7 ; in an overis called 

A. Schettino B. I alian C. Bayer D. Spatula E. Peel 

71. The proper length for aprons in food service would be 

A. At the knee B. Between the knee and stomach C. To anKies 
*D. A or B E. B or C 

72. The best way to clean-up oil spills would be by first doing 

A^l'^Lighting a match B. Dirty Rags C. Pouring Salt 
D. Calling fire department E. Using a damp mop 

73. Which of the following is an example of a garnish 

A. rice B. pickle C. watercress D. Provalone E. BSC 

O Z ToTt\oni Frank B. Presh Fish ' C f""-," ^jl'^^ '^'"Ss 

:RiC D. French Fried Mushrooms E. French Fried Potatoes . 



Instructional Area: Product Q bervice 

Technology 

75. Which of the following is not a sweetening agent used in cooking 
A. Vanilla Extract B. Glucose C. Sanding Sugar D. None of 

the first three E. All of the first three 

76. Whipping cream contains what percent butterfat 
A. 3S .B. 121 C. 30% D. 46% E. 20% 

The following questions are either True or False on your answer 
sheet please mark A-for true and B-for false. 

77. The term roast is used interchangably with the word bake 

78. Shredding is the same thing as to cut in very fine strips 

79. Julienne is a type of ham 

80. Romaine and Bscarole are varieties of l^^tuce 

81. Rumaki is a Chinese Cooked Chicken 

82. Lomaine has rice in it 

83. Tarragon is a flavored cider vinegar 

84. 4X sugar is finer than 6X sugar 

85. Wine should be kept in a standing position in a walk in cooler 

86. Mincemeat is primarily made with spiced apples, however contains 
no meat 

87. Marmite is a form of pot in which soup is heated 

88. Minute steaks are thin boneless round steaks 

89. Mixed grill is a combination of any 4 broiled or grilled 

items usually lamb chops, bacon, sausage and tomato slices 

90. Sicilian pizza is made from the same amount of dough as 
Italian pizza 

91. Bratan is a German term meaning roast 

92. Brandy is an alcoholic liquer made from wine or fruit juice 

93. Bougisse is a red wine from Southern France 

94. Spaghetti sauce is made only from a tomato base 

95. A dish that says meat with cheese must contain more meat than 

cheese 

96. Lobsters must be alive prior to cooking because they are unfit 

to eat otherwise 
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Occupational Category : Food Service 
Instructional Area: Product 5 Service 

Technology 

97. Meatballs can only be made from ground beef 

98. Aux cresson mean with watercress 

99. Rarder means to trade or substitute 

100. Bouillon is a French prison where cooks that are renowned 
in France get their cullinary schooling 
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WRITTEN EVENT 



OCCUPATIONAL CATEGORY: General Merchandise 
INSTRUCTIONAij AREA: Advertising 

TRUE/FALSE 

Indicate whether the statements are true or false by marking 
"A" for true and "D" for false. 

1. Advertisers assume a good part of the cost of publishing 
most newspapers and magazines. 

2. Constuner goods are generally advertised by industrial 
advertisers. 

3. Advertising agencies offer more job opportunities for 
beginners than any other place where advertising is done. 

4 • The display advertising sales representative is responsible 
for planning and directing the advertising activities for 
an advertising agency's clients. 

5. Newspaper advertising is noted for the speed with which ads 
can be placed. 

6. Display classified advertising is placed in the classified 
section of a newspaper. 

7. A major advantage of direct mail is the opportunity it offers 
for selective advertising. 

8. The good copywriter chooses simple words that are related 
to the reader's everyday experiences. 

The major purpose of advertising headlines is to clinch the 
sale. 

10. Subheads generally contain the main text of an advertisement. 

11. All of the major principles of design must be included in 
any good advertising layout. 

12. In the comprehensive layout, all elements are quite 
realistically presented in their correct shape, size and 
tone . 

13. Most TV stations are owaed by the major networks. 

14. The most important use of direct mail advertising is in the 
soliciting of orders. 
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15. The major disadvantage of direct mail advertising is the 
lack of creative leeway possible in the development of 
materials . 

16. Advertisina always detracts from the sales of the advertised 
products in competing stores. 

17. Face-to-face personal selling is sometimes referred to as 
visual merchandising. 

18. Although advertisements may s-trive to attain several goals, 
one goal must always stand out if the advertisement is to 
be truly successful . 

19. Advertising agencies may prepare forms of promotion, including 
dealer displays and sales materials. 

20. Rejbailers are usually more limited in the goals of their 
advertising Ccimpaigns than are national advertisers. 

21. In planning an advertising campaign, the first step is to 
set definite goals. 

22. Pc;irsonal selling is often considered an important part of 
e promotion ceunpaign. 

23. Teaser advertising generally relies on a single advertisement 
to get its message across. 

24. Similar formats should not be used in the various ads of an 
advertising campaign, as this would tend to create monotony 
for the readers . 

25. An advantage of direct mail is the fact that it is relatively 
inexpensive . 

26. Some of the necessary infojnnation about a prospect can be 
obtained by a media sales representative when making the 
sales visit. 

27. One of the most accurate methods of measuring television 
audiences is the editorial-interest method, 

28. Recall tests do not show the selling power of advertisement. 5 . 

29. The A. C. Nielsen Audimeter is used in the pretesting of 
television advertisements. 

30. Enforcement of federal laws regulating advertising is 
controlled by the National Council of Better Business Bureaus. 

31. The goal of advertising is to sell. 

32. In deciding what approach to use, the copywriter must 
consider the product, the prospects , the selling points, 
and the media benefits. ^ 
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33. The "I" in the AIDCA formula represents integrity. 

34. A company's advertising budget is often determined by a 
percentage of the previous year's profits. 

35. The "C" of the AIDCA formula represents credibility. 



MULTIPLE CHOICE 

On the answer sheet provided, mark the appropriate letter which 
best completes the statement or answers the question. 

36. One of the uses of institutional advertising is to (a) tell 
of the company's role in comm . Lty affairs; (b) introduce 

a new product to the market; (c; enter a new market or 
reach a different group of customers; (d) all of the above; 
(e) none of the above. 

37. The major medium in which the most adverts *^iing dollars are 
expended each year is (a) television; (b) ^.'J.rect mail; 

(c) newspapers; (d) all of the above; (e) nt * =^ of the above. 

38. One of the beginning advertising jobs is that of (a) adver- 
tising copywriter; (b) advertising clerk; (c) production 
assistant; (d) all of the above; (e) none of the above. 

39. Most of the advertising jobs in media are in (a) management; 
(b) copywriting; (c) selling; (d) all of the above; (e) none 
of the above. 

40. An advertiser who emphasizes the place where goods and services 
can be bought rather than the brand is the (a) retail 
advertiser; (b) industrial advertiser; (c) national advertiser; 

(d) all of the above; (e) none of the above. 

41. The dollar amount spent on advertising each year exceeds 

(a) 3 billion; (b) 13 billion; (c) 33 billion; (d) all of 
the above; (e) none of the above. 

42. Product advertising is often used to (a) tell about the 
company's role in community affairs; (b) provide information 
on important public issues; (c) support personal selling; 

(d) all of the above; (e) none of the above. 

43. Effective salespeople use advertising to help them (a) over- 
come objections; (b) increase sales; (c) avoid reluctant 
customers; (d) all of the above; (e) none of the above. 

44. A major advantage offered by a magazine advertisement in 
relation to newspaper advertising is its (a) lower cost; 

(b) longer life; (c) larger size; (d) all of the above; 

(e) none of the above. 
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45. Since the introduction of television in America, the number 
of radios in use has (a) increased; (b) decreased; (c) re- 
mained the same; (d) all of the above; (e) none of the above. 

46. The percentage of American homes with television sets is 
(a) 57 percent; (b) 77 percent; (c) 97 percent; (d) all of 
the above; (e) none of the above. 

47. Advertising placed on one television station is called 

(a) network advertising ; (b) local advertising; (c) inde- 
pendent advertising; (d) all of the above; (e) none of the 
above . 

48. Calendars are often used for (a) transit advertising; 

(b) specialty advertising; (c) display advertising, (d) all 
of the above; (e) none of the above. 

49. Advertisers and advertising professional groups continually 
promote self regulation through the (a) TUnerican Association 
of Advertising Agencies; (b) Better Business Bureaus; 

(c) a & b; (d) Council on Advertising; (e) none of the above, 

50. Most large retail store copywriters receive a detailed 
description of the merchandise to be advertised from a 

(a) layout book; (b) fact sheet; (c) copy pad; (d) all of 
the above; (e) none of the above. 

51. A major responsibility of the copywriter is translating 
selling points into (a) customer benefits; (b) product 
qualities; (c) merchandise information; (d) all of the above; 
(e) none of the above. 

52. In the AIDCA formula, often used to develop advertising copy^ 
the first "A" represents (a) acceptability; (b) action; 

(c) attention; (d) all of the above; (e) none of the above. 

53. One special method used in advertising to encourage direct 
action by customers is the inclusion of (a) prices; 

(b) coupons; (c) illustrations; (d) all of the above; (e) none 
of the above. 

54. Sentences considered suitable for easily understood ad- 
vertising copy contain about (a) 14 words; (b) 24 words; 

(c) 34 words; (d) all of the above; (e) none of the above. 

55. "A funny thing happened on the way to a better banana." 
would be an example of a headline that (a) promises benefits; 
(b) contains news; (c) provokes curiosity; (d) all of the 
above; (e) none of the abcwe. 

56. The elements in an advertisement may be balanced according 
to their (a) lightness or darkness; (b) sj^^uB; (c) a & b; 

(d) balance; (e) none of the above. 
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Ads intended to give an impression of dei^endability might 
be expected to use (a) formal balance; (b) informal 
balance; (c) large illustrations; (d) all of the above; 
(e) none of the above. 

The use ot different forms, colors, and sizes of the elements 
in an ad layout v;ould be based on the principle of (a) move- 
ment; (b) contrast; (c) weight; (d) all of the above; 
(e) none of the above. 

A radio announcement running 10 seconds to 1 minute and broad- 
cast between or during programs is called a (a) mini; 
(b) promo; (c) spot; (d) all of the above; (e) none of tha 
above . 

Eye direction is another name for the principle of (a) move- 
ment; (b) placement; (c) distribution; (d) all of the above; 
(e) none of the above. 

A distinctively designed and fxw-quently trademarked brand 

or firm name is a (a) logo-type; (b) typeface; (c) copyright; 

(d) all of the above; (e) none the above. 

Generally, the first step in the preparation of an ad layout 
is a (a) comprehensive; (b) rough layout; (c) thumbnail 
sketch; (d) all of the above; (e) none of the above. 

The large type used for ad layout headlines is (a) block type; 
(b) display type; (c) capital type; (d) all of the above; 

(e) none of the above. 

One element of every ad layout is the (a) illustration; 

(b) subhead; (c) white space; (d) all of the above; (e) none 

of the above. 

In relation to the dollars invested in various advertising 
media, direct mail advertising is the (a) second largest; 
(b) third largest; (c) fourth largest; (d) all of the above; 
(e) none of the above. 

One of the most important ingredients in any successful 
direct mail campaign is a good (a) bulk mailing rate; 

(b) mailing list; (c) postal system; (d) all of the above; 
(e) none of the above. 

A few word*: that are repeated in every ad in a series and 
sum up the theme are called a (a) slogan; (b) clincher; 

(c) jingle; (d) all of the above; (e) none of the above. 

One form of direct mail that is widely used because of its 
personal approach is the (a) letter; (b) folder? (c) brochure; 

(d) none of the above; (e) all of the above. 

The elements of promotion include (a) display; (b) advertising; 
(c) a R b; \d) Cost; (e) none of the above. 



70. Premiums are one form of (a) publicity; (b) public relations; 
(c) sales promotion; (d) all of the above; (e) none of the 
above. 

71. Any activity designed to build good will toward a business 
organization is (a) publicity; (b) public relations; 

(c) sales promotion; (d) all of the above; (e) none of the 
above. 

72. The promotional mix of a company is determined by (a) the 
nature of the prospects; (b) the money available; (c) a & b; 

(d) seasonal preferance; (e) none of the above. 

73. Special bulk rates are available for mailing large quantities 
of (a) first-clAss mail; (b) third-class mail; (c) a & b; 

(d) fourth-class mail; (e) none of the above. 

74. The campaign including personal selling, display, and 
publicity would be called (a) advertising; (b) promotional; 
(c) public relations; (d) all of the above; (e) none of the 
above . 

75. The advertising departments of many local newspapers will 
help advertisers (a) plan their advertising; (b) create their 
advertising; (c) a & b; (d) display the merchandise; (e) none 
of the above. 

76. A news release primted without charge by a newspaper about 
a business firm would be classified as (a) advertising; 
(b) publicity; (c) public relations; (d) all of the above; 

(e) none of the above. 

77. Much national public service advertising is prepared and 
coordinated through the (a) Advertising Council; (b) Better 
Business Bureau; (c) Federal Trade Commission; (d) all of 
the above; (e) none of the above. 

7C. The element of promotion which uses window streamers is 

(a) advertising; (b) display; (c) publicity; (d) all of the 
above; (e) none of thr above. 

79. The activity in which free samples would be included is 

(a) advertising; (b) display; (c) salis promotion; (d) all 
of the above; (e) none of the above. 

80. A television station would be likely to employ a (a) time 
buyer; (b) time sales representative; (c) space represen- 
tative; (d) all of the above; (e) none of the above. 

81. The media sales representative should plan the sales presen- 
tation with the idea that it should be (a) illustrated; 

(b) brief; (c) flexible; (d) all of the above; (e) none 
of the above. 
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82. Radio conunercials in which celebrities or satisfied customers 
talk about the product are (a) testimonials; (b) personality 
ads? (c) 'dramatizations; (d) all of the above; (e) none of 
the above* 

S3. A ne^yjpapt^'s circulation is verified by (a) NCS statements; 

(b) ABC statements; (c) ASC statements; (d) all of the above; 
(e) none of the above. 

84. Many newspapers provide their advertisiers with (a) brand 
studies; (b) merchandise assistance; (c) a & b; (d) inven- 
tory control processes; (e) none of the above. 

85. Magazines often provide their advertisers with (a) research 
studies; (b) editorial space; (c) a & b; (d) front page 
coverage; (e) none of the above. 

86. In the AIDCA formula, often used to develop advertising 

copy, the "D" represents (a) demand; (b) desire; (c) directiofu; 

(d) all of the above; (e) none of the above. 

87. Advertising placed in a special section of the paper and 
arranged according to product or service is called (a) specialty; 
(b) classified; (c) display; (d) all of the above; (e) none 

of the above. 

88. Advertising research is used to measure the effectiveness of 

(a) the advertising message; (b) the medium which delivers 
the advertising message; (c) a & b; (d) product control; 

(e) none of the above. 

89. One method of pretesting advertising is through (a) opinion 
studies; (b) triple-associates tests; (c) recognition tests; 
(d) all of the above; (e) none of the above. 

90. The highest degree of readership in the Starch Advertismei)t 
Readership Tests is recorded as (a) completed; (b) read 
most; (c) seen-associated; (d) all of the above j (e) none of 
the above. 

91. The Gallup & Robinson recall tests are used in connection 
with (a) radio; (b) direct mail; (c) magazines; (d) all of 
the above; (e) none of the above. 

92 » The layout that would usually give the best idea of how the 

printed advertisement will look is the (a) comprehensive; 

(b) rought (c) thumbnail; (d) all of the above; (e) none 
of the above. 

93. The Federal agency responsible for enforcing the federal 

law that prohibits false and misleading advertising is the 

(a) BBB; (b) ITC; (c) FTC; (d) all of the above; (e) none 
of the above. 
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94. Eooper ratings are used to measure the audience tuned in to 
(a*^ radio; (b) television; (c) a & b; (d) PM Radio channels; 
(e) none of the above. 

95. An advertisement for which the manufacturer and the retail3r 
usually share the cost is called (a) cooperative; (b) pro- 
rated; (c) trade; (d) all of the above; (e) none of the 
above . 

96. Public utilities^ such as gas, electric, and telephone 
companies often use (a) station advertising; (b) direct 
advertising; (c) indirect advertising? (d) institutional 
advertising; (e) none of the above. 

97. Newspapers, magazines, and direct mail are major forms of 

(a) print media; (b) copy media; (c) intc^ngible media; 
(d) all of the above; (e) none of the above. 

98. The main text of an advertisement is called the (a) logo; 

(b) headline; (c) body copy; (d) field type; (e) none of 
the above. 

99. The size, shape, style, and appearance of a publication, 
printed page, or advertisement is known as its (a) copy; 
(b) mat; (c) thumbnail; (d) format; (e) none of the above. 

100. The four important factors in every ad campaign are 

establishing goals, planning the budget, executing the 
campaign and selecting the (a) product; (b) copy? (c) media; 
(d) logo; (e) none of the above. 



ERIC 



OCCUPATIONAL CATEGORY: ADVERTISING SERVICES 
INSTRUCTIONAL AREA; MANAGEMENT 



You have Just been hired as the Promotional Director for Park Lawn 
Shopping Center • It is a regional center located In a county whrLch has 
experienced rapid growth. The county population Is currently over 250,000 
people. Within two years the population center of the county will be one 
block from the shopping center. Within eight years the center of the popu- 
lation will have moved about one mile south of the center. The median 
income puts your county on the top ten list in terms of Income per capita. 

The greater metropolitan area has a population of over 1,000,000 
people and it is experiencing slow but steady growth. 

This particular shopping center has the following characteristics: 

A. Three majors 

B. One mile from freeway 

C. Site area is sixty-five acres 

D. Size of center as percentage of total area served: 50% 

E. Gross floor area: 1,200,000 square feet. 

F. Number of stores: 98 

G. Parking ratio: 4 to 1 (4,180) spaces 

H. One Kiosk in center. 

You have been given a budget of $60,000 for the first six month period 
(January 1 to July 1). You have a similar amount for the second six month 
period. It is currently November 30 and you will be expected to submit your 
first six month advertising plan to the Merchant's Association during the 
December 14 meeting. The first plan will cover January 1 to July 1. 

As Promotional Director what type of plan will you submit? Major con- 
siderations in your plan might be such things as: 

A. What is your immediate radius of service area? 

B. What will be your "Prime Market Area"? 

C. Should the current Merchant's Association dues of $20 per month 
be changed? 

D. Is one Kiosk enough? 

E. Should professional offices be added in the 4,500 square 
footage area currently vacant? 

F. Consider other ways of generating more revenue for your yearly 
budget. 



Media Costs 



A. Radio: 

(AM and FM have came rrtes) 

B. Television: 

C. Newspaper: 

D. Direct Mall: 20c per letter 

E. Theatre Advertising: 

F. Local advertising paper: 



G. Business Retail Publications: 



H. Car Card: 

I. Directory Ads: 
J. Billboards; 



Prime Time 

$20.00 per 15 sec. 

$35.00 per 30 sec. 

$75.00 per 15 sec. 
150.00 per 15 sec. 

National Rates 
80c per agate line 
$1,500 for H page 
Circulation - 395,000 



Non-Prime 

$15.00 per 15 sec. 

$24.00 per 30 sec. 

$40.00 per 15 sec. 
$80.00 per 30 sec. 

Local Rates 

60c per agate line 

$1,125 for H page 



$20 per evening (2 shows per evening) 

1/8 page $12.00 
1/4 page $20.00 
1/2 page $28.00 
3/4 page $36.00 
Full page $50.00 

Sold only In quarter page sections for state Issues. 
h page - $300 - Double for National Issue 
Circulation In state - 3,750 
Circulation Nation wide - 385,650 

Full Run $1,000 per week 
Half Run $ 500 per week 

Same cost as Retail Business Magazine ads. 

100 showing $850 per month 
50 showing $450 per month 

Contracts must be signed for 30 day periods. 



The one unique feature about your center Is the fact that It has an exclusive 
apparel shop for men and women. Very high price lines and quality Items. 
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PABTICIPANT ID NO. 



OCCUPATIONAL CATEGORY: ADVERTISJNG SERVICES 



EVALUATION 



INSTRUCTIONAL AREA: MANAGEMENT 



CIRCLE THE APPROPRIATE NUMBER 



EVALUATIVE ITEMS 



POOR 



FAIR 



GOOD 



EXCELJilNT 



1. Has a priie market area been establishad?, . , . , 0 12 

2. To what extent has it been defined?. 012 

3. Have goals been established?, 012 

4. Are the goals realistic given the budget available? . 0 12 

5. Are there central ideas or focal points? , , , . , 0 12 

6. Does the theme unify the campaign? 012 

7. Has a contingency fund been set aside? ,,,,,, 012 

8. Was any effort given to determine possible results 

of advertising? . , , 0 12 

9. Is there proper communications between retailers 

and Promotional Director? , , 0 12 

10. Has the campaign utilized holidays, or changes of 

season? , , . , 0 12 



3 4 5 6 7 8 9 10 



3 4 5 6 7 8 9 10 



3 4 5 6 7 8 9 10 



3 4 5 



3 4 5 



6 7 8 9 10 



3 4 5 6 7 8 



9 10 



6 7 8 9 10 



3 4 5 6 7 8 9 10 



3 4 5 6 7 8 9 10 



3 4 5 6 7 8 9 10 



3 4 5 6 7 8 9- 10 



TOTAL POINTS 



JUDGE'S INITIALS 

m 
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WRITTEN EVLNT 



OCCUPATIONAL CATEGORY: Geaeral Msrchaudlse 
INSTRUCTIONAL AREA: Mathematics 



MULTIPLE CHOICE 

Oa the aaswer sheet provided, mark the appropriate letter which 
best completes the Ics true tloxis for each section. 

ADDITION - Add the followliig columus of figures. Mark the letter 
of the correct auswer on the aaswer sheet . 



$9.18 


a) 


$28.46 


2 . 


$ 2.66 


a) 


$207.31 


3.11 


b) 


$27.47 




44 .89 


b) 


$208.31 


.85 


c) 


$27.46 




8.05 


c) 


$207 .41 


5.09 


d) 


$27.56 




62 .25 


d) 


$207 . 32 


3.45 




uoae of 




.45 


e) 


aoae of 


.78 




the above 




9.09 




the above 



8.7 7 
71 .15 



$6.63 


a) 




$37.43 


3.02 


b) 




$37.33 


1. 38 


c) 




$38.00 


6.79 


d) 




$37.34 


.56 


3) 




uoue of 


4.06 






the above 


2.65 








6.78 








5.41 








$34.28 




a) 


$169. 36 


.65 




b) 


$170.45 


30.93 




c) 


$169.45 


1. 05 




d) 


$169. 35 


6.73 




e) 


aone of 



35.45 the above 



9.89 
47.98 
2 .34 



$21 


.46 


a) 


0130.52 


7 


.29 


b) 


$13 7.52 


4 


.66 


c) 


$136.62 


22 


.54 


d) 


$136.53 


2 


.04 


a) 


aoae of the 




.44 




above 


65 


.83 








.38 






6 


.07 






5 


.76 






$ 3 


.05 


a) 


$38. 72 


17 


.68 


b) 


$38. 73 


3 


.42 


c) 


$39 . 72 


9 


.33 


d) 


$38.82 


1 


.75 


e) 


aone of 


3 


.49 




the above 



$ 2.77 


a) 


$31.19 


8. 


$1.38 


a) 


$21.97 


3.49 


b) 


$31.23 




3.05 


b) 


$22.97 


10. 70 


c) 


$31.18 




3.90 


c) 


$21.98 


2.83 


d) 


$32^18 




. 75 


d) 


$22.03 


7.16 


e) 


none of 




.32 


e) 


none o f 


4.23 




the above 




.16 
7.41 




the above 
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$ .65 


a) 


$7.93 


10. $ r. ., 3 2 


a) 


$28.57 


.42 


b) 


$7.92 


5.41 


b) 


$29.56 


.31 


c) 


$3.92 


4 . 75 


c) 


$23.66 


.73 


d) 


$3.02 


3.99 


d) 


$23.56 


4 .99 


e) 


cone of 


2.63 


s) 


aoae of 


• .32 




the abova 


4 . 91 




tLs above 



SALES CHECKS - Do tha axtenaioix for each Item listed oa the 
followin.r salas checks. Dscermlce a subtotal, add the sales tax, 
and mark the the letter of the correct axxswer oa the aaswer sheet 

DO NOT WRITE ON TEST 



11. 



a) 
b) 
c) 
d) 
d) 



$6. 90 
$7.90 
$6. 91 
$7.00 
aoae of 
the above 



. Quantity 


Description 


Q Amount 


; 1 pkR 


Meat 


4.35 


i 


4 6aas 


Soup 


.17 . 




1 can 


Shorteuln(^ 


.79 . 




2 Ivs 


Bread 


.19 ; 




t_ .. .._ 








i 3% sales tax J 




Total 


1 

f 



a) 


$47.75 


Quantity 


De3crlptlon 


. 


Amou 




b) 


$48.74 


6 skns 


Yarn 


; .99 




[at 


c) 


$47.34 


8 ea. 


Hoops 


. 1 .94 






d) 


$47.74 


1 kit 


Needles 


. 13.99 




1 




uone of 


2 ea. 


Rugs 


3.98 








tha above 


1 ea. 


Knit Stand 


^ 2.94 












I 










37i sales tax 










Total 







a) 


$19.37 


Quaatlty 


Description 


Q 


Amount 


b) 


$20.37 


1 ea . 


Hacksaw 


1.75 






c) 


$19.38 


3 Pkj? 


Blades 


.79 






d) 


$19.47 


2 pr 


Pliers 


1.47 






e) 


aoae of 


1 ea • 


Steel tape 


4.95 








the above 


1 ea. 


Hatchet 


6.30 




















3% sales tax 










Total 







14. a) $35.44 

b) $34.44 

c) $34.54 

d) $34.45 

e) aoae of 
ths above 




20i 



Quantity 


bescrlpt iVu 




Amount 


1 ea . 


Helmet 


16.95 






1 ea . 


Mirror 


5.19 






6 ea . 


Chamolx pads 


.39 






2 cans 


Wax 


1.99 






1 pr. 


GoRRles 


4.93 
















3% sales tax 






Total 
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15 



a) 


$ S 8 • 24 


Quaat 1 ty 


Description 




Amouat 


1% \ 

o) 




1 pr 


Shoes 


2 3,95 






c) 


9 0 0.23 


3 pr 


Socks 


1.79 






/I ^ 

a ) 


< Q Q O 1 
9 0 7 t Z J 


1 ea 


Sweater 


7.89 






e) 


aoae of 


1 ea 


Spore coat 


29 .95 








the above 


1 pr 


Slacks 


18.50 






















3% sales tax 










I Total 







16 



a) 
b) 
c) 
d) 
c) 



$12.95 
$12.96 
$13.05 
$13.95 
XLone of 
che above 



Quantity ; Description 


(? 


Amou 


nt 


2 doz 


Lead pencils 


.85 






4 ea 


Felt markers 


.98 






24 ea 


Ballpoints 


.15 






1 set 


Color pens 


2.75 






6 ea 


Erasers 


.10 
















3% sales tax 






Total 







17. 



18 



a) 
b) 
c) 
d) 
e) 



a) 

b) 
c) 
d) 
e) 



$31.25 
$32 .15 
$31.15 
$31.16 
aoue of 
the above 



$45.69 
$46.68 
$45.78 
$45.68 
aoae of 
the above 



Quantity , Description ; @ 


Amou 


nt 


1 box 


Envelopes 


3.25 






12 pkR 


Typing paper 


1.39 ^ 






4 Pkg 


Carbon Paper 


1.49 






6 ee 


Erasers 


.25 






3 doz 


Lead pencils 


.95 
















3% sales tax 






Total 








1 Quantity 


Description 


@ 


Amou 


lit 


2 pr 


Tennis Shoes 


6.95 






1 ea 


Basketball 


7.95 






3 pr 


Socks 


1.79 






1 ea 


Case 


12.75 






2 pr 


Socks 


2.19 
















3% sal 


es tax 






Total 







19. 



a) 
b) 
c) 
d) 
e) 



$12.80 
$11.80 
$11. 81 
$11.90 
aoae of 
the above 



Quantity 


Description @ 


Amoun 


t 


2 sets 


Locks 2.69 






4 ea 


Casters • 66 






2 ea 


Shelf hooks .54 






1 — — 


Drawer slide . 95 






I 3 pr 


Clasps 1 .47 














3% sales tax 






Total 







ERIC 
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5 
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a; 


^ 0 Q n 7 
9 Z 3 • U / 


l{ U AXLCXCy 


Dascrlptloti 




Amount 


0) 


6 1 /. O Q 

9 2 ^ • V o 


3 aa 


Outlets 


1.90 






t / 


S 2 5 9 7 


5 ea 


Wall plates 


.19 






d) 


$24.97 


1 aa 


Dimmer 


9.95 






e) 


Cioaa of 


2 ea 


SP switches 


.93 








the above 


6 ea 


40-w bulba 


.33 


























3% sales tax 










Total 







CKECfClMG THE CASH REGISTER - la each of the questions, add the 
total voided receipts snd the total amount paid out to the amount 
la the cash drawer. 

Compare your answer with the clerk*s total cash sales as shown on 
the audit tape. Shortages are indicated with an "S"; Overagei are 

Indicated with an *'0*\ Mark the letter of the correct answer on 
the answer sheet. 





Cash Ic. drawer 




Total 






Total 




Clerk' 


8 total 




(after removal 


voided 






pald-outs 


cash 


sales 




of chaage fuad) 


receipts 














21. 


$493.63 


$ 


8.12 




$25.90 


$527 


.65 


22. 


357.35 


14.13 


3.75 


365 


.23 


23. 


290.65 J 


0.00 




1.85 


292 


.50 


24. 


81, 78 




3.58 




0.00 


85 


. 35 


25. 


423.18 




0.00 




0.00 


428 


.18 


26. 


942.38 


1 


6.35 




23.65 


972 


.14 


27. 


179. 70 




2.87 




.45 


182 


.39 


28. 


365.80 


— 


0.00 




2.80 


358 


.60 


29. 


421.89 


1 


0.00 




0.00 


421 


•98 , 


30. 


761. 30 




3.90 




1.00 


766 


.20 1 


. a) 


$527.66 22 


. a) 


$375 . 


28 


-0 


23. 


a) 


$292.40-8 




b) 


$527.55-8 


b) 


$375 . 


18 






b) 


$292 .50 




c) 


$523.65-0 


c) 


$365 . 


28 






c) 


$293.50-0 




d) 


$527.65 


d) 


$365. 


13 


-S 




d) 


$292.51 




e) 


uoae of 


«J) 


aoae 


of 






e) 


aoae of 






the above 




the above 






the above 
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24. 


a) 


$85.36-0 


25. 


a) 


$423. 13-S 


26. 


a) 


$972 .38 




b) 


$85.35 




b) 


$428.17 




b) 


$972 .04-S 




c) 


$85. 34 




c) 


$428.28-0 




c) 


$972.38-0 




d) 


$85.26-8 




d) 


$423.13 




d) 


$972 .14 




e) 


aoae of 




e) 


aoae of 




e) 


aoae of 






the above 






the above 






the above 


27. 


a) 


$183.02 


28 . 


a) 


$358.50-5 


29 . 


a) 


$421.97 




b) 


$182 .02-S 




b) 


$368. 61 




b) 


$422 .00-0 




c) 


$182. 39 




c) 


$358.60 




c) 


$421.89-8 




d) 


$133.02-0 




d) 


$368. 60-0 


50c 


d) 


$421.98 




• ) 


aoae of 




e) 


aoae of 


e) 


aoae of 




the aboVe 






the above 




the above 
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30. a) $767.20 

b) 5766.10-S 

c) $767.20-0 

d) $766.20 

e) aoue of 
tb« above 



AMOUNT IN CASH REGISTER - Calculate the amount in each of the 
following situations. Mark the letter of the correct answer on 
the answer sheet. 



ic 


5C 


lOC 


20c 


50c 


$1 


$5 


$10 


$20 


31. 


80 


85 


95 


130 


123 


18 


5 


3 


8 


32. 


213 


115 


86 


52 


40 


27 


17 


8 


3 


33. 


76 


11 


93 


178 


162 


38 


15 


13 


13 


34. 


296 


315 


187 


62 


275 


114 


28 


16 


9 


35. 


312 


45 


86 


45 


75 


69 


87 


35 


11 


36. 


115 


98 


67 


54 


16 


40 


70 


12 


19 



a) 


$341.55 


32. a) 


$302.48 


33. a) 


$639.21 


b) 


$342.55 


b) 


$301.49 


b) 


$640.11 


c) 


$341.56 


c) 


$301.48 


c) 


$639.12 


d) 


$341. 65 


d) 


$301.58 


d) 


$639 .11 


e) 


none of 


e) 


none of 


e) 


none of 




the above 




the above 




the above 


a) 


$784 .51 


35. a) 


$1,136.72 


36. a) 


$924.25 


b) 


$785.41 


b) 


$1,137.72 


b) 


$924.26 


c) 


$784 .41 


c) 


$1,136 .73 


c) 


$925.25 


d) 


$784.42 


d) 


$1 ,13(».!12 


d) 


$924 . 35 


e) 


none of 


e) 


uoua of 


• ) 


noae of 




the above 




the above 




the above 



AVERAGES - Calculate the average number of each denotilnatlon la 
the six cash registers represented In Questions 31-36. Mark 
the letter of the correct answer on the answer sheet. 



37. $20 bills 

a) 10.5 

b) 11.5 

c) 10.6 

d) 10.4 

e) none of 
the above 



38. $10 bills 

a) 14.6 

b) 15.5 

c) 14.5 

d) 14.4 

e) none of 
the above 



39. $5 bills 

a) 37.5 

b) 37.0 

c) 38.5 

d) 37.4 

e) none of 
the above 
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40. $1 bills 

a) 52.0 

b) 51.5 

c) 51.0 

d) 51.4 

e) none of 
the above 



41. Halves 



a) 115.167 

b) 115.267 

c) 116.167 

d) 115.166 <07 

e) none of 
the ebove 



42. Quarters 

a) 84.63 

b) 83.63 

c) 83.64 

d) 83.73 

e) none of 
the above 
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43. Dines 

a) 102.34 

b) 102.43 

c) 103.33 

d) 102.33 
t) aouft of 

the above 



44. Nickels 

a) 111.6 

b) 112.0 

c) 111.5 

d) 111.4 

e) uoue of 
the above 



FRACTIONS - Add the f ollowla^ columns of fractious. First reduce 
all fractious iu a problem to their least commou deuomiuator. 
Givs your answer iu lowest terms (thus: 4/6-2/3). Mark the l^ttttr 
of the correct auswer ou the auswer sheet. 



2/3 


a) 


2 1/6 


1/6 


b) 


3 1/6 


1/3 


c) 


2 2/12 


2/(. 


il) 


1 l/(> 


(, / ') 


• ) 


a out of 






the above 



1/3 


a) 


2 46/60 


2/4 


b) 


2 2/3 


3/4 


c) 


2 47/60 


2/5 


d) 


1 19/20 


V3 


• ) 


uout of 




tliB abuv« 





^) 


} -./r, 


2/y 


b) 


1 5/03 


4/7 


c) 


2 4/6 3 


6/9 


d) 


2 6/63 


1/3 


e) 


uoce of 






the abovB 



//n 


^) 


■J f()/f^. 


4/9 


b) 


2 35/36 


3/9 


c) 


2 69/72 




d) 


1 61/72 




*) 


uoaft of 




the abova 



1/8 


a) 


2 1/12 


1/4 


b) 


2 1/24 


1/6 


c) 


1 2/24 


2/2 


d) 


2 10/24 


1/2 


e) 


uoae of 






the above 



4/8 


a) 


2 1/2 


2/6 


b) 


3 1/12 


6/8 


c) 


1 1/2 


4/6 


d) 


3 3/12 


5/6 


e) 


aoae of 






the above 



3/4 


a) 


2 6/8 


4/8 


b) 


2 12/16 


3/8 


c) 


2 2/4 


5/8 


d) 


2 3/4 


3/6 


e) 


aoae of 






the above 



52. 9/10 a) 2 40/70 
2/7 b) 1 4/7 
2/5 c) 2 41/70 
3/10 d) 2 42/70 
7/10 e) aoae of 

the above 
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CALCULATING INVENTORY • Calculate the value of each item iu the 
Inventory below. In Question 65, give the total value of the 
Inventory In questions 53-64. Mark the letter of the correct 
answers ou the answer sheet. 



I tern 


Quantity 


Unit ' 


Unit Price 


53. Typing Paper 


39 


ream 


$4. 37 


54. Clasp envelopes 


18 


box 


3.65 


55. Filler Paper 


23 


Pkg 


.89 


56 . Second sheets 


42 


pkg 


1.68 


57. Onionskin papier 


32 


pkg 


1.53 


58 • Paper punch 


23 


each 


1.29 


59. Typing paper 


71 


pad 


. 74 


60. Lead pencils 


13 


doz 


.85 


61 • Colored pencils 


28 


set 


2.25 


62 • Bond paper 


47 


ream 


3.88 


63. Marking pencils 


24 


doz 


1.68 


64 • Desk calendar. 


34 


each 


2.27 



53. a) $170.53 

b) $171.33 

c) $169.43 

d) $170.43 

e) noae of 
the above 



54. a) $64.80 

b) $65.70 

c) $66.70 

d) $65.71 

e) none of 
the above 



55. a) $20.57 

b) $20.47 

c) $21.47 

d) $20.48 

e) none of 
the above 



56. a) §70.56 

b) $71.66 

c) $70.57 

d) $70.46 
a) none of 

the above 



57. a) $48.86 

b) $49.96 

c) $49.06 

d) $48.96 
•) none of 

the above 



58. a) $30.57 

b) $29.67 

c) $29.57 

d) $29.77 

e) none of 
the above 



59. a) $53.54 

b) $52.44 

c) $52.54 

d) $52.64 

e) none of 
the above 



60. a) $11.04 

b) $12.05 

c) $11.05 

d) $11.15 

e) none of 
the above 



61. a) $63.00 

b) $63.10 

c) $64.00 

d) $62.99 

e) noae of 
the above 



62. a) $183.36 

b) $182.46 

c) $182.16 

d) $182.36 

e) none of 
the above 



63. a) $41.32 

b) $40.32 

c) $40.42 

d) $40.12 

e) none of 
the above 



64. a) $78.18 

b) $77.28 

c) $77.08 

d) $77.18 

e) aone of 
the above 
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65. a) $832.34 

b) $832.14 

c) $832.24 

d) $833.24 

e) uoae o£ 
the above 



CALCULATING INVENTORY - Calculate the value of the aet count of 
each Item In the following inventory. Remeber to deduct the 

number sold from the Initial quantity to determine the net count. 

Mark the letter of the correct answer on the answer sheet. 



Items 


Initial 
Quantity 


Unit 


Quantity 
Sold 


Price 


6&. Index Files 


23 


each 


7 


$3. 72 


67. File Trays 


35 


each 


3 


4.50 


68. Pencil erasers 


59 


each 


16 


.18 


69. Notebook paper 


47 


pkR 


14 


.39 


70. Fen points 


14 


doz 


8 


.47 


71. Colored pencils 


19 


set 


7 


2.25 


72. Lead pencils 


98 


each 


27 


.19 


73. Filler paper 


72 


pkR 


14 


.89 


74. Typing paper 


48 


pad 


12 


1.37 


75. Paper punch 


37 


each 


8 


1.29 













a) 


$59.42 


67. a) 


$144.00 


68. a) 


$7.47 


b) 


$59.52 


b) 


$143.00 


b) 


$8.47 


c) 


$60.52 


c) 


$144.10 


c) 


$7.37 


d) 


$59.62 


d) 


$144.01 


d) 


$7.57 


e) 


none of 


e) 


none of 


e) 


none of 




the above 




the above 




the above 



69. a) $13.87 

b) $12.67 

c) $12.97 

d) $12.87 

e) none of 
the above 



70. a) $2.72 

b) $3.82 

c) $2.82 

d) $2.92 

e) none of 
the above 



71. a) $28.00 

b) $27.00 

c) $27.01 

d) $27.10 

e) none of 
the above 



72. a) $12.49 

b) $13.49 

c) $13.59 

d) $13.39 

e) none of 
the above 



73. a) $51.52 

b) $51.72 

c) $51.62 

d) $52.62 

e) none of 
the above 



74. a) $49.22 

b) $49.32 

c) $50.32 

d) $49.33 

e) none of 
the above 



75. a) $37.41 
b) $37.31 




2^. 



c) $27.42 

d) $38.41 

e) none of the above -19- 



PERCENTAGES > Find the perceatage of each of the following. 
Mark the letter of the correct answer on the answer sheet. 



76. 28% of $245 

a) 68.60 

b) 68.61 

c) 68.70 

d) 69.60 

e) none of 
the above 



77. 12S: of $240 

a) 29.80 

b) 28.70 

c) 28.81 

d) 28.80 

e) none of 
the above 



78. 26% of $2,816.50 

a) 732.30 

b) 732.39 

c) 733.29 

d) 732.29 

e) none of 
the above 



79. 21-4% of $246.80 

a) 52.33 

b) 52.82 

c) 53.82 

d) 52.92 

e) none of 
the above 



80. 8 1/2% of $500 

a) 42.60 

b) 42.51 

c) 42.50 

d) 43.50 

e) none of 
the above 



81. 26% of $360 

a) 93.60 

b) 94.60 

c) 93.61 

d) 93.70 

e) none of 
the above 



82. 32.8% of $190 

a) 62.33 

b) 62f42 

c) 62'.'32 

d) 63.32 

e) none of 
the above 



83. 12% of $480 

a) 57.61 

b) 57.60 

c) 58.60 

d) 57.70 
•) none of 

the above 



84. 215% of $80 

a) 172.01 

b) 172.10 

c) 173.00 

d) 172.00 

e) none of 
the above 



85. 21% of $96.27 

a) 20.32 

b) 21.22 

c) 20.22 

d) 20.12 

e) none of 
the above 



MARKUP - Find the dollar markup for the following problem. Mark 
the letter of the correct answer on the answer sheet. 

86. A buyer purchased a job lot of 80 ladles dresses that were 

marked up 37% on retail. Thirty dresses are sold for $12.95, 20 
dresses for $16.95, and the balance for orly $10.00. What 
was the total dollar markup received? 

a) 380.27 

b) 380.17 

c) 381.17 

d) 380.07 

a) none of the above 
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COST OF RETAIL - Find the cost of retail as Indicated in the 
followiag problems. Mark the letter of the correct answer on 
the answer sheet. 



87, 



88 



89 



90, 



91 



92 



Hats that cost $22 a dozea are 


a) 


3.05 








marked up to realize a markup 


b) 


3.15 








of 40% retail. Retail Is 


c) 


3.04 








per hat. 


d) 


4.05 










e) 


none 


of 


the 


above 


A merchaat waated to sell an Iroa 


a) 


7. 39 








as a Mother's Day Item for $3.88. 


b) 


6.49 








A 2 8^ markup oa retail Is waated . 


c) 


6. 39 








What should be paid for the Iroa? 


d) 


6.29 










e) 


none 


of 


the 


above 


A buyer was offered a chair for 


a) 


117.00 






$90 cost. The salesperson told the 


b) 


117.10 






buyer that the markup could be 30% 


c ) 


118.00 






of cost. What should the chair 


d) 


117.01 






retail for? 


e) 


none 


of 


the 


above 


How much caa a buyer pay for aa 


e) 


7.31 








Item to be sold for $10.99» 


b) 


6.81 








reflectlag a markup of 38% retail? 


c) 


6.91 










d) 


6.82 










a) 


none 


of 


the 


above 


Handbags were purchased for $5.75 


a) 


10.20 








each. The buyer wants a 37.5% 


b) 


9.20 








markup. What should be the selling 


c ) 


9.21 








price for each haadbag? 


d) 


9.30 










e) 


none 


of 


the 


above 


If scarves cost $1.75 and the 


a) 


3.51 








buyer needs a 30% markup on retail » 


b) 


4.50 








what retail price should be placed 


c) 


3.60 








on the scarves? 


d) 


3.50 










e) 


none 


of 


the 


above 



PRICING - Find the missing item in each of the following. Mark the 
letter of the correct answer on the answer sheet. 
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Cost 


Initial 
Markup 


Original 
Retail 


Markdown 


Maintained 
Markup 


$10.00 


$ 8.00 


(i!'93) 


$ 5.00 


(#94) 


(#95) 


$13.00 


$ 28.00 


none 


(/*96) 


$60.00 1 


(i*97) 


$115 .00 


1 $35.00 


(i?98) 



93. a) 13.00 

b) 17.00 

c) 18.10 

d) 18.01 

e) none of 
the above 



94. a) 3.10 

b) 3.00 

c) 4.00 

d) 3.01 

e) none of 



2i2 



the above 



95. a) 15.10 

b) 14.00 

c) 15.00 

d) 15.01 

e) none of 
the above 
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GM/MA 



96. a) 13.10 

b) 12.00 

c) 13.00 

d) 13.01 

e) cone of 
Che above 



97. a) 55.01 

b) 55.00 

c) 56.00 

d) 55.10 

e) none of 
the above 



98. a) 21.10 

b) 21.00 

c) 20.00 

d) 20.10 

e) cone of 
the above 



A buyer marked dowa a refrigerator that was orlRlcally priced 
at $499 to $429 . 99.. Wh&t was the percett of markdown oc the 
orlpltal price? 100 . What was the percent of markdown of the 
sales price? 



99. a) 14.12% 

b) 14.02% 

c) 14.03% 

d) 15.02% 

e) none of 
the above 



100. a) 16.32% 

b) 17.32% 

c) 16.33% 

d) 16.42% 

e) none of 
the above 
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WRITTEW EVENT 



OCCUPATIONAL CATEGORY: General Merchandise 
INSTRUCTIONAL AREA: Merchandising 



TRUE/FALSE 

Indicate whether the statements are true or false by marking 
"A" for true and "B" for false. 



1. The buyer's job is to buy and sell goods that contribute to 
the firm's profits. 

2. A buyer does not have to be alert to what competing stores 
are doing if the best buy at the lowest price from suppliers 
is sought. 

3. A buyer may sell items in such large quantities that a small 
profit on each item will add up to a sizable total profit. 

4. Buyers in a department store are like industrial buyers 
because their main purchases are materials, equipment, and 
supplies that are used in the operation of the firm. 

5. A buyer normally turns the major responsibilities for mer- 
chandise training over to the personnel or training department. 

6. Customer desires and requests that are expressed to sales- 
people are of little value to a buyer. 

7. Orderly stockkeeping has a positive effect on customers, 
influencing them to buy. 

8. Each buyer must carefully watch sales, stock, and purchases 
so that the merchandise budget set up for the department is 
not exceeded. 

9. A buyer is held responsible for inventory shortages. 

10. Controlling merchandise and departmental budgets is a task 
a buyer performs. 

11. Communication of policy is left to top management; it is not 
a function of a buyer. 

12. Errors on the sales floor can be reduced through the proper 
training of salespeople. 



A buyer is not responsible for the selling of merchandise on 
the sales floor. 

A buyer gets the best results from advertising and promotion 
when concentrating on promoting profitable merchandise with 
proven sales appeal. 

Sales records from previous years are more valuable to a buyer 
when placing orders for fashion goods than when ordering 
staple goods, 

A basic stock list indicates the minimum amount of stock that 
should be on hand in a department or store, 

A seasonal buying calendar indicates when buying should begin 
and end for special events', such as Thanksgiving^ Easter, and 
June weddings. 

Want slips are a valuable indication of what has been sold, 

A fashion coordinator is a specialist who advises the mer- 
chandising and advertising divisions on style trends, 

A successful store must make a fair profit. 

Many stores follow a price-linking policy; that is, they 
limit the number of prices at which a particular type of 
merchandise is offered for sale, 

A buyer must be impartial and consider a product from the 
customers' viewpoint rather than rely on personal tastes and 
dislikes. 

Hand-to-mouth buying always indicates inexperience on the 
part of a buyer. 

Hand-to-mouth buying allows a buyer the benefits of discounts 
usually given on large-quantity purchases. 

Seasonal buying is usually done well in advance of a season. 

Buyers are most likely to sample staple goods — not fashion 
goods , 

A buyer must study and get to know as much as possible cibout 
suppliers and potential suppliers, 

A resource file card is an excellent reference that a new 
buyer can study to learn about merchandise resources. 

The price of goods determines whether a buyer should buy the 
merchandise. Discounts and delivery charges can be determined 
later. 
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30. 



A vendor's diary contains records of a buyer's experience 
with each principal resource. 



31. Extra money paid to an employee that may depend on the i 
store's profit for a particular period is called a bonus. 

32. It is legal for manufacturers to charge buyers different 
prices for the same merchandise. 

33. Suppliers often offer help to buyers in arranging for local 
retail advertisements and store displays. 

34. Buyers of staple goods often deal directly with manufacturers 
so they can get prompt delivery of the newest styles. 

35. Some manufacturers have minimum order requirements that all 
but eliminate the small retailers who operate on a hand-to- 
mouth basis. 

36. A credit period is based on the date appearing on a bill or 
invoice and is called advance dating. 

37. The percentage of a price that a seller allows a buyer to 
deduct if the bill is paid within a certain period is called 
the chain of discount. 

38. ROG refers to credit terms that apply from the date goods are 
received by a buyer. 

39. The percentage of a price that a seller allows a buyer to 
deduct if the bill is paid within a certain period is called 
the cash discount. 

40. An experienced buyer realizes that free deals and quantity 
discounts can often result in overstocking. 
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MULTIPLE CHOICE 

On the answer sheet provided, mark the appropriate letter which 
best completes the statement or answer the question. 

42. Physical distribution (a) adds value to a product; (b) increases 
marketing costs; (c) a & b; (d) lowers marketing costs; 
(e) none of the above. 

43. One of the first and oldest carriers in this country is the 
(a) water carrier; (b) freight forwarder; (c) motor carrier; 

(d) all of the above; (e) none of the above. 

44. A carrier that provides service to any shipper at published 
rates is called a (a) contract carrier; (b) common carrier; 
(c) private carrier; (d) all of the above; (e) none of the 
above. 

45. The company to which a shipment is sent is called the 
ir consignee; (b) shipper; (c) carrier; (d) all of the above; 

(e) none of the fiUaove. •25- 



46, Which of the following does not describe a buyer in the 
industrial market? (a) purchases goods in large amounts; 

(b) makes impulsive buying decisions; (c) is well informed 
about products; (d) has the support and approval of several 
people before making buying decisions; (e) none of the above. 

47. The fastest growing segment of the wholesaling industry 
consists of (a) merchant wholesalers; (b) manufacturers' 
sales branches and offices; (c) agents and brokers; (d) whole- 
sale mail-order houses; (e) all of the above. 

'48. The middleman who takes title to the goods and performs a 

full range of wholesaling services is the (a) manufacturer's 
sales branch; (b) agent; (c) merchant wholesaler; (d) com- 
mission merchant; (e) retailer. 

49. Which of the following groups of wholesaling jobs does not 
offer entry-level employment opportunities? (a) merchandise- 
handling occupations; (b) selling and promotion occupations; 

(c) office, secretarial, and recordkeeping occupations; 

(d) buying specialists' and managers' occupations; (e) none 
of the above. 

50. The width of a channel of distribution depends on (a) the 
number of middlemen used; (b) the geographic area of distri- 
bution; (c) how widely the product is to be distributed; 

(d) the amount of possession utility added by wholesalers. 

(e) all of the above. 

51. Product planning is a process of (a) obtaining information 
that will help plan ahead for profitable sales; (b) deciding 
on the items to carry as private brands; (c) buying the 
correct quantity to ensure the most profit with the least 
risk; (d) anticipating what customers want and ordering it 
in time to meet the demand; (e) none of the above. 

52. The channel of distribution is '(a) the flow of merchandise 
and records through a distribution center; (b) the course 
followed in transferring ownership of goods from the pro- 
ducer to the consumer; (c) the transportation routes 
selected for delivery from the manufacturer to the wholesaler; 
(d) none of the above; (e) all of the above. 

53. The choice of a channel of distribution depends primarily on 
(a) available middlemen; (b) the market; (c) the product; 
(d) the length of the channel; (e) none of the above. 

54. Which is the least important consideration for the manufacturer 
when deciding which channel of distribution to use? (a) effi- 
ciency of operation; (b) economy of operation; (c) selling 
skill of middlemen; (d) location of warehouse; (e) all of the 
above . 
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The length of a channel of distribution depends on (a) the 
number of middlemen used; (b) how widely the product is to 
be distributed; (c) how intensively the product is to be 
distributed; (d) the amount of value added by wholesalers; 
(e) none of the above. 

The wholesale employee who normally checks orders for cor- 
rectness and accuracy is a (a) sales correspondent; (b) billing 
clerk; (c) credit clerk; (d) traffic clerk; (e) all of the 
above. 

Wholesale sales reps give assistance in setting up displays 
by (a) giving advice on display techniques; (b) recommending 
displays of related products; (c) supplying point-of-pur- 
chase advertising materials; (d) all of the above; (e) none 
of the above. 

When the expense of advertising is shared by manufacturers 
of brand-name products and their retailers and wholesalers 
the process is called (a) point-of -purchase advertising; 
(b) consumer advertising; (c) cooperative advertising; 

(d) direct-line advertising; (e) all of the above, 

A group of independent retailers who agree to cooperate with 
a wholesaler in buying, advertising, and other activities is 
a (a) wholesaler-sponsored voluntary chain; (b) wholesaling 
cooperative? (c) dealer-owned wholesaler; (d) chain 
wholesaler; (e) none of the above, 

A packing slip is especially important to the (a) receiving 
clerk; (b) shipping rlerk; (c) driver; (d) all of the above; 

(e) none of the above. 

The invoice is usually prepared by the (a) carrier; 
(b) shipper; (c) consignee; (d) all of the above; (e) none 
of the above. 

Most bills of lading are uniform straight bills of lading, 
and they are non-negotiable. When the bill of lading is 
negotiable, it is called (a) an assigned bill; (b) an order 
bill; (c) a shipper's bill; (d) all of the above; (e) none 
of the above. 

There are three ways to check an incoming shipment: the open 
check, the blind check, and the (a) closed check; (b) invoice 
check; (c) spot check; (d) all of the above; (e) none of the 
above. 

When receiving clerks have a copy of the invoice or purchase 
order as they make their check, they are using the (a) open 
check; (b) spot check; (c) blind check; (d) all of the above; 
(e) none of the above. 

After receiving clerks have completed their check of an 
incoming shipment, they prepare a (a) purchase order; (b) packing 
list; (c) receiving report; (d) all of the above; (e) none 
of the above. o« ^ 
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66. When purchasing agents receive the receiving report, they 
compare it with the (a) invoice; (b) purchase order; 
(c) packing slip; (d) all of the above; (e) none of the above. 

(17. Tho 1)13 1 of lading may be prcpcired hy (a) the shipper; 

(b) the carrier; (c) cither party; (d) receiving clerk; 
(e) none of the above. 

68. After the carrier has performed its transportation service, 
it sends the consignee a bill for shipping charges. This 
bill is called (a) bill of lading; (b) freight bill; 

(c) waybill; (d) all of the above; (e) none of the above. 

69. VThen a truck trailer or freight car is detained beyond a 
certain free time for unloading, (a) demurrage charges may 
^PPly? (b) the carrier may remove its equipment; (c) the 
carrier should help unload the shipment. 

70. A ton-mile is (a) one ton of freight; (b) freight moved one 
mile; (c) one ton of freight moved one mile; (d) none of 
the above; (e) all of the above. 

71. In terms of ton-miles moved in intercity freight, the 
largest carrier is (a) the railroad; (b) motor freight; 

(c) pipelines; (d) all of the above; (e) none of the above. 

72. Intrastate trucking refers to shipments carried (a) from 
one state to another; (b) from Canada to the United states; 
(c) from one point to another within a state; (d) none of 
the above; (e) all of the above. 

73. Railroad freight is often faster and more reliable than motor 
freight. However, the railroads lose some of this advantage 
when they are unable to (a) offer door-to-door delivery; 

(b) equal the motor carriers' lov/er rate; (c) provide the 
proper type of equipment; (d) all of the above; (e) none of 
the above. 

74. A freight forwarder is particularly useful to a (a) large 
shipper; (b) coal company; (c) small shipper; (d) all of the 
above; (e) none of the above. 

75. Freight forwarders consolidate many small shipments into one 
large shipment. The large shipment is big enough (a) to go 
by air freight; (b) to fill a steamship; (c) to get the lower 
carload rate; (d) all of the above; (e) none of the above. 

76. When a shipper uses a freight forwarder, who is responsible 
for the shipment from the beginning to the end of the journey? 
(a) the shipper, who should insure the shipment; (b) the 
freight forwarder; (c) the carrier that actually transports 
the goods; (d) all of the above; (e) none of the above. 
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One of the principal advantages a water carrier offers 
shippers is (a) greater protection from possible theft in 
transit, (b) low rates, (c) less damage from rough handling, 

A chief disadvantage of water carriers is (a) they are 
affected by extreme weather conditions, (b) they serve only 
a limited number of points, (c) there is a greater risk 
of labor trouble. 

With the development of larger cargo planes, the air 
carriers have (a) lowered rates, (b) increased rates, 
(c) neither. 

The material handler picks stock using a (a) stock requisi- 
tion, (b) purchase requisition, (c) bill of lading. 

If material handlers find there is an insufficient quantity 
of an item on hand to fill an order, they (a) fill part of 
the order, (b) cancel the order, (c) substitute similar items 
to complete the order. 



In preparing a label for a package, the shipper's address 
should be (a) located in the upper left-hand corner; 

(b) centered and slightly to the right; (c) located in the 
lower right-hand corner; (d) located in the upper right-hand 
corner; (e) none of the above. 

When wholesalers buy many products and store them in a 
warehouse so that customers can come to one place to select 
the merchandise they need, they are creating (a) inventory 
control; (b) time utility; (c) possession utility; (d) place 
utility; (e) none of the above. 

The person usually responsible for picking orders in a ware- 
house is the (a) shipping clerk; (b) inventory clerk; 

(c) order verifier; (d) order selector; (e) none of the above. 

The process of keeping a constant record of every item in 
stock is (a) automated stock control; (b) physical inventory; 
(c) perpetual inventory; (d) direct check; (e) none of the 
above . 

In order to promote the sale of the company's products, a 
wholesale salesperson must help customers to increase their 
sales. To do this, the salesperson (a) provides assistance 
in buying; (b) provides assistance in selling; (c) provides 
assistance in pricing; (d) all of the above; (e) none of the 
above . 

Advertisements placed in trade magazines to build good will 
and an image of the company without mentioning a specific 
product are called (a) cooperative ads; (b) industry ads; 
(c) institutional ads; (d) specialty ads; (e) none of the 
above . 
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88. Advertising that employs useful articles Imprinted with the wholesaler's 
name and address along with a sales message Is (a) specialty advertising; 
(b) direct-mail advertising; (c) Institutional ads; (d) specialty ads; 
(e) none of the above* 

89. Which of the following Is not considered a wholesaling specialist? 

(a) broker; (b) rack jobber; (c) merchant wholesaler; (d) grain elevator 
operator; (e) none of the above. 

90. Which of the following Is a characteristic of a broker? (a) takes title to 
the goods; (b) works primarily for buyers; (c) deals In one type of pro- 
duct; (d) maintains constant relationship with firms he or she represents; 
(e) none of the above. 

91. A wholesaling specialist who buys In small quantities from a large number 
of suppliers and sells In large quantities to a few customers Is a(n) 

(a) commission merchant; (b) broker; (c) assembler; (d) jack robber; 
(e) none of the above. 

92. Which of the following does not describe results of a modern wholesale 
trend? (a) single-story distribution center; (b) mechanized physical- 
handling equipment; (c) multiple-story warehouse; (d) automated data 
processing; (e) none of the above. 

93. A weight agreement (a) saves the shipper's time; (b) saves the consignee's 
time; (c) a & b; (d) Inventory time; (e) none of the above. 

94. A class rate and a commodity rate (a) are the same thing; (b) are never 
Identical; (c) may be different; (d) one Is twice the other; (e) none 
of the above. 

95. If a shipper in New York quotes the price of a product as f .o.b. dls- 
tlnatlon to a consignee in Kansas City, the freight charges would be 
paid by the (a) consignee; (b) shipper; (c) carrier; (d) merchant; 
(e) none of the above. 

96. When a shipper wants the carrier to collect for the price of the goods 
before making delivery, the shipment is sent (a) f .o.b. destination; 

(b) f.o. b. carrier's office; (c) c.o.d.; (d) c.o.d. termination; 
(e) none of the above. 

97. If a company has a private railroad siding, the primary responsibility 
for loading freight cars placed there belongs to the (a) railroad freight 
agent; (b) railroad brakeman; (c) the shipping clerk; (d) all of the above; 
(e) none of the above. 

98. A pallet is (a) the roof of your mouth; (b) a tempting morsel of food; 

(c) a platform; (d) a blanket; (e) none of the above. 

99. Pallets are used (a) to store and move merchandise; (b) to protect 
merchandise from the weather; (c) to heat the warehouse; (d) promote 
the goods; (e) none of the above. 



100. 
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To move large leads on pallets requires the use of (a) strong muscles; 
(b) conveyors; (c) forkllft trucks; (d) all of the above; (e) none of 
the above. 
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OCCUPATIONAL CATEGORY: ADVERTISING SERVICES 
INSTRUCTIONAL AREA: PRODUCT AND SERVICES TECHNOLOGY 



INSTRUCTIONS : 

Answer the following ten questions for each commercial, chosing 
the best answer. On your answer key - any number ending in the 
digit 1 (i.e. 11, 21, 31, 41, 51, 61, 71, 81, 91, will answer 
question 1) This will apply to 2, 3, 4, etc. 

1. Identify the target market, the advertisement appeals to. 

A. 5-12 years of age 

B. 13-25 years of age 

C. 25-40 years of age 

D. 41 & over 

F. All of the above . 

2. Under which type of appeal would you classify the commercial 

A. Rational 

B. Emotional 

C. Aesthetic 

D. Sensory 

E. None of the above 

3. The appeal of this ad is: 

A. Local 

B. National 

C. Regional 

D. Specific 

E. None of the above 

4. The following commercial was an example of: 

A. The straight sell 

B. The educational 

C. The testimonial 

D. Dramatization 

E. None of the above 

5. This ad convinces the customer to act through: 

A. Repetition 

B. Association 

C. Composition 

D. Symmetry 

E. None of the above 



Advertising test (cont, ) 



6. The endorser for this commercial Is: 



A. Paid personality 

B. Created 

C. Unbiased 

D. U.*^. Advertising Council 

E. None of the above 



7. The format for this commercial was: 



A. Positive 

B. Demonstration 

C. Integrated 

D. Mass Audience 

E. None of the above 



8. This commercial would be best shown during: 



A. Early morning 

B. Afternoon 

C. Prime time 

D. Late evening 

E. All of the above 



9. This commercial Is within the constraints set by the 
law of the unattainable triad. 



True or False 



10. The cost of producing this commercial was: 



A. Very top range 

B. Significant 

C. Average 

D. Below average 

E. Very economical 
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OCCUPATIONAL CATEGORY: f'eneral Merchandise 
INSTRUCTIONAL AREA: Human Relations 



JUDGES INSTRUCTIONS: Circle the number which best measures the particioant's iJerfor^'.ance in each category. 



CASE 



How to show 
interest in 
others 



Inappropriate 
or 

No response 



Indifferent 
Attitude; 
Shows no Interest 
in Customer 



Careless 
Attitude & 
Interest in 
Customer 



Commencine 
The 'positive 
attitude & some 
interest in the 
customer 



Positive Attitude 
Sincere Interest 
in Customer 



7 



10 



Handling 
Customers 



Inappropriate Ineffective in 
or handling of 

Ho response customer 



ShoTfS sone 
effect in 
handling 
customer 



Effectiveness Very effective in 

evident in handlin? handling of 
customer custocers 



4 



10 



I 



Maintain 
Objective Point 
of view 



Misrepresent- 
ation of people 
products & 
policies 



Inappropriate 
or 

No response 



Inappropriate 
or 

]]c response 



Unable to evalu- 
ate the situation 
accurately 



Able to eva- Bepin to know facts, Positive £ Effective 



luate situat- evaluates the situa- 
ion that Inabi-tion & takes aporoo- 
lity to solve riate action 
problem appro- 
priatelv 



evaluation of situat 
ion & action taken 



4 



7 



10 



Does not represent 
store's motto, 
goals, & image 



Shows little 
consideration 
of store's 
motto, goals, 
I image 



Cccd respresentation Fccitlve 6 Effective 
nf store's motto, display of store's 
goals & inage motto, goals & image 
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General Merchandise 
Human Relations 



Tie Breaker ; Define Human Relation— refers to the relationship between people. These relaticnsMos can be 
formal or informal, close or distant, emotional or unemotional. In business ranv kinds of 
relationships with different people must be considered, As an employee of a business, for 
example, you have relationships with; (1) yourself, (2) your co-workers, (3) vour supervisor, 
and (4) customers of the business 



Tie Breaker No response Weak Fair Good Excellent 
0 2 4 6 10 



TOTAL POi:iTS (Do Not Add Tie Breaker) 



? 226 227 
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Participant l,Tb.if 
Judge's Initials 



OCCUPATIONAL CATEGORY: GENERAL MERCHANDISE 
INSTRUCTIONAL AREA: SELLING 



The 1udr;o of the demoOHtratlon will, evaluate the participant on the followlnfr 
Items. The Judpe will encircle the ratlnp; for that part of the demonstration 
which Is appropriate. 

For a Rulde, the judge will define the following ratings as follows: 

EXCELLENT The participant has achieved mastery of this part of the 
selling aklll. If the participant was employed In your 
store, he/she would \Se a frequent leader among the 
sales staff of the store. 



GOOD The participant has achieved an above-average mastery of 

this part of the selling skill. If the participant was 
employed In your store, he/she would be In the upper half 
of the sales staff. 

FAIR The participant has achieved an average mastery of this 

part of the selling skill. If the participant was employed 
In your store, he/she would be In the lower half of your 
sales staff. This participant would do little more than 
show the customer the merchandise that he/she had asked to 
see. 



POOR This participant has failed to reach the competency level 

expected of a salesperson In a general merchandise store. 
This person would perform the duties of an order-taker and 
no more. This person would be detrimental to the goal of 
trying to Increase sales through effective selling. 

Judged 

Poor F air Good Excellent Points 

APPROACH 

1. Approached the customer 
correctly for the selling 

situation. 13 6 9 

PRESENTATION 



1. Were features pointed out 
with relating benefits 
shown? 

2. Was customer given an 
opportunity to talk and 
ask questions? 

3. Was sufficient merchandise 
Information given? 



1 A 7 lu 

13 5 7 

1 A 7 10 



EKLC 



328 



-35- 



General Merchandise 
Selling 

Evaluation Form 



4. Was presentation clear? 



Poor 
1 



Fair 



( Send 
5" 



Excellent 
7 



Judged 
Points 



HANDLTNG onJECTIONS 



1. Was each oh lection 
answered? 

2. Was tact used-.in handling 
objections? 

3. Was customer given an 
opportunity to voice 
objections? 



0 



10 



10 



CLOSE 



1. Was close smooth and 
natural? 

2. Did participant take 
advantage of opportunities 
to close? 



10 



SUGGESTION SKI.LING 

1. Did participant select 
a properly related 
item to suggest? 

2. Was the timing proper for 
the suggestions of a 
related item? 



TOTAL POSSIBLE POINTS- 110 POINTS 



TOTAL POINTS GIVEN 
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Pet roleum 



High School 

1. Hunan Relations X 

2. Mathematics 7 

3. Product and Service Technology 12 

4. Selling 23 

5. Display 24 
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INSTRUCTIONAL ARFA: HUMAN RELATIONS 



Multiple Choice 

1. Human relations refers to (a) getting along with others: (b) treating others 

as equals: (c) understanding your family (d) none of the above (e) all of the 
above • 

2. Getting along with others off the job is called (a) common s^nse human 
relations (b) structured human relations (c) unstructured human relations 
(d) none of the above (e) all of the above. 

3. Structured human relations refers to (a) relations with classmates (b) 
relations on the iob (c) relations at social functions (d) none of the 
above (e) all of the above. 

4. The ability to think and act without being urged is known as (a) initiative 
(b) industry (c) attitude (d) all of the above (e) none of the above. 

5. The mental attitude that causes a person to want to work hard is (a) character 
(b) dependability (c) industry (d) none of the above (e) all of the above. 

6. Enthusiasm is a mental attitude reflected by a (a) indifference (b) an 
intense or eager interest in a subject (c) goodwill toward customers 

(d) none of the above (e) all of the above. 

7. Honesty and respect for other people and their property make up a person's 

(a) personality (b) character (c) intelligence (d) none of the above 

(e) all of the above. 

8. Such feelings as love, hate, fear, anger, pride, worry, and confidence are 
all (a) emotions (b) attitudes (c) traits (d) none of the above 
(e) all of the above. 

9. The ability to analyze is important for (a) the boss of a business (b) 
employees in marketing and distribution (c) people in unstructured 
relationships (d) none of the above (e) all of the above. 

10. Business today prefers its employees (a) to concentrate on their job and 
career field and spend less time and effort on society (b) to belong to 
social groups (c) to be conscious of what is going on in the community 

(d) none of the above (e) all of the above. 

11. The employer employee relationship is (a) one of dominance by the employer 

(b) a partnership (c) informal relationship (d) none of the above (e) 
all of the above. 

12. In the study of economics, the principle of self -consumption refers to 

(a) employer (b) a partnership (c) informal relationship (d) none of 
the above (e) all of the above. 

• 

13. In the employer employee relationship, job security is (a) the employee's 
responsibility (b) the employer's responsibility (d) none of the above 

(e) all of the above. 

14. Staff functions are those that (a) accomplish the primary objective of 
the business (b) support line functions (c) hire the needed staff of 
personnel (d) support the free-rein leadership (e) none of the above. 

15. A good manager can effectively supervise (a) any number of people (b) 
about five people (c) limited number depending on the complexities of 
the organization (d) none of the above. 



16. 
17. 

18. 

19. 
20. 
21. 

22. 
23. 
2A. 
25. 

26. 

27. 

28. 
29. 
30. 

O 
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The leader who encouraj^es employee participation Is a (a) autocratic 
leader (b) free-rein leader (c) democratic leader (d) Informal 
leadership (e) all of the above. 

Korizontal communications refers to (a) utilizing radio waves that 
travel horizontal to the surface of the earth (b) communications on the 
same organization level (c) Informal communications (d) formal communi- 
cations (e) none of the above. 

Informal organizations refers to (a) personal and sociil relationships 

(b) the business that does not have a formal organization chart (c) 
unstructured human relations (d) structured human relations (e) none 
of the above. 

The science of word meaning Is called (a) psychology (b) semantics 

(c) communications (d) none of the above (e) all of the above. 

Physical representations of status are called (a) status symbols (b) 
prizes (c) hard lines (d) none of the above (e) all of the above. 

The entire process of marketing and distribution is dependent on (a) good 
human relations (b) social relationships (c) democratic leadership (d) 
none of the above (e) all of the above. 

First Impressions (a) are usually right (b) are usually wrong (c) It 
depends on your age (d) none of the above (e) all of the above. 

Controlling your emotions Is a sign of (a) confidence (b) maturity (c) 
sincerity (d) tact (e) none of the above. 

Personality Is (a) Inherited (b) a result of experience and environment 
(c) acquired by study (d) Initiative (e) none of the above. 

Often the main forms of communlcatlovi within an Informal organization are 
(a) gossip and rumor (b) memos and conferences (c) telephone calls and 
notes (d) none of the above (e) all of the above. 

The employee who submits suggestions to Improve his employer's business Is 

(a) participating with his employer In the business (b) finding fault 
(c) being uncooperative (d) an unscrupulous person (e) none of the 
above . 

Collective bargaining Involves (a) a single employee and his supervisor 

(b) a department conference (c) a labor union and representatives of 
management (d) status (e) all of the above. 

Fr.otlonal traits Include (a) appearance and speech (b) Intelligence and 
character (c) maturity (d) dedication and Integrity (e) all of the above. 

The key to self confidence Is (a) success (b) good communications (c) a 
good first Impression (d) Integrity (e) none of the above. 

The ability to make decisions (a) cannot be learned (b) can be acquired 
through experience (c) depends on your job level (d) Is common sense 
(e) none of the above. 
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31. Personality traits, the ability to think in a credible manner, and knowledge 
of particular subjects are all (a) personal qualities (b) role playing 

(c) inherited traits (d) none of the above (e) all of the above. 

32. A list of questions the personel interviewer uses during the interview is 
known as (a) interview schedule (b) personal interview (c) status 
interview (d) none of the above (e) all of the above. 

33. Defined as the mental attitude of being comnmitted to an idea or subject is 

(a) deduction (b) common sense (c) good attitude (d) none of the 
above (e) all of the above. 

34. An understanding of what it costs the employer to do business and still make 
a fair profit is (a) profit sharing (b) collective bargaining (c) cost 
consciousness (d) none of the above (e) all of the above. 

35. A trait that causes an employee to tive his employer a full measure of work 
for his pay is called (a) dedication (b) integrity (c) participation 

(d) all of the above (e) none of the above. 

36. Believing in your employer and keeping trade secrets are examples of (a) 
common sense (b) responsibility (c) loyalty (d) none of the above 

(e) all of the above. 

37. The process of passing information from one person to another is (a) common 
sense (b) communication (c) letter writing (d) all of the above (e) 
none of the above. 

38. What will help you find the simple, obvious, or practical way of doing some- 
thing is (a) common sense (b) participation (c) role playing (d) none 
of the above (e) all of the above. 

39. The ability to generate new ideas is (a) status (b) creative (c) common 
sense (d) all of the above (e) none of the above. 

40. An awareness of what is happening in your community, nation, and world is (a) 
civic consciousness (b) good communication (c) socializing (d) none of 
the above (e) all of the above v 

41. Insurance provided by employers that protects an employee from financial loss 
caused by job-related accidents is called (a) workmens compensation (b) 
social security (c) FICA (d) all of the above (e) none of the above. 

42. A person working for another for pay is called an (a) employee (b) employer 
i^) co-worker (i) none of the above (e) all of the above* 

43. Money paid by the state to an unemployed worker is called (a) workmens 
compeneaticn (b) unemployment compensation (c) employee compensation (d) 
all of the above (e) none of the above. 

44. A pension plan in which the employee shares in the profits of the company is 
called a (a) profit sharing (b) coop plan (c) interest payment plan (d) 
none of the above (e) all of the above. 

45. The process of dividing the responsibility and authority of a business into 
smaller units that specialize their abilities is called (a) specialization 

(b) organization (c) controlled planning (d) none of the above (e) all 
of the above. O j o» 

Being obligated to account for something refers to (a) loyalty (b) authority 

(c) responsibility (d) none of the above (e) all of the above. -3- 
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48. 

49. 

50. 
51. 

52. 

53. 

54. 

55, 

56. 

57. 
58. 

59. 
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The power to make commands and decisions Is (a) authority (b) loyalty 

(c) dedication (d) none of the above (e) all of the above. 

A full listing of the duties of and the responsibility and authority for 
a particular job Is called a (a) job description (b) status report (c) 
personal qualities (d) none of the above (e) all of the above. 

Position or rank of one person as compared to the position or rank of 
another Is called (a) loyalty (b) status (c) employee employer relation- 
ship (d) none of the above (e) all of the above. 

The grapevine Is the Informal organization system of (a) authority (b) 
control (c) communications (d) none of the above (e) all of the above. 

The four most Important personal abilities required for communication are 
speaking, listening, reading and (a) writing (b) human relations (c) 
negotiating (d) none of the above (e) all of the above. 

The process of assigning responsibility and authority to someone else Is 
called (a) passing the buck (b) delegation (c) good communications 

(d) all of the above (e) none of the above. 

An association of wage earners for the purpose of maintaining and Improving 
the conditions of employment Is called a (a) grapevine (b) collective 
bargaining (c) labor union (d) none of the above (e) all of the above. 

The process of negotiation disputes between labor and management Is called 

(a) collective bargaining (b) autocratic management (c) policy manage- 
ment (d) none of the above (e) all of the above. 

The leader of the union 1q a particular department Is called a (a) manager 

(b) steward (c) supervisor (d) none of the above (e) all of the above. 

Putting yourself In the position of another Is called (a) role playing (b) 
good human relations (c) integrity (d) none of the above (e) all of the 
above . 

Good communications depends upon your being a good sender as well as (a) reader 
(b) receiver (c) writer (d) none of the above (e) all of the above. 

The supervisor who exercises complete control over his group and makes policy 

and decisions by himself is an (a)a0tdcrfttic leader (b) democratic 

leader (c) free-rein leader (d) none of the above (e) all of the above. 

The three areas that receive special attention from management in its attempt 
to improve human relations are leadership, communication, and (a) loyalty 
(b) common sense (c) participation (d) none of the above (e) all of 
the above. 

The employee that functions under a supervisor and does not supervise anyone 
elso is a (a) new employee (b) operative employee (c) union employee 
(d) none of the above (e) all of the above. 




True and False 
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The ability to weigh the facts and decide Is known as judgment skill. 

Human relations > because of Its many technicalities, Is more of a science 
than an art. 

Human relations In petroleum are the same as human relations In private 
life. 

The primary %oal of human relations In petroleum is to avoid arguments 
with your co-workers. 

Increased production is one goal of human relations in business* 

The application of human relations principles to the business setting is 
as old as business Itself. 

A good practitioner of human relations can be successful on the job even 
without any technical skills. 

The ability to get along with others is a natural trait that you either 
have or do not have. 

Human relations off the job require less skill because less is at stake. 

How you relate to your supervisor, your co-workers, and your customers will 
require a conscious effort. 

A lower standard of human relations practices is required of nonselllng 
employees of a business than of selling employees. 

Customer relations is the application of human relations to customers. 
Tact is the ability to say one thing and mean something else. 
A customer will respect the salesperson more if he is subservient. 
Personality is how a person acts. 

There is a significant relationship between a person's appearance and his 
persenmlity. 

Your style of speech is one of the factors that affects your appearance 
to others. 

Mannerisms are one of the things that make people different, and everyone 
should attempt to develop unique mannerisms. 

Speech is a physical characteristic of personality. 

Intelligence helps you understand abstractions. 

Attitudes and character are physical characteristics. 
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87. 
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An attitude l8 the way you think or act that reflects your disposition or 
opinion toward a subject. 

A sincere Interest In others Is an emotional characteristic. 

The experiences you have had and the environment Is which you have lived 
to a large extent determine the degree to which you can control your 
emotions. 

Success or failure In what you do has little effect on your self con^ 
f Idence • 

Since personality Is determined In your early life, very little can be 
done to change It. 

Listening Is part of communication. 

Scientists have agreed that creativity can be taught. 

The primary and only Important goal of a business Is to make a profit. 

Capital Is the key resource In our economy other resources are secondary. 

Capital simply means money. 

Today more people are employed In the distribution of goods and services 
than In production. 

Employers prefer to hire qualified leadership rather than train employees 
for leadership positions. 

In the employer-employee relationship, the only concern of the employer 
Is having satisfied emoloyees. 

Employers provide supervision primarily to catch the mistakes of employees. 

Employers contribute an amount equal to the employee's contribution for 
social security. 

Labor Is one of the key economic resources. 

Employees should be compensated In proportion to what they produce. 

The flow of authority from the top to the bottom Is called the vertical 
division of work. 
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INSTRUCTIOIUL AREA: MATH 



Column I 
Problema 



1. 



35 
12 



2. 



12 
98 
39 

15 
81 



3. $18.09 
.78 

12,26 

.93 
.07 

17.99 
1.21+ 
8.92 

$10.10 
1.21 
1$.57 
7.75 
.09 
30.01 
9.96 
18.72 
12.1+8 
■ . 8.9 ? 

5. $ 1.75 
16.29 
.1.2$ 

75.03 
8.J4.2 

.91+ 
16.05 

.59 
8.27 
1?.03 



Column II 
Answers 



a. 301 

b. 298 

0. 300 

d. none of 
the above 

a. Ul+0 

0. 1+39 

d. none of 
the above 

a. $60.28 

b, $80.29 
o. $80.27 

d. none of 
the above 

a. $lli+.82 

b. rA13.82 

c; $115.82 

d. none of 
the above 

a. $11+0.62 

b. $11+1.61 

c. $]i+0.61 

d. none of 
the above 



Column I 
Problems 

6. $17.26 
9.0k 
1+0,76 

il 

1.3 
11.1 
18.11 
2.79 

10y06 



7. $12.37 

I. 56 

1^2.83 
9.03 

8.12 
28.11 

5.39 
.07 
13t60 

8. $ 1.27 

10.1+8 
15.09 
3.23 
.35 
9.26 
I.SLl 

7.76 
19.72 
12.29 

9. $32.1+6 

.7U 
1.26 

16.27 

3.1+5 

II. 92 
1+»12 

•93 
3.17 
19.18 

10. $ 6.05 

13.12 
1.98 
.19 
.k6 
.81+ 

15.13 
17.1+9 
8.27 
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Answers 



a. ;)101.66 

b. yill.67 
0. 0111.65 

d. none of 
the above 

a. ;^.111.8b 

b. $121.81 

0. $121.80 

d. none of 
the above 

a. ip71»31 

b. $81.31 

c. $81.21 

d. none of 
the above 

a. $93.50 

b. fig 3.1+0 

c, ;t583.50 

d, none of 
the above 

8. $53.53 
bt ?53.52 

c. $52.53 

d. none of 
the above 
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SUBTRACTION 



Coltann I 
Problems 

11. 1^72.59 



12. 096.27 
-5.19 



13. 005.72 
-3.98 



Ik* n36.Ij.8 



15, 0379.21 
^86.1i.7 



16. $214.3.17 
«130.2g 



17. $6^9.26 
-?72.78 



18. $314-8.09 
231.68 



19. $560.23 
•■311J-.91 



Column II 
Answers 

a. :>67.92 

b. $68.92 
o. $68.82 
d. none of 

the above 

a. v90.08 

b. $91.07 

c. $91.08 

d. none of 
the above 

a. $81,714. 

b. $71.71; 

c. $81.73 
c. none of 

the above 

a. 0113.11 

b. :,103»11 

c. $112.11 

d. none of 
the above 

a. $192,714. 

b. $292,714. 
o, $292.73 
d. none of 

the above 

a. {? 111.92 

b. $111*82 

c. $112.82 

d. none of 
the above 

a. $266.14.8 

b. $266.38 

c. $276.14.7 

d. none of 
the above 

a. $115.14.1 

b. $116.14.1 

c. $116.31 

d. none of 
the above 

a. $235.32 

b. $23l4..32 

c. $21;5.32 

d. none of 
the above 



Colxuiin I 
Problems 

20. $126.70 



Column II 
Ansuers 

a. $714.. 19 

b. $014.. 18 

c. $814.. 19 

d. none of 
the above 



^ ■tm ^ -.r. ■it- it. -it. ^ ^ ^ 

^lULTIPLICATIOH 

Column I 
Problems 

21. 

6014. X 12.02 B 
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22. 

71 X 52 = 

23. 

165 X « 
21;. 

1;5 X $2.35 ° 
25. 

86 X 9.i;0 o 
26. 

514. X $32.00 = 

2 -'p 



Column II 
Answers 

a. 7260.08 

b. 6260.08 

c. 7160.08 

d. none of 
the above 

a. 3592 

b. 3692 

c. 3682 

d. none of 
the above 



a. 5610 

b. 561 

c. 56.1. 
c. none of 

the above 



a. $10.58 

b. $10.57 

c. $1014.. 75 

d. none of 
the above 



a. 80.814. 

b. 807.14. 

c. 808.3 

d. none of 
the above 



a. $172.80 

b. $17.28 

c. $1728 

d. none of 
the above 
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MUT.TIPLICATIOK (continued) 



DIVI3ICK 



Coltam I 
Problems 

27« 

96 X $2.98 o 



28. 

120 X $18.85 
29. 

1015 X 0 .96 « 



3Qi 

18 X $3.40 « 



DIVISION 

Colvmin I 
Problems 

31. 

U2/1302 



32. 

36/9Br 



Column II 
Answers 



a. '^2Q(>»0Q 

b. $276.08 
o. v?386.08 
d. none of 

the above 



a. $871^.14.0 

b. $971;.l4.0 

c. $975.i|-0 

d. none of 
the above 



a. $871i..l4.0 

b. '497k •kO 
C. $961i..li.O 
d» none of 

the above 



a. $61.20 

b. 061.10 

c. 1551.20 
none of 

the above 



•*r * 



Column II 
Answers 

a. 310 

b. 31 

c. 3.10 

c. none of 
the above 



a. 272.5 

b. 27.24 

c. 27.25 

d. none of 
the above 



Column I 
Problems 

33. 

J, 5/818" 



31+. 



39/4732 



35. 



ERIC 



36. 

15 divided by 1/k 



37. 

21 divided by 5/8 



38. 

12 divided by 9/16 
39. 

20 divided by 1/4 



40. 

3/8 divided by 4 



Coluiiiii II' 
Answers 



a. 17.5 

b. 18.3 

c. lG.4 

d. none of 
the above 



a. 121.40 

b. 121.30 

c. 121.333 

d. none of 
the above 



a. 31.76 

b. 31.75 

c. 31.74 

d. none of 
the above 



a. 60 

b. 3.75 

c. 4 

d. none of 
the above 



a. 33 3/5 

b. 13.125 

c. 15.1 

d. none of 
the above 



a. 6.75 

b. 21 1/3 

c. 22 1/2 

d. none of 
the above 



a. 4 

b. 5 ■ 

c. 6 

d. none of 
the above 

a. 1.5 

b. 1/16 

c. 1/8 

d. none of 
the above 
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IWL7IP LICATI0N rWOLVIIlG ? ACI'IOUS 

kU cans of oil at '37 V2^ a can - (a) (c) 016.87 

(d) r;ii6.88 (d) none of these. 

k2m 65 gallons of pad et 66 2/3^ a Gallon « (a) ^lL3*3k (b) <k3.Uk 
(c) 01^-5.33 (d) nono of these. 

l|-3. 55 gallons of sas at 87 J/i^u. r nl ion - . ( a} (b) .i^i.M.i*; 

(0) :i»i4.8«13 (d) nou<* of these, 

Uk* 18 cGns of oil at 62 1/2^ a can « (a) vll.50 (b) $11.25 

(c) $11.75 (d) none of these. 

lj-5« 60 gallons of anti-freeze at 83 1/3^ a gallon » . (a) .'i>Ul4..00 
(b) 4;i{.6«00 (c) OI1-8.OO (d) none of these. 

l|.6. 27 fan belts at 66 2/3^ a belt « (a) ^17 (b) ,a8 (c) ^19 

(d) none of these. 

1|.7. $2 cstns of motor oil additive at 12 1/2^ a can « (a) ^S^k.^ 

(b) $6.51 (c) $6.50 (d) none of these. 

l|.8» 82 XYZ plucis at 16 2/3j^ a plug = (a)J^13.63 (b) vl3.65 

(c) $13»67 (d) none of these. 

k9* 60 gallons of gas discounted by 6 2/3^ a gallon = {a.)i}$U. 
(b) $55 (c) $56 (d) none of these. 



(bT ^530 (c) s>2 (d) none of these* 



perchiw/trad:: DTr.coui3TS/sTonY prodl^-b 



5l# 90 is w hat percent of 280? (a) 36>a (b) 35;^ (c) 3i|jS 
(d) none of these# 

52. $11.20 is what percent of ^160 (a) 75$ (b) 6^ (c) 8?^ 
{(1) none of these* 

53#^ $10*50 is what percent of $3*50 (a) 36^75/^ (b) 331/3 % 
(c) 30Qa (d) none of these* 

5l4.# A service station orders 12 cases of premium motor oil at 
H>7»75 per case* A cash discoijnt of y/a is given^ How raixch 
does the station owner have to pay? (a) ;;^90«20 ih) $90*21 
(c) $90.22 (d) none of these* 

55* A tire dealer receives a l|.0^ trade discoimt cn 10:. snovj tires 
which retail for $25 a tire* A seasonal discovint of 10^ is 
also Riven* How much will the dealer have to pay? (a) $1250 
(b) $li455: (c)$1350 (d) none of these* 
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It the coat oJ" y.r-:rM2t isiiilOrCO £.nd the markup Is J3,5;o 
w^iiit is the ipjxrki jj i-.i"-!6nt If it's Ixinod on the sellinc 
price? (a) 26^. p/. (o) 26;i (d) none of these. 



If the sales prlco a product is $22.95 and the markup is 

z**^? cost percent of the selling pried? 
U) 7T/0 th)76% (c) 75/» (d) none of these. 

If the cost of a product is :i:l2.50 and the orijionai xotaii 
price was sJ19«95 "x^l^J^t is the maintclnod markup if you 
finally sold the product for vll4..9I?? (a) v>2.l4.0 (b) vS.OO 
{o)^70kS (d) none oH these. 

The oivner of a service station v/ishes to stock a line of 
belts that he can retail at 03.95 a belt. He must have 
an initial markup of The most he should he pay for 

each belt would be how much? (a) ;;3,00 (b) 52.50 
(c) $2.i4.5 (d) none of these. 

A service station had net sales of ^27, Sk^ for thentoonth 
of ilarch. The cost of goods sold was j?16,950 and operating 
expenses for the pionth were $8,930. The station's gross 
profit for the month was how much? (a) $1,660 (b) $10,590 
(c) v35>560 (d) none of these 



OCCUPATIONAL CATEGORY: PETROIEUM 
INSTRUCTIONAL AREA: PRODUCT AND SERVICE TECHNOLOGY 



TRUE or FALtiE 



1 . T or F For good corrosion resistance and nist prevention in a car 

radiator, it is recommended to use a $0% solution of antifreeze 
and water. 

2. T or F In late model cars, do not run pure water in the radiator, 

because the hot indicator warning light will not function properly. 

3. T or F Used spark plugs can be accurately checked outside the engine 

to determine if th^ are functioning properly. 

li. T or F It is important to shut your engine off and let the transmission 
cool off before checking the level of transmission fluid in the 
automatic transmission. 

5. T or F Air pressure can be accurately checked immediately after a long 

drive and if the air pressure reads too high, air should be let 
out of the tires to obtain proper levels of air pressure. 

6. T or F Filling the transmission with fluid above the full mark will 

not effect the operation of the transmission. 

7. T or F !iype F transmission fluid is the only transmission fluid that 

is recommended for use in any Ford product automatic transmission. 

8. T or F Air pressure in most types of passenger car tires should be 

kept at approximately 22 to 30 pounds of presstire, for maximum 
tire life. 

9. T or F The reservoir of the power steering pump should be filled with 

either transmission fluid or special power steering fluid. 

10. T or F Overfilling the power steering reservoir will not effect the 

operation of the power steering pximp. 

11. T or F For maximum battery life, tap water should be put into the battery 

to keep it full. 

12. T or F Gasoline is rated according to its anti-knock value or also known 

as its octane rating. 
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13* T or F Etliyf is a substance that is added to gasoline to give it an 
anti -knock value • 

1U. T or F Automobile manufactoarers do recommend the weights of oils that 
shooild be used in their cars. 

^S. T or F When servicing a customer, only check the oil when asked to 
check it* 

16. T or F It is important to check the fan belt«f. condition when the 
engine is running. 

17* T or F When you are checking the oil; it is important that you remove 
the dipstick, wipe the dipstick off, reinsert the dipstick, and 
remove the dipstick again; before you take a reading of the oil 
level for the engjjie. 

18. T or F Batteries shoxad be charged at a very slow rate. 

19. T or F It takes up to one hour to fully charge a battery, with a 

low charge. 

20. T or F Always suggest a new oil filter when you are changing oil for 

a customer. 

21 . T or F High grade motor oils are actually more economical than low grade 

motor oils. 

22. T or F When rotating radial tires, it is important that you rotate the 

tires from one side to the other side. 

23. T or F It is not that important to make small cost savings, when possible, 

because most service stations are large enough that the small 
savings do not count much towards increased or decreased profits. 

2I4. T or F Some of the equipment that you work with in the service station 
is very dangerous, when not properly cared for. 

25. T or F The location of the fuel tanks, on different makes of cars are 

very much different, but it is not t2iat important to know all 
these locations, because you can always ask the customer where 
to fill the gas tank. 

26. T or F Automatic transmission fluid should be used to fill the 

master brake cylinder. 

27. T or F S.A.E. lOW^hO is a multi -grade motor oil that stands for a 

10 weight hot operation characteristic and a kO weight cold 
starting characteristic. 

28. T or F Gasoline is a very good cleaner and is used very often in 

service stations, as a cleaner. 



29. T or F Gas pumps should be checked periodically for their accuracy. 

30. T or F Thick motor oils are graded by low S*AoE. numbers. 

31. T or F Motor oils are graded by their viscosity or thickness. 

32. T or F The radiator water level should be kept as full as possible at 

all times. 

33. T or F Conserving supplies will actually increase net profit substantially, 

3U. T or F Your voice is the only personality trait you can use when selling 
over the phone. 

35. T or F Oil additives can be added to effectively extend liie life of 

your oil for at least twice the time recommended by oil 
manufacturers. 

36. T or F If a car needs a tune up, a gasoline additive can be added to 

the gasoline to take care of this problem. 

37. T or F Anti -freeze for radiators can be used very effectively to 

stop or prevent fi^eezing up of the windshield washer fluid 
and many service stations recommend this use of radiator 
anti -freeze. 

38. T or F At service stations, it is required that all customers shut off 

their engines immediately after pulling up to the service island 
to be serviced. 

39. T or F Before you test the antifreeze solution in the radiator, you 

should always make sure the engine is warmed up* 

UO. T or F Engine oil will be absorbed into the pavement of your shop floor. 

So when you do spill engine oil on the floor, just let it lay 
there until it is absorbed into the pavement. 

MULTIPLE CHOICE: Circle either a, b, c, d, or e; of the following questions 
depending on which answer will best complete the statements. 
(Choose only one answer for each question, the best answer.) 

Ul . Oil should be changed frequently, because; 

a. Abrasive dust can get into the motor oil by passing by the 
air filter and crankcase ventilator. 

b. kludge and varnish forming materials can form as a result of 
combustion. 

c. v:ater can collect in the oil from burning gasoline. 

d. Piston rings and cylinders can wear when anti-wear additives are 
used up in the oil. 

e. All of the above. 

I42. The present gasoline sold at today's service station is a mixture of; 

a. Iso«*octane and heptane. 

b. Pre-octane and ethyl. 

c. Pre-octane and lead free additives. 

d. All of the above. 

e. None of the above. 2"^^ <^ 



ERIC -14- 



Automatic Nozzles have been installed on a lot of present gasoline 
pumps to: 

a« Stop the gasoline fumes from escaping, from storage tanks, 
when filling automobile gas tanks. 

b. Prevent possible fires from occuring at the gas pumps. 

c. To shut off the gas pump when the automobile gas tank is full. 

d. To automatically figure the price that should be charged for the 
amount of gasoline sold. 

e. All of the above. 

Oils labeled with a ''V'', as in lOW^UO, are primarily designed for: 

a. Very hot temperature operations. 

b. Special anti-rust protection. 

c. Longer Life. 

d. Sub-freezing service. 
6. None of the above. 

When gasoline is spilt, a very good safety precaution is to: 

a. Let it diy up. 

b. Pour water on the spill. 

c. ^read it out on the ground, so it will evaporate quicker. 

d. Bum it off. 

e. All of the above are very good safety precautions. 

If you are servicing another car and a car drives in, you should: 

a. Wave to the other customer and go oa with what you are doing. 

b. Ignore the ot..er customer, until you are finished with the 
present customer, you are servicing. 

c. Wave or call out to the other customer to show that you know 
he/ she is there and tell him/her that you will be with hlVher 
in a minute. 

d. Try to service both customers at the same time. 

e. All of the above. 

To prevent accidents: 

a. V^atch out for cars which are entering, leaving, or moving about 
the service area. 

b. Remember that the customer should watch out for himself Aer self . 

c. Don't allow too many customers to enter the driveway. 

d. Only use one service island. 

e. All of the above. 



Poor gas mileage is a result of: 

a. A dirty air cleaner. 

b. Bad spark plugs. 

c. Bent tail pipe 

d. Heavy crankcase oil. 

e. All of the above. 



Motor oil is used in cars to: 

a. Clean the engine. 

b. Help the engine from over heating. 

c. Lubricate moving parts. 

d. Protect against wear on parts. 

e. All of the above. 
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50. Motor oil should be changed in cars, at leasts (excluding new synt^ietic oils) 

a. Every 90 days or 3,000 wiles. 

b. Every 60 days or 1,000 miles. 

c. Every 100 days or 6,000 miles. 

d. Whenever the oil looks dirty on the dipstick. 

e. None of the above. 

51 . Oil filters hold a certain amount of oil in them, so when you change 
oil filters, make s\ire you add an additional: 

a. Pint of motor oil. 

b. Quart of motor oil. 

c . h Quart of motor oil . 

d. i§ Pint of motor oil. 

e. None of the above. 

52. Most automobile manufacturers agree that automatic transmission fluids 
should be changed eveiy: 

a. 7 toonths or 10,000 miles. 

b. 2h months or 2U,000 miles. 
12 months or 15,00C miles. 

d. 6 months or 8,000 miles. 

e. None of the above. 

53 • Vihen changing oil in a standard transmission, you need to use: 

a. S.A.E. 90 weight transmission lubrication. 

b. S.A.E. 100 weight motor oil. 

c. S.A.E. Type a transmission fluid. 

d. Automatic transmission fluid. 

e. None of the above. 

5U. Dry replaceable paper type air cleaners should be changed every: 

a. Year or 12,000 miles. 

b. 6 months or 2,000 miles. 

c. Month or 1,000 miles. 

d. Two years or 15,000 miles. 

e. None of the above. 

55. There are two types of antifreeze, permanent and nonpermicent, and 
the difference between the two is that: 

a. The perminent antifreeze will not evaporate, but the 
nonperminent will evaporate. 

b. The perminent antifreeze will never have to be changed again, 
while the nonperminent will have to be changed every year. 

c. Perminent antifreeze will stay mixed with the water, while 
nonperminent antifreeze will seperate after a while. 

d. All of the above. 

e. None of the above. 

56. A hydrometer is an instrument used to: 

a. Test lubrication abilities of different oils. 

b. Test motor oils for different types of additives. 

c. Test the terperature the engine normally operates under. 

d. Test transmission fluids for their thickness. 

e. None of the above. 
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57. If you are losing water and antifreeze from the radiator, it is probably 
because: 

a. You have a loose hose connection. 

b. You have a bad radiator cap. 

c« You have a leak in the radiator. 

d. You have a small hole in the radiator hose. 

e. All of the above. 

58. Batteries should be checked at least: 

a. Eveiytime the customer comes into the service station. 

b. Once every six months. 

c. Once a month. 

d. Twice a month. 

e. None of the above. 

59. A veiy good cleaner of battery corrosion is: 

a. Baking soda and water. 

b. Ammonia and water. 

c. Battery cleaning solution. 

d. All of the above. 

e. None of the above. 

60. When corrosion appears on the battery, it appears as: 

a. A lun^py green substance. 

b. A lumpy white substance. 

c. A grainy brown substance. 

d. A smooth black substance. 

e. All of the above. 



61. A common instrument used to test batteries is a(n): 

a. Hydrometer. 

b . Thermometer . 

c. Ifyperoraeter. 

d. Barometer. 

e. None of the above. 

62. A battery should not be charged over: 

a. 36 hours. 

b. 12 hours, 
o. liS hours. 

d. 2li holers. 

e. None of the above. 

63. Overcharging the battery may cause: 

a. The battery to explode. 

b. The battery may crack. 

c. The battery may start on fire, 
(d. The battery may fail. 

e. All of the above. 

6Ii. Corrosion may be caused by: 

a. A low water level in your battery. 

b. A high water level in your battery. 

c. Overfilling your battery. 

d. Using a bad battery. 

e. All of the above. 
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65* Engine belts operate such parts as: 

a. Generator. 

b. Water pump. 

c. Power Steering Pump. 

d. Alternator. 

e. All of the above. 



66. When Inspecting engine belts, you should look Tor: 

a. Cracks. 

b. Separations. 

c. Prayed areas. 

d. All of the above. 

e. None of the above. 

67. When the motor of a car is running rough, ±% is caused by which of 
the following: 

a. Bad fan belt. 

b. Faulty alternator. 

c. Worn or dirty spark plugs. 

d. Defective oil filter. 

e. None of the above. 



68. Which of the lollowing bearings need pached with grease: 

a. Rear wheel bearings. 

b. Front wheel bearings. 

c. Drive shaft bearings. 

d. Alternator bearings. 

e. All of the above. 

69. Fuel niters are used: 

a. To clean gasoline, as it leaves the gas tank. 

b. To clean gasoline, as it travels to the carburetor. 

c. To clean gasoline, just before it enters the carburetor. 

d. To clean gasoline, as it enters the carburetor. 

e. All of the above. 

70. All newer model cars have Catalytic Converters that: 

a. Help control pollution. 

b. Require the use of non-leaded gasoline. 

c. Are required, law, to stay functional at all times. 

d. All of the above. 

e. None of the above. 

71 . Torque wrenches are used to: 

a. Prevent over-tightening screw in parts. 

b. Fix flat tires. 

c. Adjust the carburetor. 

d# Repair the master cylinder of the brake system. 

e« None of the above. 



72. When using wrenches to tighten bolts, which of the following is the best? 
a« Pliers* 

b. Boxed End Wrenches. 

c. Crescent Wrenches. 

d. Open End Wrenches. 

e. All of these wrenches do a vexy good job. 
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Tools rccoraroended for cleaning battery raamps and battery terminals are: 

a. Cable Puller. 

b. Spreader Pliers. 

c. Stiff wire terminal brush. 

d. All of the above are needed to clean battery clamps and terminals. 

e. None of the above are needed to clean battery clamps and terminals. 

In many states^ the tire tread that is required to meet state regulations is: 

a. 1/16 of an inch. 

b. 1/8 of an in«h. 

c. 1/32 of an inch. 

d. of an inch. 

e. None of the above. 

Which of the following are types of tires: 

a. Bias Belted Tires. 

b. Bias Ply Tires. 

c. Radial Tires. 

d. All of the above. 

e. None of the above. 

Fuel additives can be added to your gasoline to: 
a. Take water out of the gasoline tank, 
t. Clean the carburetor. 

c. Clean the gas lines* 

d. Get better gas mileage. 
e« All of the above. 

ifanagement plans expense control budgets, and actual control of the 
budget expenditures! 

a. Can only be handled by management. 

b. Can only be handled by the board of directors. 

c. Can only be handled by full cooperation of all store employees. 

d. All of the above. 

e. None of the above. 

The most important way to prevent accidents: 

a. Is to be cautious of possible hazards in the store. 

b. Is to take care of all store equipment. 

c. Is to properly arrange all store equipment and merchandise to 
prevent hazards. 

d. All of the above. 

e. None of the above. ^ 

In most service stations today, 

a. Bank-Oredit cards are accepted. 

b. Personal checks from out of town are accepted. 

c. Over the coxinter checks are accepted. 

d. other petroleum credit cards are accepted, 
eo None of the above. 
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In the winter, when adding water to the radiator, you 

a. Just add water umtdl the radiator is full. 

b. Check the antifree-^.e mixture and only add antifreeze when the 
readinc on the antifreeze tester id.ll allow it. 

c. Always just add more antifreeze, so the mixture does not 
get too weak. 

d. Fill the water and antifreeze mixture to the top of the 
spout for the radiator. 

e. All of the above. 

When the customer shows an interest in buying accessories, try to: 

a. Give all the possible benefits the accessory could have. 

b. Give only the most important benefit that you derive from the 
sales of the product. 

c. Give the major benefits the customer will get from the accessory. 

d. All of the above. 

e. None of the above. 

Information that is important to the service station attendant, can be 
foxmd in: 

a. All magazine advertisements. 

b. Trade journals. 

c. Company publications. 

d. a and b only. 

e. b and c only. 

If you should be held up by a robber, you should: 

a. Try to save the company's money. 

b. Let the robbers have what they want. 

c. Let the robbers have what they want, but get as good of a 
description of the person(s) involved. 

d. At any cost, get the license number of the car. 

e. All of the above. 

A P.C#V. valve is used as part of the: 

a. Emission control system. 

b. Ignition system. 

c. Starting ^stem. 

d. Fuel system. 

e. None of the above. 

The proper level of water for the battery, is: 

a. As full as possible. 

b. Until it covers the battery plates. 

c. Just so you can see it when you look into the cells. 

d. At the top of the cells. 

e. None of the above. 

The most important information that a service station attendant can 
have is: 

a. Present product information. 

b. Past pwduct information. 

c. Future product forecasts* 

d. You need all of the above information to be effective, as a 
service station attendant. 

e. None of the above is ii^portant. 




87. Tb attract and hold new customers, you definitely need: 

a. Large restrooms. 

b. A clean-well-kept business. 

c. A large number of service islands. 

d. A large number of employees. 

e. All of the above. 

88. When using bank credit cards, you need to call into the credit card 
center to get authorization, if over: 

a. 100 dollars. 

b. 25 dollars. 

c. 50 dollars. 

d. 75 dollars. 

e. None of the above, you need to call it in whenever you accept 
a bank credit card. 

89. P.C.V. valves are located on tiie: 

a. Manifold. 

b. Air cleaner. 

c. Water pump. 

d. Alternator 

e. None of the above. 

90. Resistered spark plugs are preferred over regular spark plugs, because: 

a. They are a cheaper plug. 

b. They bum much hotter. 

c. Ttiey reduce gap growth. 

d. niey last much longer. 

e. All of the above. 

91 . Jump starting a car; 

a. Is very difficult to do, even if you have training. 

b. Can be very dangerous, even if you do it properly. 

c. Can be done very safely, if done properly. 

d. I3 eaqy to do and needs very little precautions to perform. 

e. None of the above. 

92. You can tell, as a service station attendant, whether a customer needs 
to have his/her car wheels balanced by: 

a. Looking at how the tires are wearing. 

b. Checking the air pressure periodically. 

c. Checking the vibration of the car, when it pulls into the 
service island, 

d. a and b only. 

e. a and c only. 

93. Vhen changing belts on cars, 

a. Make sure you are using the correct sizes of belts. 

b. Make sure you change all the belts, when you change one belt. 

c. Make sure you don*t put the wrong size belt on the wrong pulleys. 

d. Make sure you check the new belts soon after installation, to 
make sure th^ stay tight. 

e. All of the above* 
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9U. When testing a battery, you need to test: 

a. Each cell. 

b. The end two cells. 

c. The two middle cells. 

d. A random sampling of cells. 

e. All of the abovo. 

9f>. Windnhlald wl[)or bl/idfjn novii rn]>'lncin/; whon: 

a. Tlioy bf^com<» hnrd. 

b. Ihey become soft. 

c. They start to streak the windows, when they are used. 

d. Ihey become cracked. 

e. All of the above. 

96. When engine knock occures, it can cause: 

a. Loss of power. 

b. Damage to spark plugs. 

c. Overheating. 

d. Damage to piston heads. 

e. All of the above. 



97. Spark plugs, under regular conditions can be expected to last 
approxima tely : 

a. 100,000 miles. 

b. 20,000 miles. 

c. 10,000 miles. 

d. 5j000 miles. 

e. None of the above. 



98. Which of the following is not kept at 

a. Fan belt displays. 

b. Motor oil displays 

c. Window cleaning equipment. 

d. Air hose. 

e. Trash cans. 



most service station's driveups: 



99. When adding motor oil: 

a. Always add the full can. 

b. Overfilling the oil does not matter. 

c. Make sure you add the same type and grade of oil being 
presently used. 

d. Always use the oil you think is appropriate. 

e. All of the above. 

00. If a customer asks you, as a service station attendant, to put leaded 
gasoline in a car that takes unleaded gasoline; you should: 

a. Do as the customer asks, because the customer is always right. 

b. Explain to the customer that you can not put leaded gasoline 
in an unleaded car's gas tank. 

c. Go ahead and fill the gas tank with unleaded gasoline. 

d. Rudely refuse to do this, because it is against the law. 

e. Tell the customer that he/she is not very smart, because this 
unleaded gasoline was made to help stop pollution. 
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OCCUPATIONAL CATEGORY: PETROLEUM 
INSTRUCTIONAL AREA: SELLING 
Kvaluntion Form 

(Circle tho oval uat ion numbor) 

1 . APPRARANCE 

DOGB tho fltudent have a near, attriictive rippoar mco ae required 
by naloB personnel? 

? )i r, fi 10 

Inappropriate Poor Avora/tre Good ]•^JCCollen^. 

2. APPROACH 

Is the sales person's approach to the customer friendly and aggressive? 

2 U 6 8 10 

InappTOpriate Poor Average Good Excellent 

3. PRESENTATION 

Is the merchandise presented to hold the customer's interest? 

2 U 6 8 10 

ImppTOpriate Poor Aver^P'e Good Excellent 

k. DEMONSTRATION 

Is the merchandise rlemonstrated to build desire and pointJ=? of 
importance utili7.0(^ (lantin/r service, nnfoty, quality, etc.) 
effectively? 

2 )| 6 R 10 

Inappiropriate Poor Average Good Rxcellcnt 

5. CLOSE—SECUEES ACTION 

Does the contestant maJce sure that the customer will buy? 

2 h 6 8 10 

Inappropriate Poor Avera^ Good Tsxcellent 

TOTAL POINTS AWARDED 
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OCCUPATIONAL CATEGORY: PETROLEUM 
INSTRUCTIONAL AREA: DISPLAY 
P)valuntion Form 

(Circle hho ovnluntion number) 

1. BALANCK 

Does the displray possess appropriate balance to be eye-catching? 

2 )i 6 8 10 

Inappropriate Poor Average Good Excellent 

2. ARRANGEMENT 

Does the display have products arrnnr;^ed so usea^ can be easily 
recognized? 

2 )| 6 8 10 

Inappropriate Poor Average Good Excellent 

3. INTEREST 

Does the display, with the nhowcard, arouse the customer's interent? 

2 ]i 6 8 10 

Inappropriate Poor Average Good Excellent 

U. DISPLAY MERCHANDISE AND PROPS 

Are display props used effectively to create depth and design to 
the display? 

2 li fi 8 10 

Inappropriate Poor Average Good Excellent 

5. SHOV/CAHD 

Is the showcard done in a neat» attractive, and well-balanced 
manner? Does it convey a message? 

2 1; 6 8 10 

Inappropriate Poor Average Good Excellent 

TOTAL POINTS AWAPJDED 
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SALES A.ND MARKETING TECHNIQUES 



ADVERTISING 



True-False 

1 Advertisers assume a large portion of the cost of publishing most 
newspapers and magazines. 

2 Consumer goods are generally advertised by industrial advertisers. 

3 Advertising agencies offer more job opportunities for beginners than 
any other place where advertising is done. 

4 The display-advertising salesman is responsible for planning and 
directing the advertising activities for an advertising agency's clients. 

5 Newspaper advertising is noted for its flexibility. 

6 Display classified advertising is placed in the classified section of a 
newspaper. 

7 A major advantage of direct mail is the opportunity it offers for selec- 
tive advertising. 

8 The good copywriter chooses simple words that are related to his 
reader's everyday experiences. 

9 The major purpose of advertising headlines is to clinch the sale. 

10 Subheads generally contain the main text of an advertisement. 

11 All of the major principles of design must be included in any good 
advertising layout. 

12 In the semicomprehensive layout, all elements are quite realistically 
presented in their correct shape, size, and "tone" format. 

13 Original photographs are more expensive to reproduce for ad- 
vertisements than drawings. 

14 The most important use of direct-mail advertising is in the soliciting of 
orders. 

15 The major disadvantage of direct-mail advertising is the lack of crea- 
tive leeway possible in the development of materials. 

16 The cost of prospect lists from commercial list houses averages about 
50 cents per thousand names. 

17 Face-to face personal selling is sometimes referred to as visual mer- 
chandising. 

18 Although advertisements may strive to attain several goals, one goal 
must always be dominant if the advertisement is to be truly successful. 
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19 There is usually a direct relationship between the size of a business 
and the size of its advertising department. 

20 Retailers are usually more limited in the goals of their advertising 
campaigns than are national advertisers. 

21 In planning an advertising campaign, the first slop is to set definite 
goals. 

22 Personal selling is often considered an important part of a promotion 
campaign. 

23 Teaser advertising generally relies on a single advertisement to get 
its message across. 

24 Similar formats should not be used in the various ads of an advertis- 
ing campaign, as this would tend to create monotony for the readers. 

25 Magazines employ specialized firms to sell their advertising space to 
national advertisers. 

26 Some of the pertinent information about a prospect can be obtained 
by a media salesman when he makes his sales visit. 

27 One of the most accurate methods of measuring television audiences 
is the editorial-interest method. 

28 Recall tests do not show the selling power of advertisements. 

29 The A. C. Nielsen Audimeter is used in the pretesting of television 
advertisements. 

30 Trendex reports are used to avoid false readership claims in 
magazines. 



Multiple Choice 



1 One of the uses of institutional advertising is to (a) tell of the com- 
pany's role in community affairs; (b) introduce a new product to the 
maiket; (c) enter a new market or reach a different group of cus- 
tomers. 

2 A company that always advertises its products by brand name is a 
(a) local advertiser; (b) retail adverti: ♦^r; (c) national advertiser. 

3 One of the beginning advertising jobs is that of (a) advertising copy- 
writer; (b) advertising clerk; (c) production man. 

4 The largest number of advertising jobs in media are in (a) manage- 
ment; (b) copywriting; (c) selling. 

5 An advertiser who emphasizes the place where goods and services 
can be bought rather than the brand is the (a) retail advertiser; (b) 
industrial advertiser; (c) national advertiser. 

6 The dollar amount spent on advertising each year exceeds (a) 8 bil- 
lion; (b) 18 billion; (c) 28 billion. 9 ^ ry 



7 The advertising medium that reaches the r people every day is 
(a) direct mail; (b) radio; (c) newspapers. 

8 Display advertising in newspapers is used by (a) national adver- 
tisers; (b) retail advertisers; (c) both. 

S The major advantage offered by a magazine advertisement in rile 
tion to newspaper advertising Is its (a) lower cost; (b) longer |jfo; (c) 
Idrger size. 

It; Sipra the introduction of television in America, the number of radios 
in u'SB has (a) increased; (b) decreased; (c) remained the same. 

11 T5ie percentage of American homes with television sets is approxi- 
ma:3!y (a) 50 percent; (b) 70 percent; (c) 90 percent. 

12 A iv6»tising placed on one television station is called (a) network 
advertising; (b) local advertising; (c) independent advertising. 

13 Calendars are often used for (a) position advertising; (b) specialty 
advertising; (c) display advertising. 

14 The purpose c7 good advertising copy is to (a) gain the interest and 
attention of readers; (b) persuade readers to take direct action and 
buy the advertised product; (c) both. 

15 Most large retail-store copywriters receive a detailed description of 
the merchandise to be advertised from a (a) layout book; (b) fact 
sheet; (c) copy pad. 

16 A major responsibility of the copywriter is translating selling pdints 
into (a) customer benefits; (b) product qualities; (c) merchandise 
information. 

17 In the AIDCA formula, often used to develop advertising copy, the 
first "A" represents (a) acceptability; (b) action; (c) attention. 

18 One special method used in advertising to encourage direct action 
by customers is the inclusion of (a) prices; (b) coupons; (c) illustrations. 

19 Sentences considered suitable for easily understood advertising 
copy contain up to (a) 1 4 words; (b) 24 words; (c) 34 words. 

20 "Don't go without it/' would be an example of a headline that (a) 
promises benefits; (b) contains news; (c) provokes curiosity. 

21 The elements in an advertisement may be balanced according to 
their (a) lightness or darkness; (b) size; (c) both. 

22 Ads intended to give an impression of dependability might be expected 
to use (a) formal balance: (b) informal balance; (c) large illustrations. 

23 The use of varied forms and sizes of the elements in an ad layout 
would be based on the principle of (a) movement; (b) contrast; (c) 
weight. 

24 Organizing the elements of an ad layout into a harmonious composi- 
tion that makes a single impression is based on the principle of (a) 
coordination; (b) association; (c) unity. 

25 Eye direction is another name for the principle of (a) movement; (b) 
placement; (c) distribution. 



26 A distinctively designed form of i? brand or firm name is a (a) logo- 
type: (b) typeface: (c) copyright. 

27 Generally, the first step in the preparation of an ad layout is a (a) 
•emicomrehensive: (b) rough layout: «c) thumbnail sketch. 

28 The large type used for ad-layout headlines is (a) block type: (bj dis- 
play type: (c) capital type. 

29 Generally, the most economical illustration to reproduce for adv^r- 
tbing is the (a) wash drawing: (b) painting: (c) pen and ink drawing. 

30 In relation to the dollars invested in various advertising media, direct- 
mail advertising is the (a) second largest: (b) third largest: (c) fourth 
largest. 

31 One of the most important ingredients in any successful direct mail 
campaign is a good (a) bulk mailing rate: (b) mailing list: (c) postal 
system. 

32 The highest percentage of sales invested in advertising is that in- 
vested by (a) manufacturers of consumer goods: (b) manufacturers of 
irKlustrial goods: (c) both. 

33 One form of direct mail that is widely used because of its personal 
approach is the (a) letter: (b) folder: (c) brochure. 

34 The elements of promotion include (a) display: (b) advertising: (c) 
both. 

35 Premiums are one form of (a) publicity: (b) public relations: «c) sales 
promotion. 

36 Any activity designed to build good will toward a business organiza- 
tion is (a) publicity: (b) public relations: (c) sales promotion. 

37 The promotional mix of a company is determined by (a) the nature 
of the prospects: (b) the funds available: (c) both. 

38 Special bulk rates are available for mailing of larger quantities of (a) 
first-class mail: (b) third-class mail: (c) both. 

39 Advertising agencies in the United States number more than (a) 
2,000: (b) 4,000: (c) 6,000. 

40 The advertising departments of many local newspapers will help 
advertisers (a) plan their advertising: (b) create their advertising: (c) 
both. 

41 A news release printed without charge by a newspaper about a 
business firm would be classified as (a) advertising: (b) publicity; (c) 
public relations. 

42 A small business with a small market area would probably get the 
best advertising results in relation to cost through the use of (a) tele- 
vision: (b) billboards: (c) direct mail. 

43 The element of promotion in which the use of decoftlM elfMrners 
would be included is (a) advertising: (b) display: (c) publicity. 

44 The element of promotion in which the use of give-away calendars 
would be included is (a) advertising: (b) display: (c) publicity. 
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45 A television station would be likely to employ a (a) time buyer; (b) 
time salesman: (c) space salesman. 

46 The media salesman should plan his sales presentation with the idea 
that it should be (a) illustrated: (b) brief: (c) flexible. 

47 Often of help to the media salesman is the fact that his medium may 
offer its customers special (a) cash rebates; (b) privileges: (c) services. 

48 A newspaper's circulation is verified by (a) NCS statements: (b) ABC 
statements: (c) ASC statements. 

49 Many newspapers provide their advertisers with (a) brand studies; (b) 
merchandise assistance; (c) both. 

50 Magazines often provide their advertisers with (a) research studies; 
(b) editorial space: (c) both. 

51 A newspaper's advertising space is sold on a national basis by the 

(a) newspaper merchandiser; (b) publisher's representative: (c) na- 
tional space salesman. 

52 The classification including the most media salesmen would be (a) 
display-advertising salesmen; <b) space salesmen: (c) advertising- 
agency salesmen. 

53 Advertising research is used to measure the effectiveness of (a) the 
advertising message; (b) the medium which delivers the advertising 
message: (c) both. 

54 One method of pretesting advertising is through (a) opinion studies; 

(b) triple-associates tests: (c) recognition tests. 

55 The highest degree of readership in the Starch Advertisement 
Readership Tests is recorded as (a) completed; (b) read most; (c) seen- 
associated. 

56 The Gallup and Robinson recall tests are used in connection with (a) 
radio; (b) direct mail; (c) magazines. 

57 Information is provided about the meaning received by readers from 
advertisements through the use of (a) recall tests: (b) recognition 
tests: (c) neither. 

E8 In the Starch Consumer Magazine Reports, individuals in the house- 
hold where a copy of a magazine was originally laceived ar© classified 
as the <a) buying audience; (b) primary readers: (c) initial subscribers. 

59 Hooper ratings are used to measure the audience tuned in to (a) 
radio; (b) television: (c) both 

60 A method commonly used to measurs tSe effectiveness of an ad- 
vertising campaign is the (a) recall test: in) laboratory test; (c) both. 
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SALES AND MARKETING TECHNIQUES 



CmUNICA.TIONS 



True-False 



1 For salesmen communiceticn skills are secondary only to knowledge 
concerning business organization and management. 

2 Your ability to communicate refers only to your ability to speak and to 
write. 

3 In many cases the difference between a successful person ar>d a fail- 
ure depends (^n which does the best job of communicating. 

4 You can improve your ability to communicate. 

5 Selling and communicating have much in comnnon — in fact, a good 
salesman must have the ability to communicate effectively. 

6 Business speakers and writers should concentrate on usirtg simple 
terms. 

7 All business communications are intended to inform and not to en- 
tertain. 

8 One of the goals of a business communications system is the estab- 
lishment and maintenance of good human relations. This is solely the 
responsibility of top management. 

9 Listening is a passive process. 

10 People can be taught to increase their listening ability. 

11 In order to be a good listener, one must develop a positive attitude 
toward listening. 

12 The objective listener is one who already has his mind made up be- 
fore hearing the speaker's point of view. 

13 A "memory lapse" is not uncommon, and there is very little that any- 
one can do about it. 

14 Listening comprehension can be improved by at least 25 percent. 

15 Good salesmanship puts much more emphasis on a person's ability 
to speak than on his ability to listen. 
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16 When a person reads to get oniy the main points or basic facts from 
what he is reading, he skims. 

17 When one reads for the purpose of locating information, he reads in- 
tensively. 

18 A good reader comprehends only 35 to 50 percent of the inaterial he 
reads, regardless of its difficulty. 

19 When a reader comes to a word he does not know, he should ci^ways 
look it up in the dictionary, even though he can tell i.s meaning by the 
use in the sentence. 

20 When reading for intensive comprehension, the average reader fcads 
at a rate of about 2 50 words a minute. 

21 The main idea in the paragraph is usually stated in one sentence called 
the focal point. 

22 One of the btst ways to increase one's vocabulary is to learn "fami- 
lies" cf words rather than just an individual word. 

23 It is important for the reader to identify his purpose in reading so he 
will know how to best proceed. 

24 The Tiost significant information in an article is first presented in about 
the middle of the article. 

25 The beginning of a news story answers four questions: who, what, 
where, and which. 

26 When a speaker uses complicated words, the audience is impressed 
by his speech although it may not understand his ideas very well. 

27 Outgoing telephone calls should be planned as completely as possible 
before the number is dialed. 

28 An interchange of fjcts and opinions on a given subjec^ is a discussion. 

29 What one says and how he says it have little effect on a person's job if 
he does his work well. 

30 When introducing yourself to a co-worker on a job, it is not necessary 
to give your last name. 

31 Although a speaker is well informed about his subject, he mus- ^till as- 
semble information for the speech. 

32 Visual aids are helpful to the speaker when used to summarize points 
or to show the relationship between ideas. 

33 If a speaker memorizes the words he is to speak, the ideas will be 
clearly presented. 

34 The clothing a person wears reflects his personality. 

35 A written communication may give information about a product but 
tells very little about the writer. 

36 When the writer shows the relationship between ideas, the reader 
can easily move from one sentence to the next. 

37 The opening sentence of a letter should arouse the reader's interest in 
the letter. 

38 One example of an effective technique for beginning a letter is: "We 
have your letter of January 20." 





39 When a business letter is written on company stationery, the informa- 
tion in the letterhead and the date line serves the same purpose as 
the heading in a personal letter. 
^ 40 When completing an application blank, one should make appro- 
pridte comment in every blank. 

41 When completing an application blank, one should always print. 

42 "Cordially yours" is one of the most formal closings for a letter. 

43 A r6sum6 is similar to an application form. 

44 A sales-minded correspondent conveys the idea that he is more in- 
terested in making a sale than he is in h^^ving a satisfied customer. 

45 One should avoid beginning a paragraph with "I" or "We." 

46 Each letter the beginning writer completes should be checked against 
the Five C's. 

47 If you were writing a letter to the treasurer o' the loan company about 
a home-improvement loan you already have, you would be writing a 
personal business Iett3r. 

48 All letters must have three paragraphs. 

49 If a letter is addressed to a firm, a correct salutation is: "Dear Mr. 
Jones." 

50 The inside address of a letter includes the address of the writer. 
Multiple Choice 



1 The listener may improve or control his physical situation when he is a 
member of the listening audience by: 

a. Sitting close to the speaker. 

b. Leaning forward alertly. 

c Concentrating to avoid distz-actions. 

d. Closing his eyes tc shut out distractions. 

2 If you are going to listen to a talk, specific steps you can take to get 
more out of it include all the following except: 

a. Trying to anticipate what the mes'^.age will be. 

b. Giving some thought to the speaker, his position, and prestige. 

c. Finding out the nature of the talk in advance and forming a definite 
opinion or point of view before the talk. 

d. Reviewing your own experience, knowledge, and attitudes toward 
both the speaker and the forthcoming message. 

3 Jurinp the actual pres .ntation or speech, the listener may do several 
things that will help him to get mrre out of the presentation. These 
may elude all of the follow^ ig except: 

a. Listening critically, and forcing the speaker to defend his point of 
view. 

b. Concentrating on ir.e speaker's mess qc, not on his own 
thoughts. 
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c. Looking around at the audience. 

d. Following the main ideas, and constructing a mental outline of the 
talk. 

e. Sifting fact from opinion and prejudice. 

4 The listener will accomplish more if he can adopt a proper attitude for 
listening. This involves all of the following, except: 

a. A positive rather than a negative frame of mind. 

b. Being subjective; in other words, being concerned only with the 
information that affects him. 

c. A willingness to put himself in the speaker's position to try to 
understand his message and motives. 

d. A real desire to learn as much as possible from the message. 

5 A good title to a speech should do all the following, except: 

a. Answer questions about the subject. 

b. Make the audience eager to hear the speech. 

c. Briefly summarize the subject. 

d. Contain nine or more words. 

e. Identify the subject. 

6 Which of the following statements gives the best advice to a speaker 
who wants to control his anxiety when he faces an audience? 

a. Take a few deep breaths. 

b. Concentrate on the subject on which you are going to talk. 

c. Prepare your speech well and practice it aloud. 

d. Be well groomed and appropriately dressed. 

e. Do all the above. 

7 The skillful writer plans his communications so that they do all of the 
following except: 

a. Beeasilyscanned to get full meaning. 

b. Convey the ideas he wants to reveal to his readers. 

c. Reveal the image of the writer that he wants to reveal to the reader. 
Reveal the irr age of the reader that the reader will want to see. 

8 From the following list, select the step not used to plan a successful 
letter. 

a. Examine all previous correspondence available on the subject. 

b. List the ideas and facts which relate to the message. 

c. Organize the information. 

d. Identify the reason for writing the letter. 

e. Write the letter in the form in which it will be sent. 

f. Include considerable detail to make the message clear. 

9 The primary purpose of the resum& is to: 

a. Give the applicant a chance to tell everything about himself. 

b. Give the interviewer a list of the applicant's qualifications so the in- 
terview will be easier. 

c. List the qualifications of the job applicant. 

d. Sarve as a guide for the applicant while he fills out an application 
blank. 



10 Which of the following is the best opening statement for a letter of ap- 
plication? 

a. I know you are looking for an experienced salesperson, but . . . 

b. If you need an experienced salesperson, please consider niy quali- 
fications. 

c. My sister i»aw your ad in the Daily Record for an experienced 
salesperson, and she thought I would be qualified for the job. 

d. Do you employ salespeople? 

11 Which type of reading best describes the reading a person might do 
when reading for pleasure? 

a. Skim. 

b. Scan. 

c. Intensive reading for recall. 

d. All the above. 

12 Which of the following practices is least helpful to the reader who 
wants to increase his vocabulary? 

a. Identify the meanings of words by their use in the sentence or 
paragraph. 

b. Look up the word in the dictionary. 

c. Make up sentences in which you use the word. 

d. Use the word when you are with people who will know the mean- 
ing of the word. 
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SALES AND MARKETING TECHNIQUES 



DISPLA.Y 



True-False 

1 Promotion is any activity on the part of the seller designed to impart 
information that will aid in the sale of a product. 

2 Display is a form of sales promotion. 

3 Visual merchandising is the process 9f selling merchandise through 
the use of displays. 

4 Point-of-purchase displays are seldom found in drug and variety 
stores. 

5 Opportunities for entry-level jobs in display are unlimited. 

6 If a student has artistic ability and enjoys doing precision work, he 
has qualifications necessary for success in display work. 

7 A person who is basically an introvert should go into public rela- 
tions work. 

8 A study of promotion is of little use unless one plans a career in this 
area. 

9 Businessmen regard promotion as an investment, not an expense. 

10 The types of promotion activities a business uses will be determined 
by the size of the geographic area in which the business makes 
sales. 

1 1 Point-of-purchase displays are seldom prepared by the manufacturer 
of the product. 

12 The type of promotion used for a product is determined by what 
stage of the life cycle a product is in. 

13 The combination of promotional activities used to promote sales of 
a product is called the sales cycle. 

14 Goods which are used to produce other goods or services are called 
consumer products. 

1 5 The major function of a display is to stop traffic through a store. 

16 The image of a store can be reflected through the use of displays. 

17 All displays can be fitted into two classifications, window displays 
or unit displays. 

18 Displays are ineffective because they cannot be changed rapidly to 
meet a competitor's offer. 

19 A promotional window display is designed to promote the store's 
role in the community. 
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20 An institutional window display is designed to emphasize items 
and services not usually sold by the store. 

21 Jewelry items are normally featured in an open display. 

22 A buildup display features items in a setting like that in which the 
customer would use them. 

23 Assortment displays make it possible for a retailer to serve more 
people, more efficiently, at lower costs. 

24 Impulse displays and point-of-purchase displays are basically de- 
signed to achieve the same objectives. 

25 The effective use of color and lighting is unimportant in a fashion 
display 

26 Little attention need be given to where an interior display is set up. 

27 One of the major purposes of interior display is to arouse customer 
interest. 

28 A good display should include all of the features of a good adver- 
' tisement. 

29 Displays should generally feature slow-moving, seldom-requested 
items. 

30 Those displays in which the customer may view but cannot handle 
the merchandise are called open displays. 

31 A display which features items in a setting like that in which the 
customer would use them are called buildup displays. 

32 Impulse displays are most effective if they are located at or near the 
place where the understock of the items is stored. 

33 Small stores usually put mo e emphasis on advertising than on 
displays. 

34 Displsys ecicj . persuade customers to buy gor jS that they 
had not plan. tiri t > buy are called open displays. 

35 Propo»^ioM is an e; ; nent of the principle of color. 

36 One u n3 ps in planning a display is to ietermine the pur- 
pose of \he disp^'dV 

37 All of t^ dispiay:^ ' a store should never be h iilt around one central 
theme. 

38 Mercha ; .'ise juld be arranged in a dispU: o that the eye is easily 
led fronr • part of the display to anothfc 

39 Merchandise, in order to attract and h'^-^d lerest. may be empha- 
sized by ce:^rral grouping, contrasts of »?or, >i?tition. and K '-^rv/. 
ing sizes froni small to large. 

40 Central figures in a display should not be pronitnently lighted. 
^1 Light should be used for an eye-t . xc- * effect. 

42 Generally speaking, displays are a- j effective during the daytime 
than they are at night. 

43 Fluorescent lights produce more heat than do incandescent lights. 

44 Lights have little effect upon colors in a display. 



46 The writing of show cards should conform to the rules of writing 
advertising copy. 

46 Exch.sive shops and )i<\kms should never resort to the practice of 
using show cards in th <^ir windows. 

47 The major criterion 'jr,e in judging the effectiveness of a display 
is how many peon^s^ ^;>'p to look at it. 

48 Knowledge of ihs principles and elements of design and display 
is of little use to the person who does not pursue a career in this 
field. 

49 It is usually a aI idea to get as much copy as possible on a show 
card. 

60 Once a displav has been taken down* it is customary to throw away 
all props, rete^r Ing only the merchandise itself. 

61 Attention m^y be directed to a display by applying the principle of 
dominance. 

62 Balance is not af\e of the principles of design. 

63 Merchanciise of varying size ar;c appearance creates balance when 
the larger it^/;>s are nearer the center and the smaller items further 
away ft ^m the center. 

64 The us^ of ligh^ colors in a window appears to narrow the window 
space* decreafiing its 3ix*« . 

55 The color ^?et ^a^ main divisions, warmth and coolness. 

56 Emphasis may be ari^i^vved in a display by the use of contrasting 
light and dark coicrt^ 

67 Color is of little Irrr ortance in selling textiles. 

68 Generally 3p^.i&ikihg, warm weather displays should feature the use 
of warm colors ^*^d cold weather displays should feature the use of ^ 
coo't^OiOi:- 

69 \r »; rr .*;&:ors create a feeling of passiveness and tranquility. 

60 The rtimary colors are red* yellow, and orange. 

61 Tertf^ry and intermediate colors are the same. 

62 Analogous colors are those colors which are located ne)it to one 
another on the color wheel. 

63 A display featuring tho use of monochromatic colors would feature 
cclfors which form an equilateral triangle on the color wheel. 

64 Tone may be measured like heat by its coolness or warmth. 

66 Intani^lty in color is determined by the addition of that color's 
conn cement. 

66 Contrast is the most important element to remember when conskier- 
ing the use of color in a display. 

67 Different tints or shades of one color are referred to as complemen- 
tary colors. 

68 Those colors obtained by combining colors which are next to each 
other on the color wheel are called secondary colors. 
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69 When two identical packages are painted two different colors, one 
dark and one light, the dark one will appear smaller and lighter in 
weight. 

70 Contrast in a display results from the use of shapes that are not in 
harmony with one another. 

71 The number of items to be featured in a window decides, more than 
any other factor, the form or arrangement the display will follow. 

72 Gradation in a display may be achieved through the use of color, 
lights, or merchandise featured. 

73 Stairstep and zigzag arrangements usually feature four items in the 
display. 

74 Unity in a display depends primarily upon the use of dominance, 
balance, and proportion. 

76 When props or merchandise are positioned so that they do not 
overlap with one another, the interference arrangement is being 
used. 

76 The repetition arrangement is also known as the radiation arrange- 
ment. 

77 Displays should be arranged so the center of attraction is below 
eye level. 

78 The stairstep arrangement is most useful for arranging mass dis- 
plays in limited space. 

79 Only one feature is dominant in a display featuring a radiation 
arrangement. 

80 The feeling of movement achieved in a display is called rhythm. 

81 Exact repetition does not result in a monotonous effect. 

82 A good display will emphasize props used in the display. 

83 Formal balance in a display is achieved by balancing on the same 
side of an imaginary axis one or more identical or similar elements. 

84 Repetition in a display is achieved by repeating two or more times 
one element such as color, size, shape, etc. 

85 The stairstep arrangement leads the eye easily from one part of 
the display to another. 

86 Props are used to support or hold the merchandise so that it is dis- 
played in an attractive manner to the customer. 

87 Panels and screens are ineffective props because of their limited 
uses. 

88 Mannequins represent a major investment and. therefore, must be 
handled carefully by displaymen. 

89 A form is a partial mannequin and may include legs, hands, or other 
body parts. 

90 A disadvantage of seamless paper is the difficulty in applying it to a 
surface. 

91 A series of six pedestals or tables should be used to create a stair- 
step arrangement. 
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92 Burlap is used frequently because it does not ravel and has an inter- 
esting texture. 

^ 93 Burlap drapes easily and adds richness and life to a display. 

94 Burlap is popular in arranging displays in men's stores because of its 
rough texture. 

95 Fixtures especially designed to display hats are millinery heads. 

96 An item such as slacks is often displayed on a form rather than on 
a mannequin. 

97 Columns can be used to create dignity and height in a display. 

98 The cube is particularly effective in the display of large items. 

99 Paper is usually applied to a display wall by gluing it. 
100 The use of signs in displays is of minor importance. 
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SALES AND ilARKETING TECHNIQUES 



HUMA; .DELATIONS 



True-False 

1 The ability to weigh the facts and cicvcide is known as judgment skill. 

2 Human relations, because of its many technicalities, is more of a sci- 
ence than an art. 

3 Human relations in business are the same as human relations in 
p.* /ate life 

4 The primary goal of human relations in business is to avoid arguments 
with your co-workers. 

5 Increased production is one goal of human relations in business. 

6 The application of human relations principles to the business setting is 
as old as business itself 

7 A good practitioner of human relations can be successful on the job 
even without any technical skills. 

8 The ability to get along with others is a natural trait that you either 
have or do not have. 

9 Human relations off the job require less skill because less is at stake. 

10 How you relate to your supervisor, your co-workers, and your custom- 
ers will require a conscious effort. 

1 1 A lower standard of human relations practices is required of nonselling 
employees of a business than of selling employees. 

12 Customer relations is the application of human relations to customers. 

13 Tact is the ability to say one thing and mean something else. 

14 A customer will respect the salesperson more if he is subservient. 

15 Personality is how a person acts. 

16 Your personality is made up of inherited characteristics that cannot be 
changed. 

17 There is a significant relationship between a person s appearance and 
his personality. 

18 Your style of speech is one of the factors that affects your appearance 
to others. 

19 Mannerisms are one of the things that make people ciiffcrent. and 
everyone should attempt to develop unique mannerisms 

20 Speech is a physical characteristic of personality. 
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21 Intelligence helps you understand abstractions. 

22 Attitudes and character are physical characteristics. 

23 An attitude is the way you think or act that reflects your disposition or 
opinion toward a subject. 

24 A sincere interest in others is an emotional characteristic. 

25 The experiences you have had and the environment in which you have 
lived to a large extent determine the degree to which you can control 
your emotions. 

26 Success or failure in what you do has little effect on your self-confi 
dence. 

27 Since personality is determined in your early life, very little can be done 
to change it. 

28 Listening is part of communicating. 

29 Scientists have agreed that creativity can be taught. 

30 The primary and only important goal of a business is to make a profit. 

31 Capital is the key resource in our economy — other resources are sec- 
ondary. 

32 Capital simply means money. 

33 Today more people are employed in the distribution of goods and ser- 
vices than in production. 

34 Employers prefer to hire qualified leadership rather than train employ- 
ees for leadership positions. 

35 In the employer-employee relationship, the only concern of the 
employer is having satisfied employees. 

36 Employers provide supervision primarily to catch the mistakes of 
employees. 

37 Employers contribute an amount equal to the employee's contribution 
for social security. 

38 Labor is one of the key economic resources. 

39 Employees should be compensated in proportion to what they pro- 
duce. 

40 The flow of authority from the top man to the bottom man is called the 
vertical division of work. 

41 A team approach lo responsibility and authority is preferable to clear- 
cut lines of authority and responsibility. 

42 Line functions are those which accomplish the primary objectives of 
the business. 

43 When a supervisor delegates a task to a subordinate, he is no ionger 
responsible. 

44 Assigning responsibility without corresponding authority is a cnrr,mo?f 
mistake. 

45 Staff persons are the expert specialists who tell the line persons how 
to do their job. 

43 Employee grievances are usually caused by human relations problems. 
47 It is possible for one leader to embody all three types of leadership — 
democratic, autocratic, and frec-rein. 
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48 The best way to handle a problem with your boss is to discuss it with 
his boss. 

49 If you are a good communicator, you will not have to follow-up on a 
message to see that it was properly received 

50 In the human relations sense you are a member of many informal 
organizations 

51 Natural leadership emerges in the informal organization. 

52 As far as human relations is concerned, as an employee you need only 
be inte' ested in formal organization. 

53 BasiCwily people are alike and can be treated the same way. 

54 Rumors are usually a dependable source of information. 

55 If you have done a good piece of work, then you should claim credit for 
it 

56 Gossip about your co-workers is a disloyal act 

57 The informal organization serves no useful purpose to the business 
manager. j 

58 One key to human relations is to realize how people can differ. 

59 One function of the informal organization is that of communication. 

60 The informal organization cannot help to reinforce the rules and regula- 
tions of the company. 

61 Management's concern and efforts to improve human relations have 
had little influence in increasing production. 

62 A business founded on good human relations principles motivates 
people to do their best 

63 An employee morale survey is conducted to determine if employees 
have a happy home life. 

64 Management looks at leadership, communication, participation, and 
organization with the intent of improving human relations 

65 The qualities that make up leadership are inborn. 

66 Businesses develop leadership through a planned supervisory develop- 
ment program. 

67 Experience is the primary element m most supervisory development 
programs. 

68 The abilities required of a good supervisor are the same as tliose 
required of a good operative employee 

69 The ability to delegate authority and responsibility is an ability required 
of supervisory personnel 

70 A supervisor should be prepar'^d to accept criticism from those he 
supervises 

71 A supervisor should be aggressive, have a high degree of creativity, 
and be highly active. 

72 Business usually requires a reading s^?ed oT 2.000 words per minute 
of its supervisors. 

73 Employee participation refers to the level of participation by fcmploy- 
ees in company-sponsored activities such "S sporting teams and clubs 

74 Employee participation results in increased employee satisfaction and 
higher productivity 



Multiple Choice 



1 Human relations refers to (a) getting along with others: (b) treatinn 
others as equals: (c) understanding your family. 

2 Getting along with others off the job is called (a) common sense 
human relations: (b) structured human relations: (c) unstructured 
human relations. 

3 Structured human relations refers to (a) relations with classmates: (b) 
relations on the job: (c) relations at social functions. 

4 The ability to think and act without being urged is known as (a) initia- 
tive: (b) industry: (c) attitude. 

5 The mental attitude that causes a person to want to work hard is (a) 
character: (b) dependability: (c) industry, 

6 Enthusiasm is a mental attitude reflected by (a) indifference: (b) an 
intense or eager interest in a subject: (c) goodwill toward customers. 

7 Honesty and respect for other people and their property make up a 
person's (a) personality: (b) character: (c) intelligence. 
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8 Such feelings as love, hate. fear, anger, pride, worry, and confidence 
are all basically (a) emotions: (b) attitudes: (c) traits. 

9 The ability to analyze is important for (a) only the boss of a business: 
(b) employees in marketing and distribution: (c) people in iinstruc- 
turcul relationship!! 

10 Businoss Kxliiy |)M*l<?r. it*, fniiployi!!**. («i) to (.<)ii(.(?nli.ih* nii ilini |<>t) 
ajid career field unci bp<?M(l loss tirno .ind nffurt on sonnly. (h) lo l)rl()iuj 
to social groups: (c) to be conscious of what is going on in the comniu 



11 The employer-employee relationship is (a) one of dominance by the 
employer: (b) a partnership: (c) one of exploitation. 

12 In the study of economics the principle of self-consumption refers to 
(a) employers who exploit their employees: (b) self-employed workers: 
(c) workers who can buy and use the goods they produce 

13 In the employer-employee relationship, job safety is (a) the e nployee's 
responsibility: (b) the employer's responsibility: (c) the ^ -^ iMlirv of 
both employee and employer. 

14 Staff functions are those that (a) accomplish the primi. :t!v?s of 
the business: -b) support line functions: (c) hire the nf dc'ed staff of 
personnel 

15 A good manager can effectively supervise (a) any number uf people: 
lb) about five people: (c) a limited number depending on the complexi- 
ties of the job. 

16 The leader who encourages employee participation is a (a) autocratic 
leader: (b) free-rein leader: (C) democratic leader. 

17 Horizontal communications refers to (a) utilizing radio waves that 
travel horizontal to the surface of the earth: (b) communicationson the 
same organization level: (c) informal communications. 

18 Informal organization refers to (a) personal and social relationships: (b) 
the business that does not have a formal organization chart: (c) 
unstructured human relations. 

19 The science of word meaning is called (a) psychology: (b) semantics: 
(c) communications. 

20 Physical representations of status are called (a) status symbols: (b) 
cars: (c) prizes. 

21 The entire process of marketing and distribution is dependent on (a) 
good human relations: (b) social relationships: (c) democratic leader- 
ship. 

22 First impressions (a) are usually right: (b) are usually wrong: (c) may be 
right or wrong. 

23 Controlling your emotions is a sign of (a) confidence: (b) maturity: (c) 
sincerity. 

24 Personality is (a) inherited: (b) a result of experience and environment: 
(c) acquired by study. 

25 Often the main forms of communication within an informal organiza- 
tion are (a) gossip and rumor: (b) memos and conferences: (c) tele- 
phone calls and notes. 
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SALES AND MARKETING TECHNIQUES 



MERCHANDISING 



True-False 



1 The buyer's job is to buy and sell goods that contribute to the firni's 
profits. 

2 A buyer does not have to be c'3rt to what comppting stores are doing if 
he seeks the best buy at the lowest price from suppliers. 

3 A buyer may sell items in such large quantities that a small profit on 
each item will add up to a sizable total profit. 

4 Buyers in a department store are like industrial buyers L»ocause their 
main purchases are materials, equipment. ^.)d supplies that a used 
in the operation of the firm. 

5 The buyer normally turns the major responsibilities for merchandi.. 
training over to the personnel or training department. 

6 Customer desires and requests to salespeople are of little value to the 
buyer. 

7 Orderly stockkeeping has a positive effect on customers, influencing 
them to buy. 

8 Each buyer must carefully watch his sales, stock, and purchases so 
that he does not exceed the merchandise budget set up for his depart- 
ment. 

9 The buyer is held responsible for inventory shortages. 

10 Controlling merchandise and departmental budgets is a function a 
buyer performs. 

11 Communication t f policy is left to top management and is not a func- 
tion of the buyer. 

12 Errors on the sales floor can be reduced through proper training of 
salespeople. 

13 The buyer is not responsible for the selling of merchandise on the sales 
floor. 

14 The buyer gets the best results from advertising and promotion when 
he concentrates on promoting profitable merchandise With proven 
sales appeal. 

1 5 Sales records from previous years are more valuable to the buyer when 
placing orders fur fashion goods than when ordering staple goods. 



16 A basic stock list provides the minimum stock that should be on hand 
in a department or store. 

17 A seasonal buying calendar indicates when buying should begm and 
end for special events such as Thanksgiving, Easter, and June wed- 
dings. 

1 8 Want slips are a valuable indication of what has been sold. 

19 A fashion coordinator is a specialist who advises the merchandising 
and advertising divisions on style trends. 

20 A successful store must make a fair profit. 

21 Many stores follow a price-lining policy; that is, they limit the number 
of prices at which a particular type of merchandise is offered for sale. 

22 A b lyer must be impartial and consider the product from the custom- 
er's viewpoint rather than rely on his personal tastes and dislikes. 

23 Hand-to-mouth buying always shows inexperience on the part of a 
buyer. 

24 Hand-to-mouth buying allows the buyer the benefits of discounts 
usually given on large-quantity purchases. 

25 Seasonal buying is usually done well in advance of the season. 

26 Buyers are most likely to sample staple goods — not fashion goods. 

27 A buyer must study and get to know as much as possible about his 
suppliers and potential suppliers. 

28 The resource file card is an excellent place for the new buyer to learn 
about merchandise resources. 

29 The price of the goods determines whether the buyer should buy the 
merchandise. Discounts and delivery charges can be determined later. 

30 The vendor's diary contains records of the buyer's experience with each 
principal resource. 

31 The buyer can refer to many sources of information to discover what 
products his customers want, but he must make the final selection. 

32 A buyer does not depend on testing laboratories to provide him with 
reliable product information. 

33 Suppliers often offer help to buyers in arranging for local retail adver- 
tisements and store displays. 

34 Buyers of staple goods often deal directly with manufacturers so they 
can get prompt delivery on the newest styles. 

35 Some manufacturers have minimum order requirements that all but 
eliminate the small retailer who operates on a hand-to-mouth basis. 

36 The credit period is based on the date appearing on the bill or invoice 
and is called advance dating. 

37 The percentage of the price that the seller allows the buyer to deduct 
if the bill is paid within a certain period is called the chain of discount. 
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38 ROG refers to credit terms that apply from the date the goods are re- 
ceived by the buyer. 

39 The percentage of the price that the seller allows the buyer to deduct 
if the bill is paid within a certain period is called a cash discount. 

40 An experienced buyer realizes that free deals and quantity discounts 
often can result in overstocking. 

41 FOB shipping point would give the buyer a better total cost of goods 
than FOB destination. 

42 Title to the goods shipped FOB shipping point transfers to the buyer 
upon delivery by the manufacturer to the transportation company. 

43 In memorandum sales the supplier compensates for the risk he is tak- 
ing by charging a higher price. 

44 Seasonal discount terms are normally connected with the transporta- 
tion of goods. 

45 The primary purpose of stock control is to provide the buyer with in- 
formation on slow-selling items. 

46 A balanced assortment of goods through good stock control leads to 
more sales and an increase in the store's profits. 

47 Stock control helps the buyer to determine how much money should 
be spent on merchandise. 

48 Inventory overages are more common than inventory shortages. 

49 An inventory shortage may arise from mistakes made in taking the 
physical inventory. 

50 Inventory overages are normally caused by merchandise breakage or 
theft. 

51 A buyer works to eliminate inventory shortages and in this way in- 
crease the profit of his department. 

52 By comparing the records on the orders placed during each period with 
the planned purchases allowed in the merchandise plan* the buyer 
knows how much he is open to buy. 

53 Unit-control records show the quantity of each item sold and thus indi- 
cate the items that are not selling. 

54 The unit-control records indicate the sizes, styles, colors, and price 
lines that are fuelling. 

55 Tickler control is a method of physical inventory used with high-fashion 
merchandise. 

56 A basic stock list shows the minimum amount of stock that should be 
on hand for each type of goods that is sold in the store, and the quan- 
tity to reorder when ordering is done. 

57 A card, slip, or gummed label containing pertinent reorder information 
is used to mark the minimum point under visual control. 

58 The principal advantage of perpetual inventory systems is that they are 
simple and more economical to operate than physical inventory sys- 
tems. 
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59 The chief disadvantage of physical inventory systems is that they do 
not provide inventory and sales information on a daily basis. 

60 With high-unit'priced items a buyer can use a card system, with one 
card for each item containing all necessary unit-control information. 

61 While they are important, unit-control records fail to give the buyer 
a basis for determining customer demand. 

62 Successful buyers rely on unit-control systems for factual informa- 
tion but aisc use their imagination and judgment to interpret data. 

63 In some lin.-'c of merchandising a visual-control system shows what 
items should * reordered. 

64 Up-to-date and comprehensive information on the movement of stock 
is given by a perpetual inventory system. 

65 A buyer must be able to interpret properly the output information of 
the unit-control system. 

66 When a customer returns an item, this return does not need to be in- 
cluded in the un^' controi system. 

67 When a new style is introduced to customers, the buyer is able to 
charge a higher price than usual. 

68 It is an accepted fact in the retail field that there is a simple formula 
that can be follovjed in deterrrining prices. 

69 In determining prices. t\\r: buyer adds to the cost of the goods an 
amount that is sufficient to cover the estimated selling costs and still 
allow a reasoniiole profit. 

7^ Whether the price attracts customers to buy depends on the desir- 
ability of the merchandise, the prices offered by competing stores, and 
many other factors. 

7\ The buyer of fashion goods sets the original price high enough to allow 
for later markdowns. 

72 When the demand for goods exceeds the supply, the buyer usually 
puts a lower price on the merchandise. 

73 High prices means maximum profits. 

74 A supermarket utilizes a variable-price policy to save time and build 
customer confidence. 

75 There is considerable evidence to support the value of odd-cent pric- 
ing. 

76 A store that uses a one-price policy treats all customers alike. 

77 An important pricing objective is to achieve or maintain a certain share 
of the market. 

78 Certain types of prestige stores are usually able to charge higher prices 
because customers aro willing to pay more for goods carrying the 
prestige labels. 
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79 Leader pricing is cutting prices temporanly on a few items to attract 
customers. 

80 Each item must be priced to bring in a profit. 

81 The rate of stock turnover is greatly influenced by the type of goods 
sold. 

32 Stores with a large sales volume generally will have a lower rate of 
stock turnover than the St *^ type of store with a lower sales volume. 

83 The most ir .>ortant advanJ to be gained by increasing the rate of 
stock turnover is an increase ofits. 

84 When the rate of stock turncvv. is increased, the buyer can invest a 
smaller amount of capital in stOv proportion to the volume of ^.ales 
and make a more efficient use of the .. : J available. 

85 If the b^jyer concentrates solely on -^g rate of stock turnover 
withou "^nsidering profits, he may recv- 3 stock to the point where 
he does . 'J2ve a sufficient assortm-^ ' 

86 A low rate cf lock turnover usually ^ . orders and more 
incoming sh. ■■.. Is, which increase '-^ ^ c ^is i iVc^d with placing 
Orders and rec: vtr. i shipments. 

87 Either net sa'w jverage stock, or both of Iho'^e ^gures, must be 
changed if the . :v ^ of stock turnover \u to be inc^XMsed. 

88 You can incre<isc the rate of stock turnover by reducing ihe size of 
stock without reducing sales. 

89 You can increase the rate of stock turnover by inofeasing F?les with- 
out increasing stock by using better selling techniques. 

90 You can increase the rate of stock turnover by obtaining a greater 
sales volume with a smaller stock by careful buying and clever promo- 
tion. 

J1 The most important element to be considered in the constructioi of 

the merchandise p!an is the amount of net profit to be expected. 
9? ?ai>l b iVjs of the store are a poor indication of future sales. 

93 General business conditions in the community, s/^te. and nati'" > vtmsX 
be considered in projecting saler flgures for the merohandist; piw n. 

94 Markdowns, discounts to employees and selected customers, and 

nventory shortages are all classified in ths merchn dise plan at 
ductions. 

95 In the me'char.dise plan the Louyer states markdowns as a percent- 
age of cost of goods s^^ld. 

96 Vhe buyer plans markdowns to stir uiate saler 

97 The difference between the cost and the retai! priCc the total mer- 
chandise handled in a department -sthe cumulative markup 

98 A well-balanced selection of st .i.k that will meet custo er demands 

is called an adequate assortrr,e».L 

99 It is important that the merc^.andise plan be kept right foi: 

evaluation of the buyer's ability. 
100 A good merchandise plan must be reaiisv:^ s^i.C set goals that 




can be met. 
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